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“HERE’S ONE BIG 
REASON WHY 
I LIKE TO BUY 
FROM EVANS !” 


s sells Evanee 


|, Evon distributors. 


through recognized 


ribytors ond dealers with ag- 


bocks dist . 
2. Evons d promotion material. 


gressive merchandising on 


2. Evons, on Associate Member of the National 
Plywood Distributors Association, actively par- 
ticipates in plans and programs to enhance the 
Stobility and strengthen the structure of the estab- 


lished manufocturer-distributor-dealer method of 
plywood distribution 





“I’m a Douglas Fir Plywood distributor. | 
buy from Evans because they're on record 
as following a policy of selling through 
recognized distributors. 





“That makes solid sense to me and to 
my dealers too. It means top service and 
it means real stability.” 





When you see the “Evaneer” brand you 
can be sure it identifies Douglas Fir Ply- 
wood made from Evans’ own stands of 
timber . . . produced in Evans’ own mills 

. distributed in accordance with sound 
and progressive merchandising policies. 
Available in all standard grades, Interior 
water-resistant and Exterior water-proof. 
Evans Products Company, Western Divi- 
sion, Dept. S-6, Plymouth, Michigan. 
Mills at Coos Bay, Ore.; Roseburg, Ore.; 
Vancouver, B. C. 


EVANEER - EXT- DFPA + PLYSHIELD + A-C 


MEMBER * DOUGLAS FIR PLYWOOD ASSOCIATION 
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4OCKSETS 


Use Kwikset Locksets with complete confidence. 
The more than 16,000,000 Kwikset Locksets that have . 


gone into. guaranteed service since 1946 are a testimonial to the 





precision manufacturing technique that makes possible 


Kwikset’s unconditional guarantee. That is why 


THE ONLY GUARANTEE NEEDED IS 
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KWIiKSET SALES AND SERVICE COMPANY « ANAHEIM. 


CALIFORNIA 














COLOR—BIGGEST FACTOR IN SIDING SALES! Builders and 
owners tell us that never before has color been so important 
for their homes...that especially on the outside they want ma- 
terials that provide the most in eye-satisfaction. Now, with 
Gold Bond Asbestos Siding Shingles you can give these cus- 
tomers the colors they want... exciting colors with distinctive 
beauty and genuine freshness. 

Even their names capture the imagination—Twilight Gray, 
Mellow Ivory, Pheasant Brown, Poplar Green. That's Dusty 
Coral you see above. Notice its warmth and richness...and the 
fine shingle texture. Here’s deep, vertical graining that com- 
pares with the beauty of expensive wood shakes. Yet, Gold 
Bond Asbestos Siding Shingles cost less then any other type 
siding material in the quality field! 


And Gold Bond has these important 
features, too ! 


RUGGED—Gold Bond Shingles just never wear out. As long- 
lasting as the asbestos and cement from which they're made, 
these shingles give the maintenance-free, year-after-year pro- 
tection every home owner wants... save him from ever again 
having to paint for preservation, 


FIREPROOF —Gold Bond Shingles won't burn...there’s no fire 
hazard. Sparks and flying embers can’t ignite them. 

WEATHERPROOF — Sun, rain, sleet or snow do not affect the 
durability of this siding. Its stone-like surface resists them all! 


Remember these advantages. And remember too that Gold 
Bond gives you a complete line of fresh, sales-catching colors. 


NATIONAL GYPSUM COMPANY « BUFFALO 2, N. Y. 
Fireproof Wallboards, Decorative Insulation Boards, Lath, Plas- 
ter, Lime, Sheathing, Roofing, Siding, Wall Paint, Textures, 
Rock Wool Insulation, Metal Lath and Sound Control Products. 


You'll build or 


Gold Bond’ 
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This Freight Car Holds 
18,000 sq. ft. of 


Ordinary Insulation 





This Automobile Holds 18,000 sq. ft. Infra Insulation 














Multiple Accordion Aluminum: 


(1) Reflects back 97% 


wanted 


radiant heat where it is 
indoors in winter, outdoors in summer. 


(2) Reduces Conduction to 7% because of its slight 
mass and its multiple layers of entrapped air, 
which has insignificant density. 


3) Biocks Convection with its aluminum and fiber 
partitions. 


Multiple accordion aluminum — Infra Insula- 
tion is the standard commercial form —is easily in- 
stalled. It goes up fast and easy. Skill is rapidly 
acquired for installation at a rate of 2,000 sq. ft. a 
day. It is clean, disperses no eye, throat and skin 
irritating particles while being installed. 


Multiple accordion aluminum is virtually non- 
condensation-forming because of its structure and 
because its sturdy aluminum sheets are impervious 
to water vapor. Condensation causes peeling paint, 
crumbling plaster, rotting wood. Infra is vermin, 
mold, insect and flame resistant. 


Architects, builders and engineers have for 8 
years been made familiar with the advantages of 
Infra multiple accordion aluminum insulation by 
advertising in Architectural Record; Progressive 
Architecture; American Builder; Practical 
Juilder; Heating, Piping & Air-Conditioning; 
Heating & Ventilating; Roofing, Siding & Insula- 
tion; and Masonry Building. 


INFRA THERMAL FACTORS. TYPE 6 

Up-Heat €.089, R 11.23 = 43/s” dry rockwool 
Woll-Heat €.073, R 13.69 = 55/8” dry rockwool 
Down-Heat (.044, R 22.72 = 9" dry rockwool 


infra Insulation, Inc., 525 Broadway, N. Y., N. Y. 


Dealers like Infra because its lightness and 
compactness minimize storage and handling prob- 
lems in the yard and at the building site and con- 
siderably reduce freight and delivery charges. 1000 
sq. ft. of Infra Type 4 occupies ONE carton of 114 
cu. ft. weighing 46 lbs. Many ordinary insulations 
require 25 cartons, occupying 175 cu. ft. and weigh- 
ing 2,000 lbs. for 1,000 sq. ft. A passenger auto- 
mobile will carry 18,000 sq. ft. of Infra Type 4 
comforably —6 cartons in the trunk eompartment, 
2 on the front seat, next to the driver, 10 on the 
rear seat and floor. 


Two more 1000 sq. ft. cartons fit in the trunk 
compartment with the cover 3 inches ajar. Without 
obstructing vision, three 250 sq. ft. cartons can 
casily be added te those on the rear floor, and one 
in front on the driver’s right, barely coming above 
the lower edge of the window. 


This total of 21,000 sq. ft. of Infra Insulation 
carried in an automobile leaves clear a 23” x 20” 
space on the rear seat for dinner pail, tools, staples, 
workclothes, etc. 


Get the facts you should know about heat and 
vapor flow from Schwartz’s “Simplified Physics of 
Vapor and Thermal Insulation.” 


Fill out coupon 
below for your FREE copy. 


waa 


\ 
\ 


TION, INC. 
ne _, N.Y. Dept U-6 


& Physics of 


INFRA INS 
dway, 
xiao d FREE * “gimplifie 
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WASHINGTON REPORT. 





See Cole Asking Congress for Lower Down Payments on New Homes 


FHA Commissioner Guy T. O. 
Hollyday is continuing his study of 
down payments on home loans in- 
sured by the agency. It’s probable 
that Housing Administrator Albert 
M. Cole will presently ask Con- 
gress to reduce these payments. 

In quite a few places, according 
to reports, the home building in- 
dustry is thinking nervously about 
the rising tide of buyers’ markets. 
So far, this hasn’t cut down the 
number of housing starts; and a 
good many Federal housing people 
think the output of new houses 
will carry on at high rates until 
at least the first of July, next year. 
However, they qualify the esti- 
mate by saying it’ll depend upon 
much business getting done by the 
FHA. But if down payments are 
to continue at the present 
well, they just wouldn't 
what might happen. 


rate, 
know 


Typical example 


President Emanuel M. Spiegel, 
of the National Association of 
Home Builders has called atten- 
tion to the fact that in 1940 a typ- 
ical FHA house cost $6,000, with 
a required down payment of 10%. 
At present the typical house costs 
$12,000, with a required down pay- 
ment of 20%. So, in addition to 
higher over-all cost, the owner has 
to put $2,400 on the barrel head 
as a down payment. Four times as 
much. A painful performance and 
one that takes some of the bloom 
off the home-ownership enthusi- 
asm. 

This industry has always made 
out pretty well with Federal hous- 
ing people; and it appears that 
we'll get along all right with the 
new officials. We naturally want 
to build a lot of houses. It’s our 
trade. The housing people want us 
to do it; but of course they have 
to take a long view, and they must 
consider some factors in addition 
to the number of housing starts. 


Housing saturation 


Housing construction , as they 
see it, can’t go much above the 
number of units actually needed 
to shelter the American people, 
and shouldn’t go much below that 
figure. This must take into account 


BuitpinGc Propucts MERCHANDISER 


the normal population increase and 
the formation of new families. 
Various other modifying factors. 

Everybody knows that tempor- 
ary conditions can make the build- 
ing and financing of houses easy 
and thus may spunk up the build- 


ing rate for a while, causing a mar- 
ket glut. And, per contra, hard 
conditions may reduce the rate; 
causing a shortage. Public officials 
are supposed, of course, to aim at 
the needed number of houses. As 
simple as that. 


Housing and a balanced economy 


Right now, we're doing a tight- 
wire balancing act in the national 
economy. Inflation on the one hand 
and deflation on the other. A time 
of flurry, fluster and fidgets; and, 
whatever else you do, never un- 
derestimate the throwing power of 
this stuff. So at the moment our 
Washington friends, in addition to 
trying for the right number of 
houses, have to try for a_bal- 
anced economy. 

Well, business has gotten pretty 
sensitive to market changes and 
to other warning signals; and bus- 
iness men can usually get togeth- 
er with officials in the effort to do 
what’s necessary; for the purpose 
(a) of building enough houses for 


the populace, and (b) of doing it 
in a way that'll not foul the econ- 
omy ball into the bleachers. As 
they say in Killarney, each of 
these two things is more impor- 
tant than the other. 


Inflation present 


W. Randolph Burgess, Deputy 
Secretary of the Treasury, told a 
meeting of savings bankers in 
Washington that inflationary fac- 
tors still predominate; but he add- 
ed that both the Treasury and the 
Federal Reserve are watching for 
symptons of an economic slide; 
and at the first sign they’s sand 
the track. Or words to that effect. 


The latest Washington round-up 


The Senate Appropriations Com- 
mittee has approved that 35,000- 
unit public-housing program that 
the House consigned earlier to the 
ash can. It’s before the Senate at 
this writing. No predictions about 
its fate; except that there’s sure 
to be a hard fight against it on the 
Senate floor. If it should pass the 
Senate, there'll be another battle 
in conference committee. 


Slum clearance 


Much interest and much con- 
cern in official Washington about 
the clearance or rehabilitation of 
slum areas. President Eisenhower, 
in a letter to the National Housing 
Conference, said the matter of pro- 
viding decent housing for those 
now compelled to live in slums is 
accepted as a moral obligation by 
Americans of all parties. 

Administrator Cole estimated 
that at the rate of 35,000 units a 
year it would take more than 50 
years to replace one-third of the 
slum dwellings of the country. He 
believes a large majority of Amer- 


icans want public funds used for 
slum clearance; but because he 
thinks the present program isn’t 
broadly enough based he proposes 
to make a thorough study of pub- 
lic housing before endorsing or 
recommending any changes. 

Here’s a story bolstering an ear- 
lier statement that, in regard to 
labor legislation, the Senate is 
having trouble with its horse. How- 
ever, there’s little if any thought 
that the following will ever see the 
back of its neck in the field of 
legislative enactment. It’s a pro- 
posal that with three exceptions 
all the major provisions of the 
Taft-Hartley Law be suspended 
for a year. 

Kept in effect would be the right 
of workers to join unions and to 
bargain collectively, the section 
dealing with national emergency 
strikes, and the section providing 
for Federal mediation of disputes 
through the Federal Mediation 
and Conciliation Service. All the 
rest of the law could go fishing for 
the duration of the suspension. 
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Acme Steel strapping 
Insures $A sm 


New carloading method pays off for U. S. Plywood 





READY FOR THE LAST LOAD. This carload of plywood will be ready to ship, once the last unit is loaded aboard and 


secured with Acme Steel Strapping. 


Out in Seattle, U. S. Plywood Corporation 
secures carload shipments of plywood with 
Acme Steel Strapping. And satisfied cus- 
tomers report they receive the plywood in 
far better condition than when rigid, bulkier 
bracing methods were used. 

In addition to insuring S.A. (Safe Arrival) 
—and the satisfaction to shipper and receiver 
that goes with it—Acme Steel Strapping is 
fast and easy to apply, and it saves worth- 


while time and labor, too. And often it takes 
the place of bulkier bracing methods, to save 
on materials, too. 


Ask your Acme Steel representative to 
show you how you can apply Acme Steel 
Strapping to advantage in shipping your 
products. Or write Acme Steel Products 
Division, Dept. AL63, Acme Steel Company, 
2840 Archer Avenue, Chicago 8, III. 


STRAP IT... STITCH IT... SHIP IT... SAFELY ! 
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NEWS BRIEFS 








Housing well above last year ... with Apri! starts hitting 110,000, 
4% above April 1952. This was an increase of 13° from March and 
private housing accounted for most of the gains. Public housing starts 
dropped to 3,500 in April from 8,800 in the preceding month. For the first 
four months of 1953, total new home starts reached 356,100. Last year 
the starts at this time were 352,700. 


Experts are confused ... they predicted that public building would 
be running well ahead of private construction this year. Yet the figures 
show a 7% increase for private and but a 3°% jump for public building. 
They still feel, however, that before the year is out public spending on 
new construction will lead percentage-wise. Talk of federal budget cuts 
which would mean less public construction are now largely out the window. 


Chicago building trades get raises ... and it is a 15% more hourly 
for some 43,000 workers. The Builder’s Assn. of Chicago estimates the 
hike will boost the cost of building about 215%. Typical new scales: car- 
penters, $3.15 hourly, plus 10¢ for welfare and general laborers $2.2714, 
plus 714¢ for welfare. 


Prefabs had a good winter . . . with production 20% ahead of a year 
earlier. During the November-February period conventional and prefab 
starts showed only an overall 11% increase. 


VA and FHA have announced new rates ... but bankers are still 
at least talking a great game of extreme caution. The recent meeting of 
the Savings and Loan League found most of the delegates expecting the 
higher interest rates would help but there were dire predictions about the 
long range effects. The rates for both government and corporate bonds 
are climbing and the new VA and FHA rates may so lose their appeal 
for cagy investors. 


FHA applications are booming ... in spite of the reserved opinion 
of bankers. The Federal Housing Administration reports that the volume 
for mortgage insurance is running 20% above last year. In the month 
of April the increase was 36% over April of 1952. The first week in May 
has shown more than double the volume of new construction applications 
reported in the same week of last year. 


VA service charges may be dropped ... at least there have been 
reports that the VA is considering this policy. Eliminating the 1° on 
home loans and up to 2!4°% on construction loans would be a serious blow 
to the easier financing picture. 


Home builders urge pressure on congress ... for lower down pay- 
ments. Full details of this new campaign of the National Association of 
Home Builders are discussed in our Washington report. New legislation 
will be required to make these changes effective. 


Building materials inventories up ... and at the end of March had 
jumped almost $100 million above February. U.S. Dept. of Commerce 
figures, adjusted for seasonal variations, show that only automobile and 
building materials retailers increased their stocks substantially. 


Two million public housing units yearly ... that’s the modest sug- 
gestion made by Walter Reuther, president of the CIO, at a dedication of 
the Philip Murray housing project at Chicago recently. Reuther asserted 
that Congress should provide 2 million public housing projects for the 
next 20 years ...a rousing total of 40 million units. In Reuther’s opin- 
ion we still have a “great deficit in housing in the United States.” 


Fir may indicate a trend . . . and Jumbermen are noting that pro- 
duction dropped recently after a long, unbroken stretch. The West Coast 
Lumbermen’s Association for the week ending May 2, was 129,629,095 
feet—lowest since the week ending January 24. The drop was small- 
just seven million feet but many feel production has been voluntarily cut 
because of the market. 


Sales off too... at 129,838,000 feet compared to 143,388,000 feet 
the previous week. East coast domestic cargo slipped down to 5,683,000 
feet and to a lesser degree on rail orders. West coast cargo still was 
strong at 16,772,000 feet. 
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Merchandising Plans 
Headline NRLDA Meeting 


The rapidly growing interest in 
better merchandising on the part 
of retail lumber and building ma- 
terials dealers and the expressed 
belief that the new administratien 
in Washington is approaching 
housing and other problems in a 
constructive manner highlighted 
the semi-annual meeting of the 
Board of Directors of the National 
Retail Lumber Dealers Associa- 
toin, held May 3-8 in Washington, 
BD, 

Hints easier credit. Albert M. 
Cole, Housing and Home Finance 
Administrator, told the Board that 
the recent increase in FHA and 
VA interest rates represents an 
important step toward assuring 
that this year’s housing produc- 
tion will continue at the high an- 
nual rate needed to meet housing 
needs. 

Mr. Cole also stated that he is 
giving full consideration to the de- 
sirability of modifications in exist- 
ing legislation in relation to min- 
imum downpayments and maxi- 
mum loans on FHA insured mort- 
gages. He said he felt that, in the 
decision still to be made as to the 
future operations of FNMA and 
as to modifications in FHA’s down- 
payments and maximum loan re- 
quirements, the necessity of con- 
tinuing housing production at an 
annual rate of at least a million 
new units a year would be taken 
fully into account. 

H. R. Northup, Executive Vice- 
President of NRLDA, expressed 
the industry’s confidence in Ad- 
ministrator Cole and said the in- 
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GRILLE Just what you need for 


aluminum doors! Sturdy 
and ornamental. 16” 
high—made for 32”, 
and 36” doors. 
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dustry faces the real responsibil- 
ity of helping him attain his ob- 
jectives. He said NRLDA hopes 
that FHA will approve the open- 
ending of mortgages which it in- 
sures so as to make it easier for 
home owners to modernize their 
properties, and that the agency 
will offer more attractive terms 
under Title I and permit a 14% 
service charge on mortgages writ- 
ten in outlying areas. 

Approve grade names. The 
Board approved a resolution from 
its Lumber Standards Committee, 
of which Donald A. Campbell is 
chairman, reaffirming its approval 
of the general principle of substi- 
tuting grade names for grade num- 
bers and proposing suggested 
changes in certain of the designa- 
tions. 

Henry J. Munnerlyn, NRLDA’s 
president, said that the associa- 
tion’s current programs reflect the 
emphasis dealers are placing on in- 
tensive merchandising and pointed 
to the Dealer Operating Guide, the 
Dealer Training Manual, the Prod- 
ucts Data Book, and the manage- 
ment workshops being conducted 
by various of the federated asso- 
ciations. 

He also expressed high appre- 
ciation of the splendid report he 
has received from NRLDA’s offi- 
cers, directors, staff, and commit- 
tee members. 

The educational program was 
reviewed by W. C. Bell, chairman 
of NRDLA’s Educational Commit- 
tee, who said that interest in the 
30-day courses being conducted by 
the Retail Lumber Training Insti- 
tutes is as great as ever and that 
the instructional materials are be- 
ing improved steadily. He reported 
that nearly 6,000 dealer employes 
have attended 120 courses given at 
20 colleges and universities since 
the program started. 

Study workshop meetings — Six 
reports were made on the various 
types of management workshops 
being conducted by the federated 
associations. The consensus was 
that each type of workshop has ad- 
vantages and that NRLDA should 
continue to study the field with a 
view toward disseminating the ex- 
perience with each type. 

At a management conference 
held just prior to the opening of 
the board meeting, the dealer di- 
rectors enthusiastically approved 
the preparation of a merchandis- 
ing calendar for retail lumber and 
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PORTLAND CEMENT shipments during February are shown in the above 
chart from the Bureau of Mines, Department of the Interior. 


The percentage 


of change in shipments reveals that ‘‘cement starved” states are now receiving 
increased amounts of needed cement. The boosts in shipments are especially 


heavy for North and South Dakota. 





building materials dealers. It was 
suggested that the calendar be is- 
sued first in preliminary form as 
a chapter of the Dealer Operating 
Guide and that an appropriate 
committee of NRLDA then be in- 
structed to develop the idea fur- 
ther. 


The dealers present at the con- 
ference also approved a proposal 
whereby dealers and building prod- 
ucts manufacturers would be en- 
couraged to coordinate their ad- 
vertising on specified themes a cer- 
tain number of times a year, the 
details to be worked out by the 
same committee which develops 
the merchandising calendar. 


Wagner Re-elected 
To U.S. Chamber 


Corydon Wagner, former presi- 
dent and board chairman of the 
National Lumber Manufacturers 
Association, was reelected last 
month to the board of directors 
of the U.S. Chamber of Commerce 
by a majority of 203 votes. 

Wagner, vice president and 
treasurer of the St. Paul and Ta- 
coma Lumber Co., Tacoma, Wash., 
rolled up 733 votes to 530 for his 
opponent, oil man W. C. O’Ferrall 
of Shreveport, La. 

The election was decided by na- 
tional councillors of the U.S. 
Chamber, each representing a 
member organization. 


Wagner’s new term as one of 
the Chamber’s 58 directors will 
run for two years. He will con- 
tinue to represent the organiza- 


tion’s Natural Resources Depart- 
ment. 


FNMA to Hold Tight 
Cn Mortgage Holdings 


The Federal National Mortgage 
Association will set tight on the 
$2.5 billion home mortgages it 
holds now and will defer a deci- 
sion on the purchase of further 
home mortgages until the market 
settles. 

This was announced by Albert 
M. Cole, administrator of the 
Housing and Home Finance Agen- 
cy. He spoke at the final session 
of the convention of the National 
Savings and Loan League. 


“The Federal National Mortgage 
Association will maintain, for the 
present, its freeze on non-defense 
over-the-counter mortgages and 
will defer resumption of the sale 
of mortgages until they can be 
disposed of on an orderly basis,” 
Mr. Cole declared. 

The FNMA stopped buying Fed- 
eral Housing Administration in- 
sured and Veterans Administra- 
tion guaranteed home loans in Ap- 
ril. This was shortly before the 
permissible loan rates were raised 
on both types of mortgages to 


4M %, 
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PLAIN... EMBOSSED ...CROSS CRIMPED 
- Aluminum RooFine 


brightens your profit-picture 
with volume sales! 








Quaker STaTE Aluminum Roofing, 
Plain, Embossed or Cross Crimped, 
will satisfy your most demanding 
customers for each type is packed 
with valuable buyer-benefits. 





Cross Crimped is available in three types: 


It’s Easier to Install... 
1%"' and 2'2'' corrugated and 5-V crimp. Illus- “se 


tration shows two sections of 1%4'' corrugated QSM Aluminum Roofing in light-weight 
placed one on top of the other to show the lack sheets is easier to handle, covers larger 
of unsightly end and side laps. areas, ‘‘goes-on”’ quickly. 





It’s Economical... 


QSM Aluminum Roofing never needs 
painting, is rust-proof, rat-proof and fire- 
proof. And its bright finish looks new 
for years. 





It’s Insulating... 


QSM Aluminum Roofing keeps build- 
ings cooler in summer, warmer in winter. 


Brighten your profit-picture—sell the 
full line of Q83M Aluminum Roofing, 
Siding, Roofing Accessories, Rain 
Carrying Equipment and Reflective 
Insulation. We'll be glad to send you 
complete information, including 






| Plain and Embossed Finish is available in three 
types: 1'4'' and 2'2"' corrugated and 5-V crimp. ¥ ; 
Also Heavy Aluminum Industrial Roofing and Siding. delivery and prices. 









Make QSM your HQ for Aluminum! 


QUAKER STATE Metah. COMPANY 


(Successor to NEW HOLLAND Metals COMPANY) 
Mountville, Pennsylvania 
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Standard Duty , 
Cylindrical Locks and Latches * 








Attractive Styling 
Precision Construction 


The clean, crisp design of “Stilemanor” knobs is sure to 
appeal to the most discriminating tastes. It has plenty 
of “eye appeal” and “buy appeal”. Now available in 
wrought brass .. . later, in bronze or aluminum. . . all 
popular functions . . . includes entrance door set with 
large escutcheons. 

Some of its constructional features include: dual 
bearings on each knob to assure rigid knob assembly 
and prevent knob wobble; brass to steel bearings; self- 
aligning thrust bearing on knob spindle; latch retractor 
that glides on ball bearings for smooth easy action and 
long life; knob retainers concealed behind rose; revers- 
ible in field without using key; exclusive Russwin ball 
bearing, 5 pin-tumbler cylinder on all entrance door 
sets; all parts are precision-made . . . interchangeable. 

Be sure to see the new “Stilemanor” line. Check 
and compare all its features. It’s a “standout” for 
increasing sales and good will. Russell & Erwin Div., 
The American Hardware Corp., New Britain, Conn. 


SIMPLE INSTALLATION 


Only two holes to bore .. - 
all alike for every door. 


New, handy installation aids... 
available to simplify work. 
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“Stilemanor” 
340 entrance 
door set has 
turn-button in- 
side, cylinder 
outside and tam- 
per-proof dead 
locking latch. 
330 ... same as 
340 but without 
dead locking 
latch. 


“Stilemanor’ 
320 bathroom- 
bedroom set has 
push button, 
eutomatic releas- 
ing mechanism 
and emergency 
key provision. 
322... same as 
320, no emer- 
gency key but 
has auxiliary 
latch. 


"Stilemanor’ 
310 passage 
door and closet 
set operates by 
knob either side 
at all times. 


DISTINCTIVE HARDWARE — 


SINCE 1839 





JOHN L. HAYNES 


Haynes to Direct 
Producers’ Council 


John L. Haynes, Director of the 
Building Materials Division of the 
National Production Authority, 
has been appointed Managing Di- 
rector of the Producers’ Council, 
national organization of building 
products manufacturers, Elliot C. 
Spratt, Council president, an- 
nounced. 

Mr. Haynes, who will assume his 
new duties at an early date, suc- 
ceeds Charles M. Mortensen who 
resigned effective May 1 to become 
Associate Manager of the Trade 
Association Department of the 
Chamber of Commerce of the 
United States. 

Widely known in 
industry, Mr. Haynes has _ been 
connected with construction for 
27 years. Prior to his assignment 
in NPA, he was chief of the Con- 
struction Division of the U. S. De- 
partment of Commerce for several 
years. Born in Washington, D.C. 
in 1902, he is a graduate of George 
Washington University in both en- 
gineering and law. 

As the Council’s Managing Di- 
rector, Mr. Haynes will direct its 
comprehensive promotional and 
educational activities and its joint 
programs with the American In- 
stitute of Architects, National As- 
sociation of Home Builders, Na- 
tional Retail Lumber Dealers As- 
sociation, Associated General Con- 
tractors and other construction in- 
dustry groups. He also will assist 
the Council’s 33 chapters in their 
local programming. 


the building 
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Wood in Spotlight 
As Architects Meet 


Wood as a structural material 
will be the major subject of study 
and discussion at the 8th annual 
convention of the American Insti- 
tute of Architects which meets 
June 15-19 in Seattle, Wash. The 
choice of forest products as a gen- 
eral program subject was _ influ- 
enced by this year’s convention 
meeting place: the Pacific North- 
west, undisputed stronghold of 
America’s lumbering industry. 

In three seminars, noted repre- 
sentatives of the lumber research 
institutes, lorging companies, for- 
estry societies, plywood and tim- 
ber industries and lumbermen’s as- 
sociations will speak on their re- 
spective specialties as they relate 
to architecture. 

Convention § starter, preceding 
the seminars, on June 15, will be 
a logging expedition across Puget 
Sound to the Olympic peninsula. 
Under the ausnices of the Wash- 
ington State Chanter, A.I.A., and 
as guests of the Simpson Loggine 
Company, apvroximately 1.000 
convention visitors will see a dem- 
onstration of the comnany’s oners- 
tions, from felling one of their 
giant trees throush lumber mill- 
ing and the manufacture of ply- 
wood. 

The entire convention program 
will be keved to its theme: “A 
New Countrv A New Architerc- 
ture,” specifically, the Pacific 
Northwest as creator of a new 
and vital revional building style. 
Native wood construction is, of 
course, the natural idiom of this 
developing Northwest architecture. 


Wood Products Junior 
Achievement Winners 


Twelve teen-age girls and bovs 
from Davton, Ohio, who formed a 
comnany to produce and sell wood 
bookholders, were named first prize 
winners in the 1953 nationwide 
Junior Achievement contest for 
wood products. The contest is 
snonsored annually by the Nation- 
al Lumber Manufacturers Associa- 
tion, Washirgton, D.C.. and Junior 
Achievement, Inc., New York. 
to encourage business enterprise 
among the nation’s youth. 

Other Junior Achievement win- 
ners in wood manufacture were: 

Second place— King Karpenter 
Co., Minneapolis, Minn., sponsored 
by the Electric Machinery Manu- 


facturing Co. Their products was 
a television serving table. 

Third place —- Tex-Wood Prod- 
ucts Co., Houston, Texas., spon- 
sored by the Texas Co. Their 
product was a memo pad. 

Fourth place — Fifth Avenue 
Novelty Co., Louisville, Ky., spon- 
sored by the Mengel Co. 


NLMA Appoints 
Forest Economist 


Alf Zahl Nelson, 44, nationally- 
known private forest consult»nt, 
has been appointed full-time for- 
est economist for the National 
Lumber Manufacturers Associa- 
tion, Washington, D. C., Executive 
Vice-President Leo V. Bodine has 
announced. 

Mr. Nelson, a native of Minne- 
apolis, has served as a part-time 
forest consultant to the National 
Lumber Manufacturers Associa- 
tion since February, 1950, making 
his home in New Ipswich, N. H. 
Prior to that, he held a succession 
of prominent forestry positions 
with the Interior Department, the 
National Resources Board and the 
U. S. Forest Service. 





Ries em 
Wes 


How Does Your Salary Scale Rate? 

American Lumberman’s recent sur- 
vey of dealer compensation and incen- 
tive methods resulted in an avalanche 


of mail. Apparently every dealer in 
the country wants the answers to such 
questions as: 

1. How many dealers employ outside 
salesmen on consumer sales exclusive- 
ly? 

2. What is the selling cost of con- 
sumer sales? Of contractor sales? 

3. What is the preferred method of 
compensation? 

4. What types of bonus plans work 
best? 

5. How can you tell whether your 
sales per employe are below or above 
average? 

6. Which fringe benefits are preva- 
lent in employe relations? 

You will find the answers to these 
and many other questions in the ar- 
ticle, “You Get What You Pay For 
in Manpower Productivity.’ Look for 
this timely article in a forthcoming 
issue. 
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You'll be happy with 
pfolti, cm aS!) ) miele) toe 
our other. dealers are. 
F: You'll be happy 
© because the 


contractors like 


them—happy 





with the way 
‘ these customers 
ai come back for more. 
You'll have fewer troubles and 
bigger turnover if you sell 
YOUNG—the most beautiful 


flush doors available. 


OF Mar ol 8 a-1- Mas ao} Mod 8 | 


_get them only through 


recognized distributors. 
Write or wire us collect 
for the name of the dis- 
tributor in your area. 


b Why You Should Self 
YOUNG FLUSH DOORS % 


defective in any way they will 
be replaced without question. 
2. BEAUTIFUL . ... domestic 
woods used exclusively; birch, 
gum and mahogany in stock— 
other hardwoods on request. 
Our principal suppliers are 
recognized as foremost in ply- 
wood manufacturing. 3, SUB-- 
STANTIAL .. . precision-made 
with great stability ... 3 ply 
faces, of course, and kiln dried 
‘soft wood frame . . . Insulite 
core. 4, MORE PROFIT . . . low 
initial cost and complete guar- 
antee make satisfied customers 
with repeat business ‘that adds. 


up to a better deal for you. 


YOUNG.WOOD PRODUCTS CO. 
45240 Grand River Ave., P.O. Box 166 
Novi, Michigan 




















",..He's saying 


EVERYTHING HINGES ON HACERS: 


FREE! if you enjoyed laughing af Don Tobin's mirth-making cartoon 


this month, send for Hager’s new book containing 28 ;ull-size popular — « 
—wa 


“Everything Hinges on Hager” cartoons! It’s FREE! Just address 


C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street + 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 





St. Louis 4, Mo. 











June 1, 1953, AMERICAN LUMBERMAN & 























BEEGEE se@ern fee windows 


...the styling touch that makes the home 


179 ene and sizes of picture and casement windows... dramatic beauty 
- for modern living in the warmth and character of beautiful wood. 
Proportioned to fit with modern architectural trends, Bee Gee windows 

arg, skillfully styled, crafted and detailed to flatter any room. Bee Gee 
brings the air and sunlight indoors! In new Construction or remodeling, 

‘ there is no easier way to increase th¢ charm and value of’any home. 


BROWN-GRAVES CO. 
Dept. AL-106, Akron 1, Ohio 


Please send my FREE Bee Gee Window Catalog 


- : ’ with complete data and specifications. 
5 . ' tama [_] builder [(] architect [[] dealer (_} jobber 


NAME 


Akron I, Ohio 


ADDRESS 


city 








EW LOW PRICES 


SAVE uP To °152°° 


Proved Performer. New Mode! R-160 with 
stake body. Thrifty power with improved Silver 
Diamond vaive-in-head engine. R-160 series, 
GVW ratings 14,000 to 17,000 Ibs. Wheel bases 
130 to 172 inches 


‘ 


New Internationals are proved all 3 ways 


You take the guesswork out of truck buying when you 

buy International trucks. They are proved all 3 ways 

to give the performance you want at lowest cost: 

1. Proved BEFORE They’re Built—at the world’s most 
advanced all-truck engineering laboratory. The re- 
sults — longer truck life, reduced operating and main- 


tenance cost—give you more truck for your dollar. 


. Proved AFTER They’re Built—at the “Desert Whip- 
ping Post,” 4000-acre Proving Ground in Arizona. 


. Proved in SERVICE—by America’s most cost-con- 
scious truck operators. Every new International 


truck embodies the advanced engineering principles 
that have kept Internationals the heavy-duty sales 
leader for 21 straight years. 
See them. Compare them. Drive them. Ask your near- 
est International Dealer or Branch for all the facts. 





America’s Most Complete Truck Line 
168 basic models from '-ton to 90,000-lb. GVW rating 
. 307 new features . . . 29 engines available with wid- 
est practical choice of gasoline, LPG or diesel power 
.. 296 wheelbases 











INTERNATIONAL HARVESTER COMPANY -+ CHICAGO 


international Harvester Builds McCormick Farm Equipment and Farmall Tractors Motor Trucks industrial Power...Refrigerators and Freezers 


Better roads mean a better America 


INTERNATIONAL TRUCKS 


. Standard of the Highway ™ 


June 1, 1953, AMERICAN LUMBERMAN 6 











OAK FLOORING PRODUCTS 


@ Standard Strip 
@ Prefinished 
@ Oakblok 
@ Plank 

@ Multi-Wood Blok 


OTHER PRODUCTS 


@ Pine Flooring 
@ Pine Paneling 
@ Furniture Dimension 
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...here’s ANOTHER 
EXTRA from 
D. L. FAIR 





Palletized flooring to save 
you time, money and space 


NOW, D. L. Fair Lumber Company brings to 
its customers a new and valuable service . . . 
DELFAIR PALLET-PAK. DELFAIR oak flooring, 
dimension and other lumber products are now 
packed, battened and wire-strapped into handy 
palletized units. These palletized units save you 
time, manpower and storage space. They re- 
duce damage in transit and permit convenient 
mixed-car shipments. 


Next time you need flooring, investigate 


DELFAIR PALLET-PAK. 


& MAIL We will be glad to tell you more about 
COUPON DELFAIR'S new PALLET-PAK. 


D.L. FAIR LUMBER COMPANY 
LOUISVILLE, MISSISSIPPI 


| am interested in more information about the new 


DELFAIR PALLET-PAK. 
NAME 
ADDRESS 





FOR REPEAT SALES Sores 


-It’s Wheeling Metal Lath! pearing ss 


Re gl Cea kl eS IS pr a SS om 


Diamond Lath 
Standard and Bantam Mesh 


Bar-X-Lath 
with solid steel ribs 


Flat Rib Metal Lath 
Rib Lath, %” and %4” 
Diamond or Bar-X-Lath 
for extra fire resistance 
an improved cornerite 


Strip Lath 
for strengthening joints 


_ Bar-Z-Partitions 
Studs, Track and Shoes 


Cold Rolled: Channels _ 

Flat Apron Corner Bead = 

Scallop Edge Corner Bead 
Bull Nose Bead 


Straight and Curved Point 
Base Screed 


Metal Picture Mould 
Casing and Corner Grounds 
Ashpit and Clean-out Doors" 
Coal Doors 
your customers know it does a better job. They know that Wheeling TR ee ee 
Metal Lath goes up faster, lies flatter. What's more, the rugged Expanded Metal 


steel network makes a firm, positive bond for smooth, crack-free Flattened Expanded Metal 
plastering. That's why it pays to stock Wheeling Metal Lath Anti-Skid E led Metal 











y 
You'll profit from repeat sales of Wheeling Metal Lath because 


—and the full line of Wheeling building materials—the outstanding 


choice for over 60 years. 





| 


WHEELING CORRUGATING COMPANY + WHEELING, WEST VIRGINIA \ 


BUILDING MATERIAL DIVISION 


ATLANTA BOSTON BUFFALO CHICAGO COLUMBUS DETROIT KANSAS CITY 
LOUISVILLE MINNEAPOLIS NEW ORLEANS NEW YORK PHILADELPHIA RICHMOND ST. LOUIS 
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Building Your GARA 
| for this Car. 





The conventional 8’ wide garage door was fine for 
the narrow cars of the '20s. But today—with cars as 
wide as 6’ 8’’—the extra clearance of Strand’s 9’ 
wide Door works wonders in protecting thousands 
of owners against costly fender damage! Installing 
this wider door gives you not just a talking point 
—but a feature your owners will appreciate and 
enjoy—for a long time to come! 

The cost of this 9’ door (over a door only 8’ wide) 
is negligible—factory list prices only $5.50 more. 
This popular all-steel door will stay new for a life- 
time and you get permanently easy operation. No 
warping, swelling, sagging—ever. 

Strand Doors are galvannealed 

(galvanized with a heavy zinc coat 

for rust protection; oven-baked to 

provide a clinging base for paint). 

No prime coat is needed. 

Based on installed cost, Strand 

is America’s greatest garage door 

value. The first cost is surprisingly 


ALL-STEEL © GALVANNEALED «¢ OVERHEAD 








- . Or this? 





low—because of huge production. Your cost of in- 
stallation is lower, because of the one-piece door 
leaf and factory-assembled hardware. 

Strand Doors are available in these types and 
sizes: 8’ x 7’ Receding (track) and Canopy; 9’ x 7’ 
Receding (track) and Canopy; 16’ x 7’ Receding 
(track) Only. Order from your jobber, or mail 
coupon for information and jobber’s name. 


YOU'LL WANT THIS NEW BOOK! 


GARAGE PLANS AND IDEAS is a 
new 32-page book of information and 
illustrations. Helps you plan your 
garages for appearance, economy and 
all-around usefulness. Includes 12 de- 
signs and floor plans by nationally 
known designers, how-to-build in- 
structions, material lists, driveway 
sketches, etc. Also information about 
Strand All-Steel Garage Doors. 





STRAND GARAGE DOOR DIVISION, 
Detroit Steel Products Co., 

Dept. Al-6, 2244 E. Grand Bivd., 
Detroit 11, Mich. 


Please send new 32-page book of Garage Plans and Ideas, available free 
to building professionals, only if this coupon is used. Also Strand Door 


information and dealer's name 
fama [) Builder () Dealer 


Name 





Address 


FOR SINGLE AND DOUBLE eanaess—— 


City State 


BuILDING Propucts MERCHANDISER 23 























sided homes give more than full 
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maintenance-free, 


or tempt termites. 


or rust 


rot, 


They won't burn, 














And home buyers and remodelers are really 


enthusiastic 


in which NU-GRAIN shingles are made 


attractive, lasting colors 


about the three 





>NU-GRAIN 


and NU-GRAIN Gray 


Brown, NU-GRAIN Green, 


(illustrated). When the shingles are applied, 


the vertical joints between them disappear in the 


and their straight-butt 


low lines are clear and pronounced. 


continuous grain pattern, 


shiac 


Home-conscious people by the millions have seen and 


*NU-GRAIN shingles on actual 


homes and in K&M advertisements (in color) in 


admired 


“Century’ 





Architects and 


builders read about them in //ouse and Home, 


Better llomes & Gardens magazine. 








Get the 


and Practical Builder. 
complete story from your K&M 


American Builder, 


Nature made Asbestos... 
Keasbey & Mattison has made it 


serve mankind since 1873 


America's first maker of asbestos-cement shingles 
KEASBEY & MATTISON 
COMPANY + AMBLER + PENNSYLVANIA 
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COMBINATION poor 
HARDWARE KIT 


WARE SET IN A pox” 


Here's every? hed set—to door os quickly a8 1-2-3-4. Oley's complete kits save 
you needless stocking of odds-and-ends and “slow 
ofitable jack’’-in-a-bOx for 


work perfectly an 

save many ¥ g all items, movers’: This is your PF 

fittings, and _ to install o the screen and storm door market. 
n individual packages if preferred 


44.920 TUBULAR LATCH 


for Wood Doors 
America’s most wanted latch set — be-_ 
cause it is designed expressly for screen 
and storm doors. i 
knob and lever 
action lock. Extra long 16" bolt 
throw. Only 2 round holes needed for 
fast, eosy installation. available in 


Aluminum or Brass trim. 


4:010-UNIVERSAL 
COMBINATION poor CLOSER 


cost closer that gives smooth, rouble-free performance: Positive, 
ion. Easily installed, mo springs to wind. 


e with completely encased springs: +1515 for medium 





4202-SAFETY CHAIN STOP 


Heavy duty welded chai 
Weather and rust resistant. 


No finer limit chain on the market. n that won't 


tangle. Double springs for added safety. 


2) 

‘ ¢ ‘ 4 60-HINGES 

aS Set of three quality hinges, size os 2-3/4": Free-swingind: 
Available in Stainless Steel or Aluminum. 


will not bind. 


WRITE TODAY to our New York 
Office for full information on the 


of Pc: OLEY LINE 
ination Door H é 
liardware _ Sai 


Kit T t rs 
its, Tubular Latches, Close 
’ ’ 


it Chains, Hinges, and Letter i PRODUCTS, INC. 


Drops. 


{ ) ( ODI S S 
Cl Merc HANDISER 


t 
i 
4 
; 
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Exclusive new plastic-faced plywood 
en gineered for paintin g 





BUILDERS WANT GPX GREEN 


A better painted surface in half the time and with 
half the paint means big savings for builders. . . with 
more satisfied customers, too. Show your builder 
customers how GPX GREEN will work for them in 
exterior siding, interior walls, cabinets, built-ins, 
shutters, etc. You'll start putting GPX GREEN in 
their homes and more money in your pocket. 


INDUSTRIALS WANT GPX GREEN 


GPX GREEN Cuts the high cost of plant maintenance 
because it’s so easy to finish and paint lasts so 
much longer. Tell this story to all your industrial 
customers and start shipping them GPx GREEN for 
displays, fixtures, wall paneling and hundreds of 
uses in finished manufactured articles. 


June 1, 1953, AMERICAN LUMBERMAN & 





SPEEDS FINISHING AND CUTS COSTS FOR EVERYONE WHO PAINTS! 


If he paints it, he’s your prospect for 
GPX GREEN. Never before have the require- 
ments of paint dictated the specifications of a 
building material... never before has paint- 
ing been made so fast, so easy and so satis- 
fying as with GPX GREEN. Here’s why: 


@ It’s smoother and never needs sanding 

@ It’s absolutely check-free and crack-free 

@ It reduces grain raise to the minimum 

@ It takes less paint—can be covered with one coat 
@ It makes paint last two to three times longer 

@ It bends to the same low radius as ordinary plywood 


GPX GREEN is a new material combining the 
miracle of modern plastics with the structural 


HOME HANDYMEN WANT G?X GREEN 


Show the weekend carpenters how they can do a real pro- 
fessional job in their limited time with GPx GREEN. Show 
them how easy it is to make their own cabinets, furniture, 
toys and many other useful articles. GPX GREEN is a natural 
for your Saturday morning trade. 
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strength of plywood . .. it is a top-grade, solid 
core Douglas Fir plywood, faced on each side 
with a plastic overlay locked into the fibers 


of the wood. 


GPX GREEN is less expensive for you to 
stock. One grade serves all purposes—both 
interior and exterior. One overlay weight 
provides the ideal painting surface for all con- 
ditions. Standard 4' by 8' panels come in 
thicknesses from 5/16" to 1%". Call your 
G-P representative today for the complete 
story on GPX GREEN, the new plastic-faced 


plywood that’s engineered for painting. 


IT’S EXCLUSIVE... 
IN COLOR AND SURFACE 


After a decade of experience in plastic-faced plywood, 
Georgia-Pacific brings you a paint grade plywood that’s 
years ahead. GPX GREEN is made to an exclusive formula 
developed by Georgia-Pacific to meet the most exacting 
conditions. So look for green—GPX GREEN...if you want 
the surface that’s engineered for painting. 


GEORGIA — PACIFIC 
PLYWO0O0D COMPANY 
Dept. F, 611 N. Capitol Way, Slympia, Wash. 


OFFICES OR WAREHOUSES IN: Augusta, Baltimore, Birmingham, 
Boston, Chicago, Cleveland, Columbia, Detroit, Fort Worth, 
Lancaster, Los Angeles, Louisville, Memphis, Nashville, 
Newark, New Castle, New Hyde Park, New Orleans, Olympia, 
Orlando, Philadelphia, Pittsburgh, Providence, Raleigh, 
Richmond, Salinas, Savannah, Seattle, Spokane, Toledo, 
Vineland, Waltham, 


DOUGLAS FIR PLYWOOD - WEDGEWOOD WALL PANELING - CPX 
HARDWOOD PLYWOOD - SOUTHERN & WESTERN LUMBER - DOORS 





Easy, fool-proof assembly of all parts 


to the door plus a revolutionary new 
combination jig and boring tool (1) 
reduces boring time as much as 75% 
below previous hand methods... 
guarantees smooth holes in perfect 
alignment ... ensures rapid assembly 
of lock to door without rasping or 
whittling. (2) Door requires only two 
bored holes and shallow mortise and 
all sets are ready for installation on 
right or left-hand doors without any 
mechanical change. (3) Slip outer 
knob into position and, with inner 
knob removed, attach with machine 
screws. ‘4) Depress retainer and slip 
inside knob onto sleeve. 











LOCKWOOD'S New ‘C’ Series... 
Lower Installation Cost Guards Your Profits 


Fad 


FINEST QUALITY 
IN LOW-PRICE FIELD 


e A complete line 


e Cylinder locks have full-size, solid 
brass, 5-pin cylinders, assuring full 
protection, continuous perform- 
ance and secure master-keying. 


e All parts are made of solid brass 
or steel — no substitute metals are 
used. 


e ‘C’ Series is designed on the sound 
principles originally developed for 
heavier, more costly cylindrical 
locksets. 


e All functions have been field-tested 
and proved under the most severe 
conditions. 


Distributed through leading johbers 


SWEET S FL 
ancarttciute 


LOCKWOOD HARDWARE MANUFACTURING CO. 


Fitchburg, Mass. 
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Wed KNOW-HOW 
MEANS FINE K.D. LUMBER... 


Green lumber is piled in units with attention to greatest cir- Each kiln charge is made up of a certain thickness of a species 
culation of air around each piece, then set on kiln dollies, of lumber and requires special 
ready for the kiln. 


record the temperature and humidity. 
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After the proper drying period has elapsed, the charge is test- When the kiln charge is cool the yard crew take over and 
ed for moisture content, then removed to the cooling sheds 
where it remains for many hours. 


work it down to small units, which are shipped immediately 
or stored under cover for protection. 


The kiln men and the yard crews at TW&J‘s member mills team up 


to give you fine K. D. lumber... . from Ponderosa Pine, Sugar Pine, 
Incense Cedar, White Fir and Douglas Fir. 


1 Montgomery Street P.O. Box 1731 
SAN FRANCISCO 4, CALIF. 


STOCKTON, CALIF. 
DOuglas 2.2060 + Teletype SF 531 ‘ 


Stockton 4-8361 + Teletype SK 2 
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YOUR R-O-W MANUFACTURER IS... 


ALABAMA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 
ARKANSAS 
CENTRAL ReOeW DISTRIBUTORS OF ARKANSAS 
North Little Rock, Arkansas 
CALIFORNIA 
CALIFORNIA BUILDERS SUPPLY CO 
Richmond, Fresno, Oakland, Sacramento 
T. M. COBB CO 
Los Angeles, San Diego, California 
COLORADO 
LUMBER DEALERS, INC 
Denver 17, Colorado 
CONNECTICUT 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 
DELAWARE 
DEALERS WAREHOUSE SUPPLY CO., INC 
Baltimore, Maryland 
DISTRICT OF COLUMBIA 
JOHNSON & WIMSATT, INC. 
Washington, D. C. 
FLORIDA 
V. E. ANDERSON MFG. CO 
Bradenton, Fla. 
GEORGIA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 
IDAHO 
BOISE SASH & DOOR, INC 
Boise, Idaho 
ReOeW SALES AGENCY 
Spokane, Washington 
ILLINOIS 
ReOeW WINDOW CO 
Joliet, lilinois 
IMSE-SCHILLING SASH & DOOR CO 
St. Louis 16, Missouri 
V. E, ANDERSON MFG. CO. 
Owensboro, Kentucky 
INDIANA 
V. E. ANDERSON MFG. CO 
Owensboro, Kentucky 
ROYAL OAK WHOLESALE CO 
Royal Oak, Michigan 
1OWA 
HERRICK REFRIGERATOR CO 
Waterloo, lowa 
KANSAS 
MARTIN MATERIAL CO. 
Kansas City, Missouri 
WHELAN LUMBER CO 
Topeka, Kansas 
KENTUCKY 
V. E. ANDERSON MFG. CO. 
Owensboro, Kentucky 
ReOeW WHOLESALE DIST., INC 
Norwood, Ohio 
MAINE 
GENERAL WOODCRAFT CO. INC 
North Bergen, New Jersey 
MARYLAND 
DEALERS WAREHOUSE SUPPLY CO., INC 
Baltimore, Maryland 
JOHNSON & WIMSATT, INC 
Washington, D. C. 
MASSACHUSETTS 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 
MICHIGAN 
PORTER-HADLEY CO 
Grand Rapids, Michigan 
ROYAL OAK WHOLESALE CO 
Royal Oak, Michigan 
FLINT SASH & DOOR CO 


* Flint & Saginaw 
MINNESOTA 
i ers, se ANDREW A. KINDEM & SONS. INC 


Minneapolis 2, Minnesota 

MISSOURI 
IMSE-SCHILLING SASH & DOOR CO 
St. Louis 16, Missouri 


MARTIN MATERIAL CO 
Kansas City, Missouri 
p wow MONTANA 
liad 





INTERSTATE LUMBER CO 
Missoula, Montana 
WESTERN BUILDERS 
Billings, Montana 
LUMBER YARDS SUPPLY CO 
° . ° . . Great Falls, Montané 
Nothing is more precious to a quality builder than ReOeW SALES AGENCY 
° . ’ . . Spokane, Washington 
his reputation. Community respect is earned by good NEBRASKA 3 
‘ " ‘ ality ‘ iale te hk THE SOTHMAN CO 
workmanship and quality materials— products like bah ow ning A 
-O-Ws Removable Ij -O-Ws , NEW HAMPSHIRE 
R-O-Ws Remo able Wood Windows. R-O-Ws have .. 
the charm of carefully milled wood, plus the lift- North Bergen, New Jersey 


; NEW JERSEY 
out feature and pressure-fit construction. GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 
JOHNSON & WIMSATT, INC 
Westville, New Jersey 
NEW YORK 

THE WHITMER-JACKSON CO., INC 

R+O+W SALES COMPANY !332++68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN Buffalo & Rochester 
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YOUR R-O-W MANUFACTURER IS... 


NEW YORK—Contd 
A. ROBERSON & SON, INC 
Binghamton, New York 
GENERAL WOODCRAFT CO. IN{ 
North Bergen, New Jersey 
NORTH CAROLINA 
MILLER MILLWORK CORP 
Charlotte. North Carolina 
ReOQeW DISTRIBUTORS 
Rocky Mount, Virginia 
DALTON BUNDY LUMBER CO__ IN 
Norfolk, Virginia 
NORTH DAKOTA 
JACK R. KINNARD & CO 
Minot. North Dakota 
ReO»eW SALES AGENCY 
pokane, Washington 
OHIO 
THE MAHONEY SASH & DOOR CO 
Canton, Youngstown, Otic 
ReOeW WHOLESALE DISTRIBUTORS, INC 
Norwood. Ohi 
FABROW MFG., INC 
Toledo, Ohio 
OKLAHOMA 
LUMBERMEN’S SUPPLY CO 
Oklahoma City, Oklahoma 
OREGON 
OREGON PULP & PAPER CO 
palem, Oregon 
ReOeW SALES AGENCY 
pokane, Washington 
PENNSYLVANIA 
ADELMAN LUMBER CO 
Pittsbureh, Pennsylvania 
JOHNSON & WIMSATT, INC 
Westville: New Jersey 
A. ROBERSON & SON, ING 
Binghamton, New York 
RHODE ISLAND 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 
SOUTH CAROLINA 
ReOeW DISTRIBUTORS 
Rocky Mount. Virginia 
SOUTH DAKOTA 
WATERIOWN SASH & DOOR CO 
Watertown, South Dakota 
ReOeW SALES AGENCY 
spokane, Washington 
TENNESSEE 
V. E. ANDERSON MFG. CO 
Owensboro, Kentucky 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 
TEXAS 
CHUPIK WOOD MFG. CO, IN( 
Temple, Texa 
B. |. BARFIELD & SONS, INC 
Amarillo, Texas 
H. E. WOODRUFF CO 
Corpus Christi, Texas 
LUMBERMEN’S SASH & DOOR CO 
Dallas, Texas 
SOUTHWEST SASH & DOOR CO 
Houston, Texas 


TAH 

R. W. FRANK & CO. 

Salt Lake City, Utah 
VERMONT 

GENERAL WOODCRAFT CO., INC 

North Bergen, New Jersey 
VIRGINIA 

DALTON BUNDY LUMBER CO., INC 


Norfolk, Virginia 
JOHNSON & WIMSATT, INC 
Washington, D. C ae 7 need 
ReOeW DISTRIBUTORS ” 
ES 


Rocky Mount, Virginia 
WASHINGTON 
ACME MILLWORK, INC 


Kirkland, Washington ey & 

ReOeW SALES AGENCY 

spokane, Washington e wei epee. 
SPOKANE SASH & DOOR CO ; ll 


Spokane, Washington 
WEST VIRGINIA 

ReOeW DISTRIBUTORS 

Rocky Mount, Virginia , " ; 
WISCONSIN Good contemporary homes must be both beautiful 


ee Seen WINE 68 and functional. The primary functions of windows 
Vierr ynsin 


WYOMING are to let in hght and to permit a free choice between 
+ arly te ventilation or weather protection. No windows are 
ie more beautiful or more functional than R-O-Ws. 

CANADA Only R-O-Ws have the patented R-O-W feature. 
W. H. CLARK LUMBER CO. LTD . 

Ed ton. Alberta 

D. PORTER & SON 
tellarton, Nova Scotia 
M-P PRODUCTS. LTD 
Va iver, B. { 





R*O+W SALES COMPANY 1332++68 ACADEMY AVENUE « FERNDALE 20, MICHIGAN 
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THE PAIR WITH A FLAIR 
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There has long been a need for a good 
window for the special requirements 
of bedrooms, baths, kitchens and the 
smaller, contemporary living rooms. 


New R-O-W:- HIGH-LITE Windows 
have been architecturally styled for 
high placement in rooms requiring a 
maximum of light and ventilation. 
They are designed to provide privacy 
for bedrooms and bathrooms; ease of 
operation in kitchens; and—additional 
wall expanse for furniture placement. 
Springs back of the top guides main- 
tain weather-seal during all seasons. 
HIGH-LITES lift out from the inside 
for washing, painting or glazing. 
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Field reports show that sectional 
popularity of awning-type windows 
will spread rapidly to a nation-wide 
demand for highest-quality units. 


R-O-W-+ SURE-LOKS are designed to 

embellish fine homes with an air of 

gracious beauty. They accent long, low 

lines of contemporary building and 

effectively eliminate the cavernous 

appearance often achieved by large R+O-W SALES COMPANY 

areas of glass. SURE-LOKS provide 1368 Academy, Ferndale 20, Michigan 

full ventilation during rain or sun. Please send me without obligation your colorful brochure describing 


SURE-LOK WINDOWS [] __HIGH-LITE WINDOWS [] 
SURE-LOKS, the finest of modern 
wood windows, are available on a 
limited basis. Dealerships in some 
very active areas are still open. Address 








City 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 


manufactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


su atons Elkins, W. Va. 


Mirs. Band and Circular Sawn West Virginia Appalachian 
Hardwoods—KXiln-Drying and Planing Mill Facilities. 


*Christian Lumber Co........... Monticello, Ky. 


Appalachian Hardwoods Exclusively 
Shipping Point: Burnside, Kentucky 


The M. B. Farrin Lbr. Co...... . Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods 
“Century” Oak and Maple Flooring 


*M. E. Crisp Lbr. Co. ....Welch, W. Va. 
Weet Virginia and Kentucky Appalachian Hardwoods, Oak, 
Povlar, Beech, Maple. Ash, Hickory. Chestnut and other 

hardwoods. All facilities. 


*Cherry River Boom & Lbr. Co., Richwood. W. Va. 


Appalachian Hardwords, Floorina, Planing Mill Products, 
Glued Dimension. 


*Bemis Hardwood Lbr. Co... . Robbinsville, N. C. 


Hemlock, Hardwoods, Floorinc, Dimension 


*J. P. Hamer Lbr. Co.......... .Kenova, W. Va. 


Manvfacturers 
Appalachian Hardweod Lumber 


*The Mower Lbr. Co....... .Charleston, W. Va. 
West Virginia Hardwoods, Flooring and Glued-up Dimension. 


Dry Kiln and Planing Mill facilities. Mills: Cass, Nallen, Dailey, 
Durbin, Colcord and Pettus, W. Va. 


*Meadow River Lbr. Co........ Rainelle, W. Va. 


Manufacturers of West Virginia Hardwood Products. 


*“Wood-Mosaic Co., Inc........... Louisville, Ky. 


“Parkay’ Ready-Finished Hardwood Flooring, Lumber, 
eneers, Dimension 


‘McCracken & McCall, Inc..... . . Lexington, Ky. 


Appalachien Hardwoods PCPLAR BEVEL SIDING 
Bend Saw and Planing Mill at Flat Lick, Ky. 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs. Ky. and West Irvine, Ky. 
Complete Line of Aop=!sch’an Hardwoods. Maple 
and Oak flooring 


Always Specify 
Appalachian Hardwoods 


% Member Appalachian Hardwood Manufacturers, Inc, 
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a) Aa0Mm. . ENDED WITH CMU 


Powerful Du Pont CMU kills weeds 


and grass and prevents regrowth 


if End fire hazards caused by un- 


+ {\, wanted vegetation and save labor 
‘a p Ne on weed control, too, with Du 
RL Sy Pont CMU. As little as 1 or 14% 


wanted vegetation. 


¢ Saves work. One spray with CMU takes the 
place of repeated hand cutting, mowing, or 











pounds of CMU per 1000 square feet . . . 40 
to 60 pounds per acre . . . can get rid of weeds 
and grass for an entire growing season or 
longer. Use CMU around lumberyards, putp 
piles, pole yards, sawmills and buildings. 


e Kills most kinds of weeds and grass and 
prevents regrowth. It works through the roots 
... just spray it on the ground. 


e Eliminates fire hazards caused by un- 


TO GET THIS BOOKLET 
SHOWING RESULTS WITH 
CMU, fill in coupon at right. 


REG. U.S. Pat. OFF 


other less effective means. 


e Cuts maintenance. Prevents weeds from 
foulmg up machinery and causing it to rust, 
keeps the way clear for outdoor work of any 
kind. Destroys cover for rodents and other 
vermin. 


e Non-flammable, non-volatile, non-corro- 


sive. Comes as a wettable powder to mix 
with water. 


E. I. du Pont de Nemours & Co. (Inc.) 
Grasselli Chemicals Department 
Wilmington, Delaware 


Name 





Firm 





Street 








ims te State 
BETTER THINGS FOR BETTER LIVING a, 
... THROUGH CHEMISTRY 


Buitptnc Propucts MERCHANDISER 















“We heartily recommend 


the Dutch Boy’ Color Gallery To any dealer 


his paint business 
DE Le npans 













How to sell 

big-volume prospects 
“We merely gave the faculty” (it was a large voca- 
tional school), “a ‘Dutch Boy’ Color Gallery hand 
book,” write Gimpleman Brothers, Perth Amboy, 


N. J. “... there were approximately one hundred and 
fifty gallons of paint used on this job...” 


NATIONAL LEAD COMPANY: New York 6 Atlanta 
Buffalo 3; Chicago 8; Cinemnati 3; Cleveland 13; Dallas 2 
Philadelphia 25; Pittsburgh 12; St. Louis 1; San Francisco 10; 
Boston 6 ( National Lead Co. of Mass.) 
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who wants to increase 


and paint profits” 





“...0ur ‘Dutch Boy’ sales 
are already 50% ahead of 
last year’s total...” 








e: Wm. A. Broquist 


President, O Dea Hardware & Paint C a 
Des Moines, Iowa 


DUTCH Boy 


ae a 


— a. 


In the paint business, a fifty | 
percent increase in wall ((Q 
paint sales is something to ‘ 
crow about. 
Yet here we have Mr. Broquist and two others . 
three different “Dutch Boy” dealers in three dif- 
ferent States...talking about the new Color Gal- 
lery in just these terms. 

In Des Moines, Wm.A. Broquist, President, O’Dea 
Hardware & Paint Company, says, “...‘Dutch Boy’ 
sales are already 50% ahead.” And he attributes 
“most of this gain” to the Color Gallery. 

“The Color Gallery,” writes Mr. Arthur W. Ruff, 
Uptown Hardware, Portland, Oregon, “has helped 


, 9 


to increase our volume by about 50% 
Manager Leo Roddy, Model Wallpaper Shop, 
Dearborn, Michigan, writes, “Besides increasing 
our paint business about 50%, we have also en- 
joyed a healthy increase in our wall paper busi- 
ness, all due to the ‘Dutch Boy’ Color Gallery.” 
We can’t promise the Color Gallery will work 
similar miracles for you. But we’re pretty sure it 
will help you sell more paint. And make more 
profit on every Color Gallery gallon sold. 

Write or phone our nearest branch office. A “Dutch 
Boy” salesman will be glad to show you the Color 
Gallery. Glad to explain why it will boost your 
paint business and your paint profits ... whether 
or not you now have a color system. 
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Why the Color Gallery 
is a business booster 


Simple system — easy for your customers to under- 
stand and use. 


The colors you need to meet today’s demands, either 
traditional or modern . . . pastels, in-between shades, 
deep tones. But not so many colors that customers are 
confused, sales slowed down. 


Shopper stopper display case — exquisitely beauti- 
ful “showpiece” that draws people to it and makes 
them buy. 


Brings in new customers — once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 


“Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 


Pocket edition—a special “tool” for selling big- 
volume prospects, such as real estate developments, 
factories, hotels, schools, etc. 


Big name brand that’s nationally advertised... that 
people know and have confidence in. 


Outstanding paint value—every Color Gallery 
paint has the top quality all “Dutch Boy” products 
are famous for. The interior finishes are modern alkyd 
resin enamels ... with all this means in easy applica- 
tion, uniformity of finish, long service. 


Priced right — customers pay no premium for Color 
Gallery paints. They’re popularly priced, to appeal to 
the widest market. 


Why the Color Gallery 
is a profit booster 


No Complicated Mixing-—you save time. The Color 
Gallery is a simple “one-shot” system. You use only 
one blender for each gallon or quart of paint. 


Small Investment — you don’t tie up a lot of money 
in inventory. All you stock is a few bases, plus the 
necessary color blenders. 


Little Shelf Space Required — your entire stock of 
color blenders fits into an area the size of an average 
door. 


Exceptional Turnover —as you carry only a few 
base paints, you get much faster turnover with the 
Color Gallery thar. with regular paints. 








FOR FASTER TURNOVER 


the Preference ic for OAK FLOORING 


Cautious customers want quality products. 
That's why it’s important that you stock, 
promote and sell Oak Flooring. Oak means 
quality to thousands of your customers. They 
know that Oak stands for quality because 
Oak is being presold through a vigorous 
national advertising program. And it’s being 
sold to architects and contractors too. 


How can you be sure Oak will sell easier? 
Here’s how: A RECENT NATIONWIDE SUR- 
VEY SHOWS THAT THE VAST MAJORITY 


- / , / 


...-SAY DEALERS 


OF ALL FUTURE HOMEOWNERS, CON- 
TRACTORS AND ARCHITECTS PREFER 
OAK FOR FLOORING. And here's why: 
They know that Oak is tremendously dur- 
able and capable of supporting heavy weight 
for many years. They admire Oak's out- 
standing beauty and are confident Oak will 
blend well with any furniture style and color. 


So, promote Oak and enjoy steady income. 
National Oak Flooring Manufacturers’ Asso- 
ciation, Sterick Bldg., Memphis 3, Tennessee. 


Overwhelming Preference. OAKS 4¢ Dimencion 


* ARCHITECTS 80% 
* CONTRACTORS 88% 


* REAL ESTATE AGENTS 96% 
* FUTURE HOME OWNERS 83% 
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EDITORIAL 


Compensatory Pricing Offsets Mark-downs 


The Mark-down Is an Important Strategy in Realistic Retail Pricing 


No. 4 of a series 


Average net profits in the retail lumber and 
building products business have been slipping 
for the past three years. A more profitable ap- 
proach to pricing is essential for adequate profits. 
This is the fourth of a new series of editorials 
covering an improved philosophy of pricing and 
the methods to apply it. 





A mark-down is any downward adjustment in 
a previously established retail price. 

Gross mark-down is the total in dollars and 
cents of the difference between the margin which 
would have been achieved at the initial mark-up 
and the actual selling price of the merchandise 
on which the mark-down is taken. 

Gross mark-down should be compensated for in 
a mark-up of equivalent volume of other mer- 
chandise and services. 

With this policy in effect mark-downs can, like 
a cathartic, bring a healthy effect. Judiciously 
used, the mark-down is a technique for keeping 
the inventory “alive” and “clean.” 

Mark-downs are often a confession of previous 
pricing (or buying) misjudgment, but they have a 
redeeming quality in that the mistakes are recog- 
nized and corrective action is taken. But manage- 


ment misjudgment is not always this reason for 
mark-downs. 


Here are some other reasons for periodic mark- 
downs: 
Competitive prices 
Too many brands 


To improve cash position 
A special promotion 








To advertise as leaders 

Inventory not moving 

Unseasonable weather 

Obsolescence 

Slow moving items 

Make room for new stock 

Falling wholesale market 

Discontinued color, style, 
size, grade 


To lead, meet or follow 
the market 


Bad assortment 
Local slump 
Depreciated values 
Closing out items 
Reciprocity 

Odds and ends 


A seasonable promotion 

To pep up sales in a 
dull period 

Fear of customers’ 
ill-will 

Pile worn or shoddy 
materials 

Exceptional quantity 
purchases 

To maintain reputation 
as good place to buy 

Over-supply in market 

Unpopular color, style, 
size, grade 

To keep a valued cus- 
tomer happy 


Effects on sales quotas 


Lowered materials handling costs 
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Alternatives to Mark-downs 


Any cut price eats net profits. It is therefore 
wise to think twice and to use every practical 
alternative before lowering the price. 

Here are some alternate strategies that have 
proved effective with dealers who fight for their 
net profit: 


Increased advertising and promotion 
More creative selling 

Special emphasis by salesmen 

Offer “free” service with items 

Find new markets 

Special credit terms 

Build end-use packages 

Feature item on display spots 


One of the very best substitutes for mark-downs, 
where item’s aren’t moving, is to use contests, 
prizes or “spiffs’’ as an additional incentive to 
sales people to sell the item at the established 
price. 

An extra point or two of commission, a cash 
bonus or a merchandise prize will often quickly 
dispose of surplus, unwanted or competitively 
priced goods. 


Capitalizing Mark-downs 


When a mark-down is decided upon, the sales 
force should be notified immediately and if the 
quality of materials available at the price is suf- 
ficient, a “special’’.-advertisement should be pre- 
pared. 

Some retailers notify their regular customers 
in advance of a “bargain” sale and give them first 
opportunity to buy. 

Other dealers, when an exceptional bargain is 
offered, use it for tie-in sales of related items 
which are priced at the regular mark-up. 

The point is to squeeze every ounce of sales 
benefit out of the mark-down after you have de- 
cided to use it. 

Necessary as it sometimes is, the mark-down 
should be used sparingly because the gross mark- 
down comes directly and inevitably out of net 
profit—unless the loss is restored elsewhere by 
compensatory pricing. 























How to Be a Prize-Winning 


Outside Salesman 


Come along with American Lumberman’s camera- 
man on a day’s tour with Donovan S. King, top salesman 


for O & N Lumber Co., Menomonie, Wis. 


Here’s a four- 


point program which spells sales success. 


There are as many different 
kinds of sales contests as there 
are sales managers to dream them 
up. A particularly successful one 
is staged annually by the O & N 
Lumber Co., Menomonie, Wis. 

To be a winner here you've got 
to be good. A stiff weekly “15-8-4” 
membership is necessary to qualify 
a salesman—which means that he 
must uncover 15 qualified pros- 
pects or leads, make eight job sur- 
vey of planned remodeling jobs 
and close four sales a week. This 
is the pattern which a field man 
must follow to win the annual 
“O & N Achievement Award” tro- 
phy. 

The majority of points in O & 
N’s sales contest are determined 
on total net sales brought in by a 
single field man—and the follow- 
ing additional factors: sales; the 
accuracy of a field man’s weekly 
(15-8-4) report; his customer re- 
lations; lack of customer com- 
plaints; the number of leads he has 


40 


uncovered and the number of jobs 
he has had in progress. 

The recent “O & N Achievement 
Award” winner for the year was 
Donovan §S. King, who was one of 
the first men hired by the O & N 
organization in the direct sales de- 
partment seven years ago. An ex- 
farmer and former salesman, Don- 
ovan King possesses an easy, re- 
laxed personality and his friendly 
sincerity impresses both rural and 
small-town customers. 

A brief insight into his methods 
of operation may be found in the 
back seat of his car where is gath- 
ered an assortment of building 
supply samples, three-dimensional 
picture slides of ‘“‘before”’ and “af- 
ter’ remodeling jobs, measuring 
equipment for surveying a_ pros- 
pective job—and, just as important 
as any to award-winner King, pack- 
ages of chewing gum for all the 
kids he meets during the course of 
a day on the road. 


Ju Ne 


DAY STARTS WITH 
PLANNING SES- 
SION. Good sales 
planning is the 
foundation for 
every sale. And on 
projects like this, 
three heads have 
always proved 
better than one. 
Discussing sale de- 
tails for the day 
are, left to right, 
sales manager, 
Loy Montgomery; 
president, Ralph 
W. Owen, Jr., and 
star field man, 
Donovan S. King. 





BACK SEAT cf salesman 
King’s car is cluttered 
with the “tools” of his 
profession. 





ACHIEVEMENT AWARD J trophy 
and its “owner” for a year, Don- 
ovan S. King. He held winning 
points as the year’s outstanding 
building material salesman for 
the O & N Lumber Co. 
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10:00 a.m. Finding The Lead — 


SATISFIED USER. Two years ago King sold the materials to this farmer 
for the barn in the background. Today, this farmer may be in the market 
for further building additions—or he may have talked with a neighbor 
“down the road” who may have voiced some building intentions. Visits 
with satisfied customers are one of King’s biggest sources for new build- 
irg material leads. 


LADIES’ AID society met in church around corner from tnis restaurant so 
King decided to have his lunch there. Some of his most elaborote kitchen 
remodeling leads have been uncovered in this manner. In his visi!s 
with homemakers, King asks about their families and their children in 
service or school. He makes sure to remember names—and they re- 
member his as synonymous with building materials. 


BuILpDING Propucts MERCHANDISER 


OBSERVATION. To the casual ob- 
server, it’s just an old house. To 
salesman King, it could be a lead 
to a new roof sale. 


ir od - 4 
COLD CANVASS. Sometimes the 
most unexpected turns up the 
qualified lead for the day. A farm 
wife whom King has never met 
but “who knows some people he 
knows” said she and her husband 
have been “talking” about adding 
a new porch to their house. 


4] 





2:00 p.m. The Follow-Up — 


KING BUILDS customer confi- 
dence by showing certified 
credentials naming himself a 
on authorized salesman of 
quality building products. It’s 
his first step of a lead follow- 
up preparatory to making a.. 


b = et es os 


. . « COMPLETE SURVEY for a new siding job. It will include the amount 


of siding materials necessary for the house and a complete cost estimate 
including labor. With this information to mull over in his mind, a pros- 
pective customer will be ripe for a decision—either on the spot—or at 
least by the time King makes his second follow-up. 


A VARIETY from which to choose in the way of tile samples is of- 
fered young farm wife to help her form in her mind a decorating 
scheme for a remodeled bathroom plan. King has found that 
“live” sample displays, especially if they have to do with dramatic 
color presentations, is “a foot inside the door” with women pros- 
pects. So his car is laden with something of everything. 


GROCERY STORE owner views samples 
of roofing. See next page how King 
pilots yesterday's lead into today’s 
sale and inspects finished jobs. 
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Brighten your sales seen with Davucur 


i 


WHat woMAN wouldn't love a kitchen as 
cheery and bright as this one? What woman 
wouldn't like a kitchen that’s flooded with 
daylight and easy to keep spic-and-span? You 
can cash in on these desires by featuring, 
suggesting, pushing greater use of Insulux 
Glass Block® panels 


Insulux combines privacy with beauty 


Insulux panels are as practical as they are 
beautiful. Behind sink or kitchen counters. 
they flood working surfaces with soft, diffused 
daylight yet keep the room completely shield 
ed from outside view. Soil marks, even splat 
tered grease, rub right off. Soapy water won't 
fade or discolor them 
renews their sparkle 


an occasional wipe 


Insu'ux Glass Blocks have the insulating 
efficiency of an 8-inch brick wall. They won't 
frost or sweat in winter. They're hard to break 
can't rust nor rot, never need to be painted or 
puttied., 

Applications around the homeare practically 
limitless. Stairwell, bathroom, basement, 
garage, to name just a few places—can use 
glass block panels to advantage. Plan now to 
push—and profit from—this versatile, practi 
cal building material. 

For more information about how you can 
profit from «he increasing use of Insulux—in 
home, school, factory, or commercial building 

just write, Insulux Glass Block Division, 
Kimble Glass Company, Dept AL6, Box 
1045, Toledo 1, Ohio 


= \onr 
’ » 
Ny / 4 


Even with a kitchen full of modern con- 
veniences, she still spends a good part of 
her day there...and if her family is like 
so many others, her kitchen’s a popular 
gathering place. Be sure you tell her to 
include plenty of light in her kitchen plan 
with Insulux Glass Block to make her busy 
hours more pleasant 














Light, beauty and insulation with privacy 
where it's wanted most. Bathrooms are a 
natural place for Insulux. She'll never wish 
for more natural light in her bath... or 
mere privacy when she has Insulux in the 
plan. An Insulux panel gives plenty of 
other advantages, too. Block pattern No 
65, is recommended for this application 





Traditional charm thet says ‘‘come in, 

you're welcome.”’ Moke her doorway re 

flect the warmth and friendliness her 

guests will find inside. Here a panel of 

random clear glass biock No. 31, retains 

all of the charm of this colonial doorway 
adds to its antique feeling 


Literature for any glass block application 
is available free of charge just by writing 
to the address at the left. 


KIMBLE GLASS COMPANY 


Toledo 1, Ohio —Subsidiary of Owens-IIlinois Glass Company 





4:00 p.m. Clinching The Sale — 


\e _—- Crescept 
HUSBAND AND WIFE must both qi (rae ee ee 
be present before an order is ve ; Kaloo a 
signed. The husband in this case E : — of 
had been sold on a complete roof- “ 
ing job earlier in the afternoon. 
But now it's a color decision—and 
here the wife must have her say. 
It's policies like this, strictly ad- 
hered to by King, that make his 
yearly average of customer com- 
plaints practically nil. 


END OF DAY finds Donovan King viewing 
finished milk house the fruit of last 
month’s sale. Tomorrow there'll be more. 


COMPLETE KITCHEN remodeling job from wrap-around custom 
built cabinets to tile floor is examined by award winner King. A 
flaw in construction uncovered now will save a complaint and 
loss of good-will on the part of the customer later. Because of 
his thorough inspection of finished jobs, King’s rural customers 
never say “he comes around when he’s got something to sell.” 


44 Ju ne 
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€ECO can help you make more money 


Expansion Corner Bead No. 1A 


Diamond Mesh Lath 





%" Rib Metal Lath 


1. Cut Buying Cost 


ng product purchases 


x metal lath with 


lete butlding line, 


2. Cut Selling Cost 
time. Shelf-lazy product 
lls faster because builders 
it's better engineered, better 


i better job that can be done ever so much 


the complete metal lath line cece) 


lo constuction product. 
CECO ENGINEERING 


mdkes the big d/flerence 


CECO STEEL PRODUCTS CORPORATION 
ehouses and fabricating plants in principal cities 


5601 W. 26th St., Chicago 50, Illinois 








TIME: 

7:00 P.M. 
PLACE: 

Our Showroom 


PROGRAM: 


Free instruction in practical and 
inexpensive methods of adding clos- 
ets, building extra rooms and redec- 


miss this program — it’s for y our benefit. 





TONIGHT: 


LEARN HOW T0 
REMODEL YOUR 


orating. It is a class that is being conducted to acquaint the 
home owner with the planning and financing of small remod- 
el jobs and how to “Do-It-Yourself! Increase the attractive- 
ness of your home — and its value, too. You won't want to 








" Answer Period 
IT'S ALL 
FREE — 

EVERYONE 
INVITED 











THIS NEWSPAPER AD was the culmination of a 200-inch cam- 
paign to bring homeowners to the ‘Do It Yourself’ clinic. 


Remodeling Clinic Pulls 300 Homeowners 


JAY ABBOTT, manager, checks 
final plans for the remodeling 
event. 
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Sales of kitchen, bathroom and _ attic - remodeling 


Ample promotional guidance 
provided the spark for a remodel- 
ing demonstration that attracted 
more than 300 homeowners to the 
Rogers Building Supplies, Inc., 
Bloomington, Ind. on a_ windy 
spring evening. 

The successful demonstration 
was an object lesson in the bene- 
fits of close cooperation among a 
dealer, jobber, manufacturer and 
trade journal. 


“The results of the demonstra- 


materials follow one-night event staged by Indiana dealer. 


tion have been gratifying. Sales of 
kitchen, bathroom and attic re- 
modeling jobs can already be di- 
rectly attributed to the one-night 
clinic,” according to Jay Abbott, 
manager of the Rogers firm. 


“The demonstration has proven 
to us,” declared Abbott, “that 
homeowners are eagerly willing to 
purchase remodeling and building 
supplies provided someone shows 
them how easily they can do the 
work.” 
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MAKING A POINT. W. B. Hollenkamp tells the audience 


how easy it is for homeowners to add a room. 
kamp, manager of the Building Materials Service, In- 
dianapolis jobber, was one of the clinic speakers 


Requires Planning 

Abbott believes that careful 
planning was largely responsible 
for the success of the firm’s do-it- 
yourself demonstration. Specific 
men were assigned specific tasks 
in preparing and executing the 
event. The duties of every member 
of the staff were listed on a work 
sheet. They ranged from securing 
chairs to making the opening talk. 

In cooperation with the Building 
Materials Service, an Indianapolis, 
Ind. jobber, the Rogers company 
utilized the promotional kits of the 
American Lumberman and the 
Armstrong Cork Company for the 
entire demonstration. Promotion 
of the event included 200 inches 
of newspaper advertising, 27 one- 
minute spot radio broadcasts, three 
television announcements, two di- 
rect mail pieces and numerous 
signs on the company premises. 


Advertising Plans 


Advertising inviting the public 
to the demonstration consisted of 
one 30-inch ad each week for four 
weeks before the event. Early in 
the final week, a 30-inch ad was 
published, and an 80-inch notice 
was run the day of the demonstra- 
tion. Spot radio plugs were used 
daily for three weeks and three 
television announcements were 
broadcast the final week. 

Direct mail pieces were sent to 
the rural areas only. The first was 
a color lithograyhed sheet which 
explained -how homeowners could 
benefit personally by attending the 
clinic. The second mail piece was 
a reminder letter. 

Direct mail pieces, ad mats, ban- 
ers and envelope stuffers from the 
American Lumberman’s “Do It 
Yourself” kit were used by Rogers 
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Hollen- 


in the preliminary promotion cam- 
paign. 

The program for the remodeling 
demonstration was divided into five 
logical parts: 

1. Introduction and welcome by 
Jay Abbott. 


2. Showing of Armstrong’s color 
film, “How To Expand Your 
Home.” 


3. Actual construction demon- 
stration with step-by-step explan- 
ation. 

4. Costs and financing talk. 


5. Question - and - answer period 
handled by a panel. 

A. J. Hollinger, representative of 
the Armstrong Company in the In- 
dianapolis area, showed 76 full col- 
or slides that illustrate an infor- 
mative story of home expansion. 
Slanted directly at the home own- 
er, the film avoids being overly 
technical, yet it covers the subject 
thoroughly. 

Uses Model 

Working with a model attic cut- 
away section, employe-instructors 
of the Rogers company showed the 


onstration of attic 
tomers to the Rogers showroom. 


on the practical dem 
remodeling which pulled 300 cus- 


audience how to build wall fram- 
ing, finish walls and ceilings; how 
to apply millwork, wood trim, 
paint and decorative interior prod- 
ucts. Members of the audience 
were encouraged by the instruc- 
tors to “try their hand” in the 
demonstration and several partici- 
pated. After each step was com- 
pleted in the construction demon- 
stration, the instructors stopped to 
explain why it was necessary and 
suggested alternate methods of do- 
ing the same step. 

An FHA representative and 
members of the Rogers sales staff 
explained the cost breakdown of 
various remodeling jobs and how 
they can be financed through a 
public or private agency. 

The evening concluded with a 
question-and-answer period, which 
produced additional information 
for the prospective customers. 

At the end of the demonstra- 
tion clinic, American Lumberman 
posters guided customers to the 
do-it-yourself areas where quan- 
tities of literature on remodeling 
was available. 


rns ae, 


COMPLETE KITCHEN LAYOUT including applianees also features manufac- 
turers’ wall tile in an appropriate setting. 
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No. 8 of a Series 


Small Home Trend Creates 
Big “Add A Room” Market 


“All we can afford now. Large enough for the pres- 
ent. We'll build on later.” . reasoned many of the 
millions who bought minimum homes during the last 
ten years. 

Today, these owners are ready-to-buy prospects 
for “add a room” sales. Two reasons: 


1. There are more families with three, four and 
five children than ever before in our history. 


2. The majority of these small homes are one-floor 
plans, with no attic-room possibilities. Many have 
no basement or porch. Only way to get extra living 
space is by adding a room. 

Far-sighted dealers, noting the present popularity 
of expansible homes, see “add a room” as a continu- 
ing important market. Many are building “package” 
merchandising programs around these four points. 


1. Home Planning Service: Requires capable per- 
sonnel, plus a library of practical ideas. Do-it-your- 
self buyers, especially, may be dependent on you for 
design guidance and sound advice on all points of 
construction. 


2. Handling of financing and contracts. 


3. On-the-job advice for do-it-yourself builders: 
Dealers offering this service say it pays for itself in 
extra sales and satisfied customers. Whether or not 
the service man is needed, his check-up call as the 
job is in progress is a sure way to build good will. 


4. Consistent advertising — to tell every prospect 
in your community about your services to compete 
actively with other merchants whose advertising is 
designed to attract the same dollars. 





(Please print or type your order) 
AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


Send me entire ADservice mat page No. 8. 
Check or money order for $3.95 is enclosed. 


[] Send me first 12 ADservice mat pages as they 
are issued. | am enclosing $47.40. 


COMPANY 
ADDRESS 


NAME. . 


CITY... . STATE 
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THESE LAYOUT suggestions show how mats on the 
opposite page can be arranged to make attractive 
ads. However, many of the mats from previous AD- 
service pages (showing flooring, ceiling tile, knotty 
pine, etc.) are equally appropriate for your “add a 
room” advertising. 


| } 
} 


Low cost solution to crowded living! 


HOUSE TOD SMALL? | 


det wt help you 


ADD A ROOM 


un 90 


PER MONTH 





(BRAND) (BRAND) (BRAND) 
ASPHALT SHINGLES INTERIOR DOORS windows +) 
00 AS LOW A 0 
00 
400 400 00 1-col. layout 


YOUR NAME 


YOUR NAME 





HOUSE TOO SMALL? der 
2-col. layout — A a i 


a 


3-col. layout 


“ boaend 


Well build it... Build it yourselt 


SUGGESTED COPY “A” 


We'll help you put an end to 
family “growing pains” ; 
and crowded doubling-up that 
deprives children and parents 
of privacy and comfort. Our 
Home Planning Service will 
help design the added room 
you need... show you how it 
can be easily financed .. . and 
if you wish, arrange for a re- Ss 19 Q= me ‘00= 


liable contractor to do. the LUMBER SPECIALS 


‘york. 





Why delay? Come in today ss pt 
and start enjoying your new, mM 9 
comfortable, beautiful added No 
room in a few weeks! 00 
wome 


PLAIN MG 
sEAvice 


YOUR 
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ADservice MAT PAGE NO. 8 2 






































Roofers, Boards, Siding, Ceiling MAT NO. 89 














Dimension Lumber MAT NO. 91 Roofers, Boards, Siding, Ceiling MAT NO. 92 
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Interior Doors 6-over-1 Window MAT NO. 95 
THIS ENTIRE PAGE OF 
MATS ONLY $3.95 
Write American Lumber- 
man for proofs of seven 
previous ADservice pages 
offering a variety of mats 
at extremely low cost! 
Next issue ADservice 
will show mats for your 


; — a ads on porches and other 
MAT NO. 96 MAT NO. 97 MAT NO. 98 MAAT NO. 99 remodeling. 
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Do-it-Yourself Kit 
Sparks Handyman Sales 


Larson Lumber Co., Salina, Kan., 
turns to the American Lumberman promo- 
tion kit for a planned campaign for more 


consumer business. 


Uses direct mail, ban- 


ners and ad mats for a broad sales effort. 


“Because it takes time and mon- 
ey to prepare a program for at- 
tracting more handyman custom- 
ers we feel the American Lumber- 
man do-it-yourself promotion kit 
is extremely worthwhile.” 

This is the way D. C. Larson, 
general manager, Larson Lumber 
Co., Salina, Kan., feels about the 
do-it-yourself kit produced by 
American Lumberman for retail- 
ers. Like move than 500 other pro- 
gressive dealers throughout the 
country who use the kit Larson 
has found the numerous sales aids 
in the package helpful in boost- 
ing consumer sales. 

Is handyman business worth- 
while? Larson often wondered 


CONSUMER LITERATURE is a part of the do-it-your- 
self kit. Larson Lumber has purchased additional quan- 
tities of American Lumberman’s folder for use in a di- son Lumber 
rect mail program and as enclosures 


billings 
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TRUCK SIGNS included in the American Lumberman 
kit are inspected by D. C. Larson, general manager, 
Larson Lumber Co. The signs are silk-screened on 
water-resistant cloth for permanent outside use, 


about this question until last 
month when he totaled sales for 
the first quarter of 1953. He dis- 
covered that his volume was up 
more than $25,000 from the pre- 
vious year and that the increase 
was entirely credited to more do- 
it-yourself customers. 

American Lumberman’s do-it- 
yourself kit, of course, is just a 
part of Larson’s intelligent plan 
for increasing his consumer busi- 
ness. There’s a well-stocked, new 
showroom and trained, young per- 
sonnel who are fully sold on 
the remarkable profit possibilities 
in sustained package selling of 
building materials. 

Larson has found certain sales 


tools in our do-it-yourself kit es- 
pecially effective. The consumer 
folder, for example, has been wide- 
ly used for direct mail because it 
presents scores of attractive home 
improvement ideas. As Larson 
points out this low-cost folder is 
unique and available from no other 
source. Display materials—stream- 
ers, banners and posters included 
in each kit are prominently fea- 
tured throughout Larson’s show- 
room. The ad mats that appeal di- 
rectly to the handyman customer 
are still another item in the kit 
that has proved worthwhile in 
stimulating sales for this Kansas 
dealer. 





Ri 


with monthly counters. 


WINDOW STREAMERS that dealers receive in their kit 
make a direct appeal to the do-it-yourself customer. Lar- 
mounts 


them on windows, doors and 
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hers Day i) ae 
Pius SALES POWER! 


these ads will help you sell ! 


FEATURE 
PET POWER TOOLS! 


Now, more than ever, Pet Power Tools 
on your counter mean money in the 
bank! Special promotions in the Post 
and Popular Mechanics will bring 
you plenty of pre-sold prospects. And 
your Pet displays will do the rest. 
Because Pet top quality and popular 
prices offer gift buyers real value. 
Feature Pet Tools where they'll be 
seen. Keep a few plugged in, to let 
customers sell themselves! 

A handy new 64-page book, “Pet 
Power Tool Guide,” is now available 
for distribution to your customers. 
Mail the coupon for a free personal 
copy and complete details. 
\ VY,” ELECTRIC DRILL—Same as with kit. 
Pistol grip (Model 1440G) or saw grip 
(Model 1490G) $25.00 retail 


Either drill with hand-type chuck . 
$22.00 retail 


a 
BH 4-INCH DRILL & 
SAW KIT 


Watch this gift “package” 
move! Pistol-grip drill 


SANDER-POLISHER KIT 


BUILDING 


=I POWER TOOLS 


iy le 7 oa 
i 


Real gift-appeal here! For 
every sanding, polishing 
job. Powerful drive unit, 
lamb’s wool polisher, set 
of sanding discs, rubber 
backing pad, adapter and 
drill chuck. Two pack- 
ages of Johnson’s Wax— 
liquid and paste. Model 
1540K.. $30.00 retail 


PLUS POWER PER POUND 


PORTABLE ELECTRIC TOOLS, INC. 


320 W. 83rd St., Chicago 20, Ill. 
In Canada: Portable Electric Tools, Ltd., 
425 Birchmount Rd., Toronto 13, Ont, 
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with gear-type chuck, 
Drill saw attaches to drill, 
cuts up to I” deep. All 
attachments to grind, 
sand, polish, mix paint. 
Durable “hip-roof” steel 
case. Model 1440GDK 
Complete $45.00 retail 


COMING SOON! 
A new Pet money-maker 
WATCH FOR IT! 


MAIL THIS 
COUPON FOR YOURS! 
PORTABLE ELECTRIC TOOLS, INC., DEPT. AL-63 


320 West 83rd 5t., Chicago 20, Illinois 


Please send me free my personal copy of the new 64- 
page “Pet Power Tool Guide,” retail price $1. Also 
send details on quantity orders for my customers. 
Supply name of nearest PET distributor. 


Name 
Addres 


City eee 





Pointers 


Garage with Deluxe Features 


Though more elaborate in type than many 
building material dealers would find feasible to 
sell, this garage serves as an example of added 
features that can make a garage more than just 
a shelter for a car. Manufactured by a Spring- 
field, Ill. firm, the garage shown above comes 
complete with built-on patio, side entrance, de- 
corative shutters and flower box. Roof is of as- 
ffialt shingles. The redwood horizontal siding 
and knotty pine vertical gables, as well as all 
exposed wood, is treated with a water repellent 
preservative. 


Decorates Windows Regularly 


Stagnant window displays reflect stagnant 
business, according to Leslie E. Atkinson, vice 
president of the W. E. Atkinson Co., Newbury- 
port, Mass. At a cost of about $960 a year one 
man keeps the firm’s 10 show windows trimmed 
and decorated. 


Above window display ushers in company’s 
bid for spring planning sales. Show window 
background was painted on insulating board and 
will be used for other display scenes during the 
spring and summer season. 


YOU'LL GET MORE CALL FOR THE GARAGE DOOR 
THAT'S EASY TO INSTALL... 


Dealers and the “Do-lt- trated in the Installation 
Yourself" fraternity favor Instruction Sheet accom- 
the simplicity of operation panying each How-ell-dor. 
of the How-ell-dor sectional 
Upsweep gerege door. Smart merchandisers are 
Every How-ell-dor is a also stressing the many 
packaged product, drilled operational features of 
and ready to bolt together. How-ell-dor Electric Op- 
Pictured above is the first erators 


of a series of steps illus- 


. four types, 
eleven models. 


There are now 38 stock sizes of resi- 
dential and commercial How-ell-dors, 
Including the popular new Picture Door. 








Write for 
FREE 
Catalogs 
and 
Installation 
Sheets 























The HOWELL Manufacturing Co. 


7200 Hasbrook Ave. @ Philadelphia 11, Pa. 
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Swingin’ on the Gate 


2,400 pounds of Jeep and People hang from a 42 pound gate! IMPOSSIBLE?, NO!, 
WHY? It’s a tempered ALUMINUM “Life-Time” gate. Bull-strong, Light and Beautiful. 
Sizes four to sixteen feet ready to hang. Also made of galvanized Spring-steel. Guar- 
anteed for life against sagging. 


The Farmer is Ready to Buy! Be Ready to Sell! 


FOR COMPLETE DESCRIPTION AND Prices Write the Factory 
4 Nearest You 


ALPRODCO, INC. 

MINERAL WELLS, TEXAS 
ALPRODCO, INC. 

KEMPTON, INDIANA 
ALPRODCO, INC. 

DUBLIN, GEORGIA 
ARMSTRONG PRODUCTS, INC. 

BOX 437, ONTARIO, CALIF. 
ATLANTIC ALUMINUM CO. 

WAYNESBORO, VA. 
CARTWRIGHT COMPANY 

COLLIERVILLE, TENN. 
DERING INDUSTRIES 

SCAPPOOSE. OREGON 
HENRY FIELD ALUMINUM 
PRODUCTS 

SHENANDOAH, IOWA 
WAYSIDE INDUSTRIES 

MENTOR, OHIO 
MARSHALL COMPANY 

4747 W. COLFAX, DENVER, COL. 
MARSHALL COMPANY 

ARLINTON, NEBRASKA 


rs 
f custom? 
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you'll be glad you DID 


OVER 400,000 
ALREADY IN USE 
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Siipreatols 


designs, weight and power, built right for serv- 
ice and priced right for volume sales. 


No. 150 center 
An all-ball-bearin 
— motion, finis 
oe ier sander with power- 
50 r.p.m. a 2 
induction motor and 
cast aluminum body. 


No. 150-K SpeedSander Kit 
The Sander with Accesso- X 
ries including: deep con- 
tour pad, finishing plate, 
felts for free abrasives 

and wet rubbing, 

lamb’s wool bonnet, 

90 sheet abrasive cov- 

ers, etc. in fitted steel 
carrying case. $49.50 


No. 1000 SpeedSaw 
4% H.P. Universal Motor, 
cast aluminum housing, 
safety shut-off switch. 
Cc en ig a to “30 3 
depth to 1% "38 


rhe 
(for metal or wood) 
ixtra power, high 
speed, electric dril! 
with cast aluminum 
cases, and geared 
chucks. 


No. 200-J 4" Speed Dril: 


also other sizes, types. 


Drill Kits 
Several fast sellin 
kits. Painters an 
Householders Kit 
(illustrated) is typical. 
It has: \” ornet 
Drill, Abrasive Discs 

and rubber back- 
er plate, grinding 
wheel, wire brush, 
buff, etc. = = 
tractive ispla 

carton $15. 38 


. Write for catalog 
ey MANUFACTURING CO. 
pf 1876 So. S2nd Ave., Cicero 50, til. 
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LUMBER DEALERS RESEARCH COUNCIL'S executive 


a closet wall, one of the 
nois, Left to right are Prof, 
cil; Paul W. Cadwallader, 
Minn; William K. Barr, 
Ill., chairman of the 
I’. Lisle Peters, 


Denver, 


Lake Charles, La., 


Council’s research studies at the 
William H. 
Pennington, N.J.; 
Colo.; 
executive committee; J. C. 
and D. H. 


committee examine 
University of Ili- 
Small Homes Coun- 
Lampland, St. Paul. 
A. Thompson, Champaign 
O'Malley, Phoenix, Ariz.; 
Walker, Phoenix, Ariz 


Kapple, of the 
Arthur O. 
Clarence 


Plan Research in Yard Layout 


Studies in office layout and materials handling also 
scheduled by Lumber Dealers Research Council. 


Yard layout, mechanical han- 
dling of materials and office lay- 
out will be studied by the Lumber 
Dealers Research Council in an ef- 
fort to help dealers cut their han- 
dling costs. 

The decision to undertake such 
a study was made by the Coun- 
cil’s executive committee at their 
annual spring meeting, April 20 
and 21, in Champaign, Ill. A sum 
of $10,000 was set aside to start 
the study. 

The ultimate goal of the proj- 
ect will be the design of model 
layouts for yards of various sizes 
(based on the number of feet of 
lumber handied). It is also hoped 
that there will be opportunities 
for individual yards to have spe- 
cial consultations if they so desire. 

Clarence A. Thompson, Cham- 
paign, chairman of the executive 
committee, was asked to appoint a 
committee to determine the meth- 
od of approach. It is expected that 
a clinic will be held with represen- 
tatives from lumber yards, associ- 
ations and manufacturing firms 
participating. 

Another research proposal which 
met with favorable reaction was 
one for the preparation of a series 
of house plans, materials for which 
can be precut and preassembled by 
lumber dealers if they wish. 


The key-note of the two-day 
discussions was how to keep the 
small builder in the building busi- 
ness. Coordination of the lumber 
industry's interest in education and 
research was also discussed. 

The group visited the University 
of Illinois Small Homes Council 
Research Center and also viewed 
two movies produced as part of 
HHFA research contracts—one of 
the Southwest Research Institute’s 
“Technometric House’’ and the 
other on the Demonstration Houses 
built by the Small Homes Council. 

Attending the two-day meeting 
were Norman P. Mason, North 
Chelmsford, Mass., trustee of the 
Council and a past president of 
NRLDA; James C. O'Malley, 
Phoenix, Ariz.; William K. Barr, 
Denver, Colo.; Paul Cadwallader, 
Pennington, N. J.; Joseph Cope- 
land, Portland, Ore.; Paul DeVille, 
Canton, Ohio; Arthur O. Lamp- 
land, St. Paul, Minn.; Russell Now- 
els, Rochester, Mich.; Lisle Peters, 
Lake Charles. La.; R. A. Schaub, 
Whiting Ind. and Mr. Thompson. 
H. R. Northup, executive vice-pres- 
ident of NRLDA was a special 
guest. 

Other members of the executive 
committee are William P. Harley, 
Albuquerque, N. M.; Phil Creden, 
Chicago; Lynn Boyd, Pampa, Tex. 
and Craige Ruffin, Richmond, Va. 
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it pays to tie in with this 


The brand name that makes the most 
sense to the customer usually makes the 
most money for the dealer. That’s why a 
growing number of money-wise dealers 
are stocking the complete Barrett building 
materials line .. . and taking full advan- 
tage of Barrett’s great all-around promo- 
tion program. 


You rate high asa source of building mate- 
rials when you sell the high quality and 
highly acceptable Barrett line. Unusually 
varied and practical, it includes: asphalt 
roofing shingles ... mineral surfaced as- 
phalt roofings (in rolls) ...rock wool insu- 
lation ... insulated sidings . . . smooth- 
surfaced asphalt roofings (in rolls)... 
mineral surfaced sidings (in rolls)... wood 


* 


preservatives ...sheathings and building 
papers...roof cements and coatings... 
protective bituminous-base paints... 
damp-proof coatings...tarred and asphalt 
felts... waterproofings, etc, 


We push hard to give you the greatest 
dealer support in the industry. Full-color 
window and counter displays. ..3-dimen- 
sional natural color picture selling kits... 
mats and electros for local ads ... samples 

. mailing pieces ... outdoor signs... 
national advertising —to mention just a 
few of Barrett’s profit-building sales aids. 
Now is the time to let Barrett help you 
set up your business for a greater profit 
potential. Get in touch with us TODAY! 


BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
_ 40 RECTOR STREET, NEW YORK6, N.Y. 
205 W. Wacker Drive, Chicago 6, Iii. 
36th St. & Grays Ferry Ave., Philadeiphia 46, Pa. 


1327 Erie St., Birmingham 8, Ala. 
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CAR SPEEDS by 


RE-ROOF YOUR KOME 
THIS SPRING! 


Une du able tree 


INDUSTRIAL'S MANAGER gives 
credit to remodeling of old store 
(above) and “Do-It-Yourself” sales 
kit for added sales volume 
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newly remodeled showroom of Industrial Supply 
merchandising window, stops as wife remembers she needs new bathroom cabinet 


women @ suey 08 


Driver 


- - - They Hurry to Get In! 


...and once inside, customers take their time learn- 
ing about and buying building materials in newly-remodeled 
showroom of Industrial Lumber & Supply Co., Gary, Ind. 


Obviously, if you have something 
to sell, you have to display your 
wares’ effectively, attractively. 
What is more, you have to educate 
your customers on how your prod- 
ucts will benefit them. 

That factor is doubly important 
for the building supply dealer in 
an area where semi-skilled factory 
workers and laborers dominate the 
largest portion of his trade. In this 
way, a building material dealer 
can, and does, render a very worth- 
while service to his community. 

This hard-working class of peo- 


ple have long had the money with 
which to buy fine automobiles. But 
their education in the way of mod- 
ern home improvements has often 
been neglected. And it hasn’t been 
their fault—they just haven't been 
sufficiently exposed to it. 

The task of educating this class 
of people on the fact that a nice 
home is much more important to 
their welfare and comfort than a 
fancy car, falls directly into the 
lap of the building material dealer. 
One dealer who has accepted this 
responsibility by remodeling his 


BEHIND COUNTER, at right, on knotty pine paneled walls are cubicles and 


shelves where orders are placed marked for date of delivery 


Yard foreman 


and drivers check here daily. Note AL’s “Do It Yourself” sales kit promotion 
banner and its effective use as an ad heading in local newspaper (left). 
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DOORS ARE PROFITABLE 


WHEN YOU SELL 




















Take this average three bedroom house — 
look at the possibilities for selling AMWELD’s 
line. Here is a line of quality products so 
attractive, so neat and trim in appearance that 
builders will use them in expensive homes and 
apartments. Yet their low installed cost which 























is usually less than hand-fitted types isa selling 
point to cost conscious builders of moderately 
priced homes. 


At present dealerships are open in certain 


areas. For complete information about the 


AMWELD line, write to us today. 


| AMWELD* 


Interior Steel Doors 


and Frames 





B! 
Show builders how to cut costs on every 
room entry with AMWELD™ Steel Flush 
Doors and Frames—no mortising, fitting, 
or drilling required. Choice of “K-D” 
Inter-Lok steel frames or factory as- 
sembled and welded. Primed with grey 
baked-on enamel and available in all 
standard sizes. 


a 


Propucts MERCHANDISER 


| AMWELD” 
Sliding Closet Door 


and Frame Units 





» 


Modern homes require closets with slid- 
ing doors and wise builders specify 
AMWELD'® Sliding Closet Door Units. 
Easy-to-install—all hardware snaps in 
place. Doors furnished in either grey 
prime coat or handsome Birch Finish. 
All steel construction—will not warp, 
shrink, crack, or chip—doors operate 
smoothly and silently on lifetime nylon 
rollers. 


Choice of “K-D" or assembled frame 
units—sizes 3’, 4‘. 5' and 6' wide 
openings—6'9'2"' high. Builders can 
use them anywhere—clesets, wardrobes, 
pantries, attic, basement and garage 
storage. 


and the newest addition 
to the AMWELD line 


the SLIDE-AWAY 


Pocket Door and 
Frame Unit 








For kitchens, bathrooms, bedrooms— 
wherever space is limited —recommend 
the AMWELD® SLIDE-AWAY. A flush 
door when closed —this attractive pocket- 
type door opens by sliding into wall 
recess—out of sight, out of the way. 


Available with handsome brass finger 
pulls or latch sets. Framing unit is de- 
signed to take standard AMWELD"™ steel 
flush doors without fitting or mortising. 
Also sold for use with wood doors. 


Frame {furnished in two sizes—2'6'' and 
2'8'' widths for 1%" thick, standard 
6'8'' doors. 


AMWELD BUILDING PRODUCTS DIVISION 


THE AMERICAN WELDING & MANUFACTURING CO. 320 vierz roan WARREN, OHIO 


BUILDING 
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WIFE ENTERS... GOES TO CABINET DISPLAY... HUSBAND FOLLOWS... 


TOOL BAR beckons man of the house. Bar has about DOORS, ROOFING, siding are con- 
every kind of hand tool necessary for building a dog tained in this unique display fixture 
kennel or a house, also rack of garden tools. Note gen that’s typical of the many fine 
erous use of labels and price markings 


i 
; 
} 
} 
' 
? 
} 


mel 
chandising sales displays featured 


snowroom and instituting an edu- People shopping around for their taste for modern home im- 

cational merchandising program is building materials in the highly in- provements. And all the time it’s 

Art Vander Vliet, manager of In- dustrialized Gary, Ind. area now bringing more cash in the till for 

dustrial Lumber & Supply Co., have a place to go that’s designed Industrial Lumber. 

Gary, Ind. to educate, stimulate and whet For 41 years this firm kept house 
in outmoded quarters. During the 
last four years, while carrying on 
business as usual, Industrial Lum- 
ber underwent an extensive remod- 
eling job that completely lifted its 
face. Its “innards” underwent a 
major operation too—a merchan- 
dising operation that has supplied 
a fresh business vitality and given 
the old company, regardless of how 
well established it had been, a new 
iease on life. 

This strong surge of added busi- 
ness came in the form of increased 
store traffic that far exceeded the 
most optimistic plans and dreams 
of Vander Vliet. 

He has incorporated in his mer- 

WALNUT GRAINED gypsum board ART VANDER VLIET, manager, the Chandising all the factors neces- 

properly installed on one section of man who launched firm’s recently sary to acquaint his buying public 

wall is labeled and priced completed remodeling program fully on every product he sells. 
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with the New 


LIGHTWEIGHT 
CHAMPION 


y 
food Housekeeping 
< tor 


45 anvranistd wwe 


BALDWIN-HILL 


Gul 


ROCKWOOL 
HOME INSULATION 


This great improvement retains all the famous ad- 
vantages of BALDWIN-HILL ROCKWOOL but in addi- 
tion B-H SPUN BLANKETS 
WEIGH LESS 
HANDLE EASIER 


and are 


APPLIED FASTER 





For easy maneuverability in tight spots—those hard- 
to-get-at places in slopes and ceilings, sell B-H SPUN 
BLANKETS for time and labor savings. 


AND 


To help you sell B-H SPUN BLANKETS, BALDWIN-HILL 
provides Counter Displays, Decals, Wall Posters, Sales 
There’s an “anyone-can-do-it’ simplicity about installing B-H Literature and other merchandising aids. Write us 


SPUN BLANKETS. Their firm body and spring like rigidity pre for full information. 
vent flopping about; wide, tough flanges facilitate stapling to 


ita BALDWIN- HILL COMPANY 


2006 Breunig Avenue Trenton 2, N. J. 








Kalamazoo, Mich. - Huntington, Ind. - Temple, Tex. - Housatonic, Mass. 


BuitpinG Propucts MERCHANDISER 
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TV SETS, table model 
radios, kitchen appli- 
ances and _ stainless 
steel cooking ware are 
among items up front 
in new store section. 


Appliances to Television in One Easy Step 


California dealer, who solves sales 
and service problems with appliances, is 
convinced he can do the same with TV. 


When you double your showroom area what hap- 
pens? Well, for one thing you may find yourself with 
some extra display space you may not be able to 
fill. 


This was the recent experience of the Blackstone 
Lumber Co. in Fresno, California. In looking around 
for new lines to add, the firm’s partners, Don Madsen 
and Larry Johnson, discussed appliances and TV sets. 
Besides the problem of competition from local appli- 
ance dealers, there were others—inventory, advertis- 
ing, trade-in allowances—-and servicing. 

Servicing of appliances has not proved to be trou- 
blesome. The firm was able to let experienced appli- 
ance repair men take care of it on a contract basis. 

This system does not eliminate the responsibility of 
prompt repairs, deliveries, however. That is still left 
to the dealer. 

In the future they foresee setting up their own 
service department. 

It's too early to say how TV sets will sell, since 
Fresno’s first station did not go into operation until 
May of this year. But the market is there—it is esi- 
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ON BUSY FRESNO STREET, Blackstone Lumber Co 
finds that its new appliance line pulls traffic, especially 
women, that would otherwise he lost to store. 


mated that 20,000 sets will be sold this year. 

The rush for sets, it appears, is just starting. 

For those contemplating a move similar to Madsen 
and Johnson's, a word of caution from appliance or 
TV manufacturer: on matters of inventory it’s best to 
follow a conservative policy. Despite expected sales 
gains of 100°, in the first quarter of this year, and 
perhaps 50% for next year, dealers are advised not 
to overstock. 
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Jivertes on schedule 


WITH OUR FLEET OF 


WHITES! 


... says J. CLIFFORD MILLER, JR., 
President, MILLER MFG. Co., Inc., Richmond, Va. 


V 


Huge Miller Plant Ships 25-million 
board feet of Lumber and Millwork 
by White Truck 
“OUR MODERN fleet of White Trucks is typical : 
of the modern production methods througout 
our plant,” says President J. Clifford Miller, Jr., 
of Miller Manufacturing Co., Inc., Richmond, Va. 

“Today’s way of doing business requires the 
most efficient equipment in every phase of our 
operation,” he says. “That's why our fleet of 
Whites means so much to us.” 

It’s the same story from coast to coast... from 
leaders in all kinds of businesses. See your White 
Representative for facts about the extra advan- 
tages of operating Whites in your business. 


THE WHITE MILLER MFG. CO., INC., has a fleet of White trucks 
for local deliveries and White tractors for trailer 
MOTOR COMPANY deliveries of wooden boxes and mill products 
all over Virginia and neighboring states. ‘‘They 
af save delivery time and help improve our service 
Cleveland 1, Ohio to our customers,’ Mr, Miller says. 


FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 


BuitpinG Propucts MERCHANDISER 
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Pointers 


< ANCE pyi-~- 
AM NG s MATE RIALS 


Public Relations is Profitable Relations 


The need for a truck to collect waste paper and a 
place to store it afterward presented a double problem 
to a Port Arthur, Tex. sorority until Elliott’s Baker 
Lumber & Supply Co. entered the picture. 

Donald Elliott, owner of the firm, solved both prob- 
lems for the sorority and helped make their charity 
project a success. Mrs. A. O. Luquette, office man- 
ager, credits this public relations gesture for an im- 
mediate increase in the number of women visiting 
the store. 

“Ever since we remodeled our store, we have been 
making a strong appeal to women who like to make 
minor home repairs, paint and redecorate their walls 
and furniture. Our little assist in the waste paper 
“drive really put the show over”’. 


DOUBLE PROFITS 


Multi-Purpose Room Always in Use 


A multi-purpose room at the North Alabama Lum- 
ber Company, Jasper, is about the most valuable 120 
square feet of space around the offices and ware- 
houses, says Keliey Hyche, manager. 

To the prospect who drops by to discuss plans for 
building or remodeling, the room may be called the 
“coffee bar.’’ Plan books and samples of about every- 
thing the company handles are on shelves within easy 
reach, so a salesman need never interrupt his dis- 
cussion while showing his products. 

For the young woman interested in repainting the 
kitchen, the multi-purpose room becomes the “color 
clinic’ because it contains color charts and paint 
samples. To the customer interested in hardware or 
floorinz, the room becomes the sample display room. 





On “Build Your Own” Furniture 





ROOM DIVIDERS 


Newest trend in versatile furniture. 
These metal frames plus your 1” x 
12”s make room dividers, bookcases, 
etc. (Each order comes complete 
with cross braces.) 


Profits on our Metal Units. 





Profits on EXTRA lumber, 


Retails Ws. 





Section #R502—-27” high 


Tem plywood, paint, varnish, etc. 





Section #R503—59” high 


7.95 | 9% Ibs. 











Section #R504—32'2” high] 4.95 [| 61 ibs. 











Tables— Bookcases— Room Dividers 








All supports 12” deep 


—Benches—All made from lumber 





Ibs. per pair. 








a ee 


Anyone can make these to set on the 
floor or hang on the wall. Make any 
length by using the metal frames 
plus your 1” x 10” boards. Pair (in- ; “ 
cluding cross-braces) $8.95 retail. our units. Here is a brand new 
Added sections $4.50 each. Wt. 9% 


in YOUR YARD NOW-—PLUS our 
metal legs. The Do-It-Yourself 
market is HOT. We started a na- 
tional sensation with wrought iron 
“Build-It-Yourself” furniture with 


extra-profit business tailor made 
for you. Order now and get your 
share of a fabulous new market. 








Height Attach 
leg Under 


HAIRPIN . | Wes. | DIAG- | Wes P YO 
Specify %"’ a Ye" ONAL Lbs. sage — 
or 2" Rd , lbs. | 5@” Rd. National Advertising 





sofa, couch 


$5.55 2% $5.25 3 PLUS countercards 





bureau 
coffee tbi 
coffee tbi 


and display material. 
= : _— 421 All prices shown are 
5.95 4¥2 5.65 | 5%] subject to 40% dealer 
discount. F.O.B. Los 


6.65 5 5.85 6 
cocktail tbl., bench 6.95 5¥% 5.95 ng ge ete 
reight allowance 
TV, | ! — _ 7 b 
ae, SERS an = ov” $1.50 per 100 pounds. 
TV, lamp, end tbis 8.95 7 _ Send your order 
dining tbi., desk 13.45 - 


- - —|TODAY! 
ANGELUS WROUGHT IRON Dept.BG 2911 Whittier Boulevard, Los Angeles 23, California 
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ND CHECKS CURTAILED 


EW DECORATING APPEAL 


REATER STRENGTH 


ASY TO WORK 


IGHT IN WEIGHT 


OISTURE CONTROLLED 


CCURATELY MACHINED 


EW BEAUTY 
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ORTH IDAHO GROWN ‘°- ~. °° 


SPRUCE 


The new wood for furniture and interiors .. . especially 
adaptable because it is light in weight, pale 











off white in color with a fine grained texture. 

You'll find it easy to handle and work . . . easy to paint 
or finish . . . inconspicuously knotted and remarkably 
strong for its weight. Available only from... 





ACK RIVER SALES CO. 


SPOKANE, WASH. P.O. BOX 64 e TELETYPE SP. 105 e TEL. MAdison 0121 


Managing Sales For 


PACK RIVER LUMBER CO NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO 
Sandpoint, Idaho Gibbs, Idaho Thompson Falls, Mont 


BuILDING Propucts MERCHANDISER 








SECTION OF TOOL RENTAL AREA showing some of the dozens 
pressors to wrecking bars which the firm has available It 
hospitals, office buildings, trucking companies, theaters, 


and home owners, 


New Profits in Tool Rentals 


Whether you already have a tool rental department 
or are just thinking about it, this seasoned expert in the field 
offers some valuable guideposts. He tells you — 


How to select tools to rent 

How to set rental fees 

How to keep tool rental records 
How to make money with accessories 
How to advertise tools 

When to sell used tools 


By LOTHER W. SCHURGAST 


Store Manager, Hyde Park Lumber Co 
Cincinnati, Ohio 

The community you serve needs 
a modern tool rental setup. That 
fact has been proved all over the 
country. Your business health and 
your profits grow in direct propor- 
tion to the way in which you render 
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intelligent service to your commu- 
nity. That’s our American system. 

So the only remaining question 
is this: ‘“‘Why should you—a lum- 
ber dealer—-go into the power tool 
business ?” 

The answer is that 
tomers 
your 


your cus- 
your industrial customers, 
contractor -customers, and 


stores, contractors, 


of tools ranging from air com- 
rents to government agencies, schools, 
farmers, electricians 


your do-it-yourself customers need 
this service in connection with the 
materials you are selling them. 
How many rathskeller jobs have 
been dropped because of bloody 
knuckles acquired by star-drilling 
foundation walls for furring strips? 
Now you can sell your customer 
the whole job and assure him that 
with a ramset, he can fur almost 
any wall in less than an hour and 
enjoy doing it, because men like to 
shoot. 

Your rental and parts sale for 
this operation will amount to about 
$32 and the rathskeller material 
starts to move. We, at the Hyde 
Park Lumber Co. have four ram- 
sets for rent. Our tool rental ser- 
vice in 1952 brought between 4,000 
and 4,500 customers into our store 
twice. Also we have helped more 
than 40 retail lumber dealers in 
many states install tool rental de- 
partments. 

Why Do People Rent Tools? 

If you have a good understand- 

ing of why people rent tools you 
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IM GLAD | TOOK THE 


¢ “pane 


Says Walter Bushelman 
of Boehmer Paint & Glass: 


“L-O-F is sure easier to cut than the 
other brands | tried.” 


Mr. Bushelman ran cuts on four unidentified, but well- 
known brands of single-strength window glass. He im- 
mediately named Brand ‘‘B”’ as easiest to cut. ‘‘B’’? was 
Libbey :-Owens‘Ford window glass. Time after time, in 
tests all over the country, L°O°F wins! 

It’s easier to cut L-O-F window glass into big pieces, 
little pieces; angled and curved pieces. You can even cut 
off thin strips close to the edge with a light stroke. 

L:O-F window glass cuts easier because it is annealed 
more slowly, more patiently. That makes it less brittle. 


So it’s a safer buy for your customers, too. 


LO-F BLINDFOLD TEST 


oe ome oe ee ee ee ee ee ee ee ee ee ee ee ee eee ees 


TRY THE “BLINDFOLD TEST’ 
YOURSELF! 


Cut L:‘O-F first, last, or in-between the other 


brands. Run any kind of a cut you want. You'll 


more profit, with L:O-F, 

Call your nearest L:O:F Distributor. These local 
businessmen are listed under ‘‘Glass’”’ in the yellow 
pages of phone books in many principal cities 
throughout the country. And send for your free 
booklet——For Greater Profits in Window Glass 

Write Libbey’Owens:Ford Glass Company, 6563 
Nicholas Building, Toledo 3, Gnio. 


| see why you have fewer bad cuts, less waste and 
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will readily see why YOU should 
rent them. Remember, the Grey- 
hound Bus Co. rents its tires. Many 
progressive companies rent their 
salesmen’s cars. 

1. People rent tools for the un- 
usual or occasional job. That 
includes large companies. 

. People rent tools to save man- 
ual labor, time and expense 
(incl. taxes). 

People rent tools to do a bet- 
ter job. 

People rent tools while their 
own tools are being repaired. 
People rent tools before buy- 
ing in order to select a proper 
make and model. 

If you think over these five fields, 

you will get some idea as to the 
scope of this market. 


What Tools to Handle 


The answer to this question has 
to do with the size and nature of 
the community which you serve. 
The following is a list of too's 
which any lumber yard can rent. A 
professional, level type, 8” floor 
sander (not a puddle jumper). An 
edger, 8” electric saw (6” and 10” 
later), belt sander, reciprocal 
sander, 7” disc sander with sanding 


disc, cup wire brush (and maybe 
cup grinding stone), calking gun, 


hand staplers (1/," and \4,” or 9/16’ 
staples), long glue clamps. 

Also good mitre box with back 
saw, 1%” electric drill (14” and °4” 
later), 50 and 100-foot extension 
cables No. 12 wire, fence stretcher, 
floor polishing machine, house 
jacks, 40-foot extension ladders, 
pipe vise and tripod and pipe 
threading and cutting tools, post 
hole digger, hand sewer cleaner, 1 
or 2-ton chain hoist, shingle cutter, 
and a gasoline pump. 

All tools mentioned so far are 
easy to maintain and include some 
small investment items yielding 
good returns. An example of this 
(not applicable to all yards), is a 
linoleum roller which rents well 
with us, requires no service and is 
almost indestructible. 

When the department is well es- 
tablished and a regular routine has 
been developed, you can add some 
of the items which are harder to 
handle. Paint spray equipment and 
chain saws belong in this group, 
also industrial vacuum cleaners, 
cement floor grinders (we _ rent 
three), electric and gasoline ham- 
mers, hedge shears and light scaf- 
folding. 
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LOTHER W. SCHURGAST 


Lother W. Schurgast, store man- 
ager of the Hyde Park Lumber Co., 
Cincinnati, is probably the foremost 
authority on tool rentals in the re- 
tail lumber-dealer field. 

His firm did approximately $25,000 
in tool rentals in 1952. It sold about 
$10,000 worth of sandpaper and over 
$3,000 worth of saw blades last year. 
Dollarwise, about 50% of its tools are 
rented to contractors and 50% to 
homeowners. 

There is hardly a major construc- 
tion job under way in the Hyde Park 
Lumber Co. shopping area which 


Wallpaper steamers go excep- 
tionally well in some areas, also 
wall paper too! sets. (We rent nine 
steamers.) Finally, if you are in 
a location where you can develop 
a good industrial and contractor 
rental service, you can use such 
tools as an electric plane, router, 
door mortising machine, ramsets, 
salamanders, wheelbarrows, Lesto 
saws and electric screw drivers. 


How to Select Tool Brands 


Now a word of advice. In select- 
ing a particular make of tool, 
watch carefully that it (a) requires 
minimum maintenance, (b) stands 
up well, (c) uses standard acces- 
sories, (d) is well finished and of- 
fers a pleasing appearance. 

As an example, it is a mistake in 
my opinion to put any saw into a 
tool rental department if its bore is 
anything but a piain round hole. 

Beware of those companies who 
offer you a dealership at once (dis- 
count). The good companies have 
established outlets to protect and 
if a company does not protect its 
outlets it is not going to protect 
you. 

The best tool available in each 


doesn’t make a tool loan at some 
time from Hyde Park. As a repre- 
sentative of more than a score of tool 
manufacturers, Hyde Park is servic- 
ing some 30 dealers who have been 
set up in the tool rental business by 
the Cincinnati firm. 

Hyde Park maintains an inventory 
of $12,500 in rental tools and acces- 
sories. Last year Hyde Park sold 175 
power tools; about two-thirds of 
these were used tools. 

Pictured at the left, Mr. Schur- 
gast is shown with his “black 
bible,” a loose-leaf notebook which 
contains vital information about his 
tool rentals dating back to 1948. This 
book shows the name of each tool; its 
cost; serial number, whether rented 
on a cash or charge ticket; rental 
contract number; amount of rental 
money received; cost and date of re- 
pairs, if any; date tool sold and sale 
price. 

Here are some figures from this 
book which show the value of tool 
rentals to the Hyde Park Lumber 
Co. Wallpaper steamer purchased 
Feb. 20, 1950; cost $66; total rental 
income $435.75; tool sold Jan. 6, 1953 
for $43. Six-inch floor edger pur- 
chased Aug. 1, 1950 for $108; rental 
income $530; no repairs; tool sold for 
$50. Hand sender cost $24; total 
rental income $168 in 110 rental days; 
tool not yet put up for sale 


field is the best rental tool. After 
about 12 years in this kind of busi- 
ness I deny the claim, which is be- 
ing made, namely that renters 
abuse good tools. If you take pride 
in offering them the finest tools 
most renters will take better care 
of a rented tool than of their own. 
If you offer shoddy-looking tools 
for rent, nobody will handle them 
with respect. 

Another thing to keep in mind 
is this, and I state it at the risk of 
offending some power tool manu- 
facturers. Some salesmen and rep- 
resentatives of power tool manu- 
facturers know little or nothing 
about the rental business, even if 
they claim they do. If you do not 
want to learn the hard and expen- 
sive way, get your advice from 
somebody in the tool rental busi- 
ness who knows. 

Just one example. We bought a 
tool recently which sells for about 
$420. Both the manufacturer’s rep- 
resentative and the salesmen 
showed excellent knowledge of 
their tools. They strongly advised 
this tool rather than a_ higher 
powered model costing $55 more. 
After a short time we bought a 
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OWRNS CORNING 


| KFIBERGLAS 


Promoted by Arthur Godfrey, the greatest sales- 
booster of them all, on 32 TV and 186 radio stations 
. and ads in home, farm and builder magazines! 


Something new ... and BIG 
... has been added to the Ruberoid 
Line . . . Fiberglas Insulation! 


Yes! That’s the big news! Ruberoid is now national 
distributor for Owens-Corning Fiberglas. . . the build- 
ing insulation that enjoys all-out popularity in the 
insulation field. 


What other insulation matches Fiberglas efficiency? 
What other insulation gives your customers so many 
“extras” ? What other insulation gives you such selling 
support? With what other insulation can you make 
such profits? 


You know the answers. But ask your Ruberoid sales- 
man about details on how to cash in on this great new 
addition to the Ruberoid line. Ask him about the 
big farm market potential . . . the booming Southern 
market for Fiberglas . . . and how to get more business 
out of builders (and for builders!). The Ruberoid Co.., 
500 Fifth Avenue, New York 36, N. Y. 


POURING WOOL 


*“Tracemark of the Owens-Corning 
Fiberglas Corporation .Reg. U. S 
Pat. Off.) 


The RUBEROID co. 


ASPHALT AND ASBESTOS BUILDING MATERIALS 


BuiL_p1inc Propucts MERCHANDISER 


BATT BLANKETS 


PERIMETER INSULATION 


UTILITY BATTS 





” 


NEW TOOLS ARE DISPLAYED adjacent to the rental tools. 
resents 19 different manufacturers of 


the tool rental business, 


second tool of the more expensive 
model against their advice. Result 

repair and maintenance cost on 
the cheaper model in one year (and 
we still have both tools) consider- 
ably exceeded the price difference 
of the two tools. The more expen- 
sive tool is the cheaper one for a 
tool rental agency. 


How to Handle Service Problems 


The servicing problem for a tool 
rental department is threefold. 

1. Checking a tool out. 

2. Checking a tool in. 

3. Oiling, greasing, repair and 

maintenance, 

Now a few words about each of 
the three. It is advisable to have 
a memo sheet for every tool or 
group of tools for each of the three 
servicing operations. Take a floor 
sander as a example. 

The “A” sheet should remind your 
salesman checking the tool out to 
see that the tool has drum keys 
and cable; to see that the customer 
receives correct sizes and grits of 
paper and knows how to put it on; 
to see that the customer gets 30 
amp. fuses (explain why); to in- 
struct customer on proper use of 
tool, adjustment of drum tension, 
diagonal or with grain sanding; 
which grit to use with each opera- 
tion; to sell customer on use of 
edger, sell floor finish, wax, thin- 


68 


Hyde Park rep- 


tools, has set up many other firms in 


REPAIR AND CONDITIONING shop 
on the premises keeps tools in first 
class condition. Charles Baldwin 1s 
shown repairing a gasoline hammer 


ner; suggest rental of 
when floor is done. 

The “B” sheet should instruct 
your receiving clerk to check for 
any drum damage (remove paper, if 
any); check in keys, cable and car- 
rier irons, check for cable damage, 
look over machine for signs of dam- 
age due to dropping, take back 30 
amp. fuses (to avoid later fire in 
customer’s home). 

The “C” sheet should remind your 
maintenance man where to oil and 
grease, with which grease, how to 
blow out motor, etc. This does not 
mean, of course, that you have to 


polisher 


have different men for these three 
operations. It simply means that 
you will have less complaints, less 
comebacks and more revenue per 
tool and more satisfied customers. 
Tool maintenance should cost about 
&% of rental income. 


Sell Your Used Tools 


Many people think that when 
they rent a tool, they get some run- 
down equipment. Unfortunately 
this was true in some rental places 
I visited. It will pay you to develop 
a plan which will secure a regular 
turnover of your tools. This plan 
will have to take into consideration 
the life-expectancy of each tool. 
The next section of this article, 
dealing with record keeping, will 
help you with this problem. 

Your own repair costs will be 
held down and ‘“no-use-returns”’ 
will be minimized if you carefully 
plan the disposal of used tools de- 
veloped in your tool-rental depart- 
ment. Establish a depreciation fac- 
tor for the various tools. We use 
mostly 14% of list per rental day. 
This is a rather high figure. Some 
others do well with less. Post a 
list of “good buys” in your store 
and display some used tools clear- 
ly marked as bargains. 

I suggest that when a customer 
is interested in buying a used tool, 
vou make it entirely clear that 
these tools are sold on an “as is” 
basis only, no warranty and strictly 
cash—no charge. You explain to 
the customer, however, that to the 
best of your knowledge, the tool is 
in good working order and that 
you are more than glad to have 
him try it, show it to some mechan- 
ic, ete. Give him the right to re- 
turn the tool within three working 
days for a cash refund minus one 
day’s rental. After three days the 
sale becomes final. 


How to Keep Your Records 


You can best keep a clean-cut 
record of your power tool depart- 
ment by having a loose-leaf book 
with a sheet for every rental tool. 
On the top of the page you enter 
the description of the tool, like 
“Porter Cable A-3,” then the ser- 
ial number and the net cost to you. 
For better identification of our 
tools we use decals, of which we 
have four, one with our company's 
name and the others with 1, 2 and 
3. We rent four sizes of Syntron 
hammers. We designate the small- 
est size with a single number, the 
second size with 11, 12 or 13, the 
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CROSS-SECTION of Pittsburgh- 
developed feather-tip Neoceta bristle 
—showing molded-in grooves for 
superior paint carrying capacity. 








OR FAST SALES, satisfied customers and 

repeat business, among professional paint- 
ers and homeownersalike, Pittsburgh Red Stripe 
brushes are your best bet! Red Stripe combines 
hogs’ bristle with scientific Neoceta, Pittsburgh’s 
new wonder-bristle designed specifically for 
painting. Both bristles wear at the same rate— 
your customers’ assurance of smoother, neater, 
faster work! And when your customers are 
happy, your sales show it! 


For the address of the Pittsburgh branch 
nearest you, write: PittspBurGH PLate GLass 
Company, Brush Division, Dept. C-6, 3221 


Frederick Ave., Baltimore 29, Maryland. 


PITTSBURGH 


Here’s why Pittsburgh 


Kad Stripe 


brushes can’t 
be beat! 


PITTSBURGH BRUSH 
FOR EVERY HOME 
AND INDUSTRIAL USE 


THERE’S A 








Enamel 
& Varnish 
Brushes 


Woll 
& Floor 
Brushes 














And | 

here’s your 
newest sales 
booster — 
the all 

new 


New metol 
ferrule locks 
doubled 
bristles 
securely 


4 motes ferrule 
—"~ PAINTING KIT 


featuring the 
Mine 


WALL COATER! 
suggested retail price: $3.69 


It's easy to sell Pittsburgh's new Home Painting Kit, 
containing all the tools the homeowner needs for room 
painting! It includes the 7-inch wide FleetWing Watt 
Coarer; a l-inch Neoceta brush for trim; a Kirp-On 
pan for attaching to ladder; and a booklet describing 
the care and use of the FleetWing and Neoceta 


-_ 


= 


BRUSHES ° PAINTS e 


GLASS . 


CHEMICALS 


° PLASTICS °® FIBER GLASS . 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


Burttptinc Propucts MERCHANDISER 








Number of rental contract 


THE HYDE PARK LUMBER CO. oe pe ee 
RENTAL AGREEMENT o. enta e€ or Is transac 


- tion. 
Aa / Ante a Tel. No. & If tool is repaired or a part re- 
ADD 3GYC. fp en Sa : placed, that cost is entered on one 
has secorved for rental purposes, and in good order: line. When sheet is filled, you add 
ee Mabe —_——Medel________ Ne rental collected, repair cost (if 
~~ | | —— ee any), number of rental days and 
transfer to next page. This gives 
you an up-to-date record of every 
tool that may come up for sale, 
also shows up any tool requiring 
excessive repair. 

This may seem a bit complicated, 
describing it that way in detail 
but it is really very simple. It 
takes us about two hours a week 
to keep this record for an average 
rental of 90 tools per week. 


EAsT 078) 


NAME. 





Bek 
Mets |—Lee Ne Pr fe Preanere) 


aegn foest Boner 
bloor Poheher —————— 


Sew Sl 
(Mets 2) 

t . ———..-- Make 
(Mete 5) 

Dri ————— 


Well Paper Steamer_____Meke 


\ 
a 





$. 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
$ 
s 


J Profits from Accessories 
LIST OF ACCESSORIES 


It is the experience of all good 
functioning rental agencies in our 
line, that every dollar received for 

“ rental produces an immediate ad- 
from The HYDE PARK LUMBER COMPANY, North End of BURCH AVE., CINCINNATI 6, OHIO, and agrees to p. ditional dollar sale of other mer- 
for any damage incurred through carelessness or negligence in operating above machine 
DATE RECEIVED. (2-26 -S~>  time.3: Dw CLERK Checking Out chandise, which would not have 
DATE RETURNED. / 2.~ 3 /~ 972- Time 22 2e CLERK Checking In been sold without the rental service 
AMOUNT DEPOSITED $74 os = — eeeettinet Note the word “immediate.’’ How 
Nee ee ee ener tae one kee aah te ot chemi On oll condi wh dam bags empey bags much follow-up or repeat business 
SOUR ts Ghee Gove an Decieneeh ob to tae : a tool rental produces is anybody’s 
— en a. prebiioss guess. With a floor sander you 
eee caer, Mew torch doot mer eee ae oy Carmien teacraprlag cece sell sandpaper and floor finish; with 
ee ee an electric hammer you sell star 

All tools must be picked up and delivered beck by the customer during store working hours. drills, chisels, ete. ; with . spray 

POSITIVELY NO Delivery or Pick-Up by our trucks. machine, paint, cleaner, mask. 

ee a Te sity Now as to the question of what 

accessories to carry. In floor paper 
we suggest the buying in 50-yard 
rolls rather than cut sheets, discs 
cut to your machine’s specs, 9x11 
cabinet paper, cut sheets for your 














TOOL RENTAL AGREEMENT form makes record leita easier, Agreement 
contains footnote hints on care and use of tools. 


third size with 21, 22, or 23, etc. transaction: 

These numbers are on the tool, on 1. Date of tool return. reciprocating sanders, belts for 

the tool box and on top of your 2. Name of renter. your belt sanders. We price these 

record sheet. 3. Number of cash or charge accessories with at least 50° 
Then, on the following lines we ticket on which rental was markups over dealers’ cost. 

enter one line for each rental written up. As you grow and become “dis- 


(Continued on page 73) 


TOOL RENTAL SCHEDULE 


Hyde Park Lumber Co. makes available an attractive folder giving its tool 
rental schedule and pertinent rental information. The department’s slogan 
is ‘You Name the Job, We Have the Tool.” 








DEP. 24HR. 4HR. DEP. 24HR. 4HR. 
AIR COMPRESSOR (Only) CLAMPS, GLUE—Pair ..... 10.00 1.00 1.00 
4 Cyl. Pressure Queen..... 5.00 3.00 DOOR MORTISER ......... 15.00 4.00 2.25 
‘; HP Eclipse ... ..- 10.00 4.00 DRILLS—Electric, up to 12” ......10.00 1.50 1.00 
1 HP Eclipse ... 15.00 6.00 3,” or RA 15.00 50 1.50 


- 
5 HP Eclipse 25.00 15.00 KETT DRILL with Stand .... 15.00 3. 2.00 
BLOWER—Electric 10.00 2.00 DROP CLO’ THS ... ae 5.00 50 


7 on ‘H—G a 00 50 

a Bog = a By + ae EDGERS—6° » with corner scraper. 10.00 

BONDEX SPRAYER ¢ — Hand. . 10.00 1.00 , 7’, with corner scraper -+ +. 15.00 

CALKING GUN cies ry ee _ EXTENSION CORDS—50 ft. 5.00 

CEMENT FLOAT—Vibrating 20.00 2.50 ; 100 ft. --++- 10.00 

CEMENT GRINDER 20.00 10.00 FENCE STRETCHER .... .... 4.00 

CHAIN OR CABLE HOIST.. 10.00 1.50 j FLOOR MACHINES 

CHAIN SAWS—36” Gas . 50.00 15.00 ‘ (Polishers—Scrubbers—Grinders ) 
Small Gasoline 35.00 12.00 00 Regina .. 10.00 
18” Electric 35.00 9.00 : Clarke 12” 10.00 


ii Ououww 
° 
wn 


NUNONNA 
Ne 
wu © 


~“Isniviivysl 
vw 
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FLUSH WOOD DOORS 


give you 
greatest 


Interior or exterior, Shore- 

line is the door that gives 

more for less: it represents 

today’s outstanding value maximum 
quality and beauty at minimum cost. 


If you’re a man, these 


features 


“reason why” study 


Of all-wood, 7-ply construction, Shoreline’s attrac- 
tive Birch faces are reinforced by a strong core 
of wood rails and stiles. 


Built-in air vents and passages permit free air cir- 
culation, and the entire unit is bonded with water 
resistant glue. Two lock blocks give eight-way 
hanging. 


In addition, Shoreline Flush doors are available in 
exterior or interior models to provide any room or 
outer entrance with the last word in beauty. 


This gives you an idea of Shoreline quality and 
beauty. And when cost is considered: Shoreline 
prices guarantee immediate customer interest - 
and sales! 


Leland 


FLUSH: 
WOOD 
DOOR , 
COMPANY 


Suttons Bay, Michigan 
Phone 71 


Distributors — it costs you 


nothing to investigate the 
profitable Shoreline Flush 
Door line. Dor’t delay 
write now for complete in- 
formation! 


Retailers — Ask us for the 


name and address of your 
nearest distributor. 


BuILpING Propucts MERCHANDISER 


HARDWARE STORES 
LUMBER YARDS 
PAINT STORES 


FROM MINIMUM 
INVESTED CAPITAL 


... If you can qualify as a 
FRANCHISED 


Allied RENIOOL <.-.:-. 


DEALER 
A Waiting Market 


Every home owner is a steady potential customer. High labor 
and material costs, high taxes make it increasingly necessary 
that every home owner become his own handyman... and with 
the right tools available at low rental rates...every home 
maintenance job is now within the average budget. 


A Bright Future 


Tool renting is rapidly becoming big business...one of the 
most significant economic trends in the nation today. Rental 
equipment will build your existing store traffic... stimulate 
your sales of companion items. Tool rentals is one of the few 
enterprises that offers such a high ratio of gross profit to 
invested capital. America's newest opportunity, the DO-IT- 
YOURSELF MARKET is here for men with vision! 


If You Can Qualify 


A moderate payment establishes exclusive dealership in your 
crea. As a franchised RENTOOL dealer you will have the 
advantages of national prestige, plus the availability of these 
profit-making sales aids. Put your store ahead of competition 
...and stay there! LOOK WHAT A RENTOOL DEALERSHIP 
MAKES AVAILABLE: 


® Manvel “How 
Profitably."’ 


® Custom-tailored Iliustrated 
Cotalogs. 


® Attractive Seasonal Window Posters. 
®@ Tool identification Decals. 
®@ Tool Instruction Decals. 


fo Rent Tools * Tool Operation Pamphlets. 
ec m aaaciied 4 





© Professionally planned advertis- 
ing Programs. 

© Contracts and other operating 
forms. 

© Timely bulletins of exchange infor- 
metion & new ideas. 


me 
! 
| 
| 
1 
l 
l 
| 
! 
| 
l 
| 
| 
| 
| 
| 
| 
I 


Allied 


A SUBSIDIARY OF AFTON SUPPLY COMPANY 


107 SOUTH MAIN ST. YARDLEY, PENNA. 


il me Gentlemen: Please send me more information 
Te re on your Franchised RENTOOL Deolerships. 
mo ( ) tl want to add to my present store facilities. 


( ) t want to start a new business as my own boss. 


ZONE STATE 
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RIFFIN 


For all year ‘round sales, be sure your 
shelves are well stocked with this 
assortment of hardware items by Griffin. 
These are but a few of the items in the 

big Griffin line . . . all designed for fast 
turnover and additional profit. Check your 
stock today —then order from Griffin... 
manufacturer of quality products since 1899. 


Order from your jobber today. 


REPRESENTATIVES 


GEORGE A. GREGG WALTER S$. JOHNSON & SONS L. G. FULLER, JR 
17134.6 Wyoming Avenue 917 St. Charles Avenue 118 Meadow Heights Dr 
Detroit 21, Michigan Atlanta, Georgra Jackson 6, Mississippi 
AUSTIN & EDDY INC EH. FARRAR HARVEY D. RUSH & SONS 
115 Brood Street 6637 Golf Drive 4638 P 
Boston, Massachusetts Dotlos 5, Texas Kansas City, Missouri 
WILBUR H DAVIS CHARLES L. LEWIS H.C. GLOVER 
1639 W Fargo Avenve 1355 Market Street 27611 Garrison Bivd 
Chicago 26, Illinois San Francisco 3, Calif Boltimore 16, Maryland 
ROY L. ROGERS 
6 


20 Garfield Street 


Nichols Parkway 


® F. BEVERS WwW. Cc. MEIBAUM & CO 
4524 ast 60th Street 6954 Oleatho Avenue 
Seattle, Washington St. Louis 9, Missour Denver 6, Colorado 


Ww 


THE B.S. ALDER COMPANY 
45 Worren Street 
New York 7, N.Y 


Euerg 0OOR NEEDS THREE 


—(GRIFFIN- 


CA ( an ufacturing C compan yY 


ERIE © PENNSYLVANIA 








Lumber Products 


+} 9 20s PUA VAI, [eB ty 


PONDEROSA PINE 
“DOUGLAS FIR 
~ REDWOOD 


(ed. J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 
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tributor” your margin increases. 
That is why I previously cautioned 
to buy tools with standard acces- 
sories only. If you buy 8” floor 
sanding papers in rolls you will 
soon find that you will sell some for 
machines other than yours. By 
handling saws with standard round 
bore you can buy and sell 8” blades 
bored for 54” and bushed to 14” 
This makes it possible to sell a 





DEP. 


Holt 16 .20.00 

Cement Grinder case o 
FLOOR SANDERS—(See Sanders) 
FLOOR TILE CUTTER.. 
FURNACE CLEANER 
GAS TANK EQUIPMENT 

With 7 lbs. of Gas 

With 5 ft. Hose 

With 50 ft. hose. 

Salamanders (Gas extra) 10.00 
GENERATOR—(1 KVA) .......20.00 
HAMMERS—(Electric) with one Drill 

No. 10 Syntron 

No. 16 Syntron . 

No. 22 Syntron 

No. Syntron 

Gasoline Syntron ... 
HAND TRUC K—(RAEFN) 
HEAT LAMP—Paint Remover.... 
HEDGE SHEARS (Electric) . 
HOUSE JACKS—(1 to 4) . 
JACK FLAT—(Board Lifter) 
LADDERS—Step, 8 ft. 

Alum. Ext. 24 ft. 

Alum. Ext. 30 to 40 ft. 
LADDER JACKS 

With Toothpick... 
LINOLEUM ROLLER 
METAL CUTTING TOOL 
PAINT MIXER—(5 gal.) : 
PAINT SPRAYERS—(See Sprayers) 
PIPE WORKING TOOLS Cincludes 

vise, stand, cutter. dies, wrench) 20.00 

Pine Wrench 24” 3.00 

Pine Wrench 36” 5.00 
PLANE (Electric) .. 
POLISHER—Automobile 

(Also see Floor Machines) 
POST HOLE DIGGER _ 

(Power) ; 
PUMP (Gasoline) 
RAMSET—Large 

Plus 50 cents per shot 
RAMSET—Small : 10.00 
RUG SHAMPOO MAC HINES. 20.00 
SALAMANDERS (Gas)—plus Gas 10.00 
SANDBLAST EQUIPMENT 10.00 

Compressor extra 
SANDERS—Belt 

ro ...10.00 

3” ; 10.00 

x 10.00 


20.00 


10.00 
15.00 


25 


10.00 
5.00 
15.00 
Each 2.00 
10.00 
5.00 
.10.00 
10.00 


5.00 
5.00 
15.00 
5.00 


3.00 


. 20.00 
10.00 


S ANDERS—Disc 
8.00 
10.00 


Wire South or Grinding Stones available as exiras 


NOTE: 

Week-end rate—10:30 a.m 
a.m. Monday . 

Weekly rate .... 

Monthly rate 

Overnite rate 


All tools must be picke od up and returned by renter during 


store working hours. 


But_pinc Propucts MERCHANDISER 


. Saturday to 10:30 


large portion of the market. Be- 
sides sandpaper you will need such 
items as toggle bolts, lag screw an- 
chors, steel and wood drills, car- 
bide-tipped drills, scrapers, hand 
tools (get a tool bar), screws, nails, 
bolts and star drills. Our sandpaper 
sales last year exceeded $12,000. 


How to Establish Rental Rates 


This seems to be one question very 


TOOL RENTAL SCHEDULE 


24HR. 4HR. 
5.00 2.75 


SAN DERS—Floor, 
10.00 


Prof. 8” 
Prof. 10” 
Prof. 12” 


Comb. 


heavy 
heavy 


50 heavy 


00 


(Continued) —___ 


8” light 


Steelwooler 


few dealers can answer. This ignor- 
ance is the cause of a great deal of 
confusion. I suggest the following 
procedure: as base rental per 24- 
hour day, use 2% of list price of 
tool. A $125 saw demands a base 
rental of $2.50. Saw blade cost in- 
cluding sharpening; depreciation 
about 50¢ per rental day; saw re- 
pair about 30¢ per rental day. This, 
upped to the nearest 50¢ brings the 


DEP. 
15.00 
20.00 

25.00 
25.00 
15.00 


24HR. 4HR. 
5.00 2.42 
8.00 4.25 
10.00 50 
10.00 50 
5.00 -75 


SAN DERS—Reciprocating 


Dremel 

Junior 

.00 Sterling or Easy 
-50 owen SAWS—Electric 6” 
00 " 7,” 
3” 
10” 


50 


00 
00 
.00 
00 See B 
00 itis " . 
00 SCINTA SAW 
"50 aa SCAFFOLDING 


- Base Units—8 ft. 
50 . “a 
Pair 


00 exsenelonensnt 
50 ; Wings—1 Pair . 
50 
00 


Rental Divciilien oles Saws are 


Carborundum or MX Blades. 
TRISAW 


Scaffold Jacks with toothpick. 
SCREWDRIVER—Electric 


5.00 
5.00 
10.00 
..10.00 
.15.00 
15.00 
20.00 


00 Py i 
00 
75 
80 
50 
50 
25 


WNN = = = 


used with 


and CHAIN SAWS. 
15.00 3.50 

high 20.00 
5.00 
5.00 
5.00 
5.00 


50 
00 
50 
00 
50 


SCRUBBER (See Floor Machine +s) 


SEWER ROD—Large 


00 Small 


SHINGLE CUTTERS | , 
SOLDERING IRON—Quick Shot 


50 


10.00 
5.00 
10.00 
5.00 


00 
00 
00 
50 


(Cartridges extra) 


SPRAYERS* 


'4 HP with Cup Gun 
Y. HP with Cup Gun 


50 Pressure Queen, 
with Cup Gun 
with 2 

Eclipse ! 

Eclipse 

Eclipse 

Pressure Roller . 

Extension Gun .. 


50 


50 
.00 
50 
00 
STAPLERS 

TILE CUTTERS 
TIN SNIPS 

TRILSAW — Kit 


2.00 
8.00 
2.50 
3.00 

Small 


Big 
50 


1 

2.50 
3.50 
1.50 


With Polisher .. 
2.00 


WRECKING BAR 


1 day cleaning charge 
5 days 
15 days 


° 2, day 


A 3% 


gallon tank. 

> HP (Bonde =) . 

1 HP with 5 gal. tank 
5 HP with 10 gal. tank. 


*Bondex Hand Sprayer 


VACUUM CLEANERS—Wet and 


WALL PAPER STEAMER 
With Gas Tank and 7 lbs. 

WALL PAPER TOOLS 

WAX APPLICATORS 


WIRE BRUSH—Electric (See Sanders, Disc) 


10.00 
15.00 


— 


™m 


15.00 
.. 20.00 
.. 20.00 
25.00 
50.00 
10.00 
10.00 
10.00 
5.00 
10.00 
5.00 
20.00 
Dry 
10.00 
.. 20.00 
.10.00 
Gas. .10.00 
10.00 
1.00 


=m NN AW WN 


— 


— 


-50 
-50 
Pe 4. | 


2.00 50 


Deposits must be made in cash—no checks accepted. 

All items marked * must be returned in clean condition. A 

of from $1.00 to $3.00 will be made if 
gun, nozzle, hose, tank are not thoroughly cleaned. Ask 
clerk for cleaning instructions. 

+Bondex Sprayers must be returned 
parts charge applies. 

Ohio Sales Tax has to be charged on all rentals. 


“Open” or a $10.00 
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NEWSPAPER ADVERTISING tells 
Hyde Park’s tool rental story fre- 
quently. It rents seven gasoline and 
three electric chain saws. Farmers 
use them to clear timberland; sub- 
urbanites use them to cut firewood, 
clear areas for home development. 
Chain saw rentals last December 
totaled $430. 


actual rental of that saw to $3.50 
per 24-hour day. In establishing 
hourly or half-day rentals take in- 
to consideration that it costs just 
as much as a day’s rental to check 
in and out, write up and record. A 
saw blade can go out two or three 
times regardless of length of rent- 
al. Therefore short-time rentals us 
ually run 25¢ higher than half a 
day’s rental plus the same acces- 
sory surcharge as a whole day’s 
fee. I believe that anybody renting 
tools on an hourly basis loses men- 
ey on the short-term deals. 

When you have tools such as 
floor sanders, which you can expect 
to give considerably more than 200 
trouble-free days, you may de- 
crease the base rental; on the other 
hand on such tools as chain saws 
you should increase the 2% base. 

Tools like electric hammers, sub- 
ject to great stress, are figured as 
follows: A No. 25 Syntron hammer 
lists at $240. Base rental is $4.80. 
Since the tool is useless without a 
star drill or chisel we figure 60¢ for 
cost plus sharpening of one acces- 
sory tool, which we include in the 
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rental fee. We ailow $1 per rental 
day for repairs or parts replace- 
ment—an experience figure. Rental 
is $7 per day with one tool plus 60¢ 
per extra tool used. 


How to Advertise Tools 

We use the following advertising 

media: 

1. Daily newspapers 2 cols. by 
from 4 to 6 inches in city pa- 
pers—more in small town pa- 
pers. Large ads occasionally. 

. Bus radio in large cities, local 
radio stations in rural areas 
(or television). 

. Open house or tool show about 
once a year. Invite homeown- 
ers through ads — renters by 
store signs four weeks in ad- 
vance. Invitations by mail to 
contractors, maintenance men, 
purchasing agents and build- 
ing managers. Good prospects 
by telephone. 

. Mail campaigns to 
groups. 

. Wide distribution of 
Rental Schedule.”’* 


limited 


“Tool 


New Tools We Have Added 
Some of you will remember the 
article “How to Rent Tools for 
Profit’’ which the writer prepared 
for the September 9, 1950 issue of 
American Lumberman. There were 
so many requests for copies of this 
article that this magazine suggest- 
ed that we bring this subject up to 
date. This is it, and it would not be 
complete without giving you a 
short description of the tools we 
have added to our tool-rental de- 
partment in the last three years 
and what tools are under consider- 
ation. 
In various places, we have added 

a number of tools of the same kind 
to those previously rented. As an 
example we now rent 10 chain saws 
and four large spray units besides 
the small ones. In new tools and ac- 
cessories we have added the follow- 
ing: 

Floor nailing machines. 

MX blades. 

Contractor's level. 

Electric sump pump. 

Power post hole digger. 

Right angle drills. 

Rabbet plane. 

Wheelbarrow. 

4” aerial grinders. 

Carbide core drills. 

Pipe equipment. 

Lesto saws. 

Brick saw. 

Clipper blades. 

9/16” staplers. 


*Limited number of copies available 
Write American Lumberman, 139 North 


Clark Street, Chicago 2 1, for vours 


Propane gas burners. 
Mitre box and back saw. 
Magic feed bits. 

Long glue clamps. 

Tile cutter. 

Roofing brackets. 

Sand blast gun. 

36” wrench. 

Koett saws. 

Concrete saw. 

Transit. 

Gasoline pumps. 
Salamanders. 

2-man hand saw. 
Aluminum scaffolds. 
Cement floor grinder. 
Wallpaper tools. 

1” electric drill. 

Sewer rods. 
Carbide-tipped saw blades. 

We are considering adding the 

following tools to our rental line: 
Welding equipment. 
Roofing staplers. 
Flood lights. 
Wood-welding equipment. 
Flexible shaft. 
Exterior scaffolds. 
Pneumatic staplers. 
Voltage booster. 
Wall washers. 
Lesto shears. 

I am invariably asked the ques- 
tion, ‘“‘How often should a tool go 
out to be a good renter?” I have 
read a lot of nonsense on this point 
and here is my answer. Any tool 
which is rented out an average of 
50 rental days a year is good. Any 
tool which, after the department is 
established and going, rents less 
than 25 times per year can be elim- 
inated unless you want to hold on 
to it for reasons of completeness 
or prestige. 

If you like a business which will 
make you a lot of friends, a busi- 
ness which will bring you a lot of 
questions and problems and which 
will bring a lot of customers into 
your place and last, but not least, 
will pay you well—consider the tool 
rental business. I love it! 





Your Public Relations 


What makes a good public rela- 
tions program? See what 10 deal- 
ers did to win awards in the 
NRLDA contest. The story is on 
Page 78. 
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In A DAY of rockets and jet planes, 
business methods gather mold quickly. 
Always there are new techniques, new sets 
of conditions. It’s true of the lumber busi- 
ness. Pamudo likes to eliminate the nega- 
tive and affirm the positive. Knowing the 
lumber supply situation of the moment and 
the buyer’s 1953 problems, our objective is 
to maintain his viewpoint in all transac- 
tions. So it stands to reason more and more 
buyers go with Pamudo. 


Fir Plywood and Lumber Products Through 


Warehouses and Direct Cars from Tacoma 
Sales Agents, Hardel Plywood Co., Olympia, Wash. 
































IC MUTUAL DOOR CO. ¢ 


—=Direct Shipments — 


General Office, Rust Building, Tacoma 2, Washington 


FROM TACOMA: 

WAREHOUSE STOCKS Streight ond Mixed Cars - Lomber ond 
Plywood « ~— * Mouldings ae poe gen + Cat Stock - Mouldings 
Stock Millwork ’ : - tal Phywoed 


aS Seren. earienre,: | 
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WAREHOUSES IN 5S PRINCIPAL CITIES 

© ST. PAUL 4, MINNESOTA «© CHICAGO 38, ILLINOIS 

@ KANSAS CITY 5S, KANSAS © BALTIMORE 31, MARYLAND 
@ ELIZABETH, NEW JERSEY 
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brushes 


Yes, Mr. Dealer, it’s a fact. 
Nylon has come of age! Each 
Robinson Tipped Nylon Brush 

Pi has all the distinguishing 
1 characteristics of equivalent 
B\ quality bristle brushes... 
~ flexibility, resilience, taper, 
good length out and flag 
ends that rival the paint 
carrying capacity of bristle. 


And that's not all. The stability of nylon filament prices 
and supply compared with the unsettled bristle situa- 
tion has resulted in benefits to you that make tipped 
nylon a worthy competitor to bristle. Write us today 
for complete information about Robinson’s amazing 
merchandising aids that make tipped nylon brushes 
move, cut usual brush inventories in half and blueprint 
your future Robinson Tipped Nylon Brush purchases. 














1. HOPPER-VENT— Sash swing inward 
with Flexivent in this position, Screen on 
outside means easiest operation. Note 
ample ventilation, yet no interference 
with drapes. Good protection during 
rains. Use hopper position for very low 
or very high ventilating windows. 


Look! Use 














# ~te 
—_ <. 


new 








3 sash operations from just one window! 





2. AWNING-VENT— Highly popular new 
sash operation is highly practical,too, Ex- 
cellent ventilation and protection during 
rain. Inside screen hinged for easy sash 
operation. Friction hardware allows sash 
to open nearly 90 degrees. Flexivent is an 
unusually weathertight awning window. 





Andersen HAV/VEW/S 


3. CASEMENT— Install Flexivent on end 
and you have an economical casement. 
Outswinging sash only. Choice of 3 sash 
operations or fixed sash is entirely up to 
you. So is the combination of Flexivents 
into ribbons, stacks or groups for a wide 
range of window effects. 

















VERSATILE Flexivent window can be 
stacks, ribbons, groups! 
Here's a 9-light group with awning-vent, 
fixed and hopper-vent sash. 


combined in 
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Here are 6 quality design features... 
3 reasons for FLEXIVENT’s economy 


Here’s why Flexivent is a superior ventilating window: 


1. Wood parts of clear pine are accurately milled by Andersen. 
Toxic treated with preservative and water repellent solution. 


Frame engineered for easy installation in three different posi- 
tions. Gives three different sash operations. 


. Quality glass bedded in elastic glazing compound. Clamped in 
new groove glazing for improved appearance and weather- 
tightness. 


Sash contact with weatherstrip and frame on four sides gives 
remarkable weathertightness. 


5. Choice of wood or aluminum screen. 

6. Double glazing panel in aluminum frame always fits on outside. 

Here’s why Flexivent is an economy window: 

7. Simple hardware, including sliding hinge-adjusters, gives ex- 
cellent operation at low cost. 

8. Complete unit easy to assemble into groups, economical to 
install and trim out. 

9. Note clean design and engineering which simplify manufacture 
and assembly. No stops, no complicated hardware. It all means 
savings which are passed on to the Flexivent customer! 


dl 
. 
* BAYPORT MINNESOTA 


For information see your WINDOWALL distributor or write Andersen 
Corporation. 


WINDOW SPECIALISTS FOR SO YEARS 


undreds of ways—at low cost, too! 
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WINDOW BEAUTY with Andersen 
Gliding Window Units and transoms of 
Andersen Flexivents. Hundreds of com- 
binations are possible! 
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THESE ARE PICTURES of six of the top prize-winners 


in the 1953 public relations 
NRLDA., Left to right: R. C 
tomac Supply Corp., Kinsale, Va 


ica, Calif.; John N 


contest 


i { 
sponsored = by 


; Thomas J. Wis.; 
. Santa Mon 


ton, Mich.; Phil 


Melvin Lumber Co., 
(Mass.) Coal and 
Hamar, Hamar-Quandt Co., Hough- Co. 


Creden, advertising manager, Edward 
Hines Lumber Co., Chicago; Jack Davis, Davis Lumber 
Carden, Jr., president, Po- and Hardware Co., 
; Joe Stein, senior part ning firms were 
ner, Stein Lumber Co, Fredericksburg, Tex 
Fox, president, John W. Fisher Lumber Co 


Hutchinson, Kan, Other prize-win- 
Starkweather & Sons, Beaver Dam, 
Des Moines, lowa; Gloucester 


Lumber Co. and The A. W. Burritt 
. Bridgeport, Conn 


Announce NRLDA Public Relations Winners 


Fine examples of community betterment seen in work done by 
10 top dealers. Judges study 89 entries; finally pick 39 dealers for awards in 


annual contest. 


Ten dealers from Connecticut to 
California received top awards in 
the 1953 public relations contest 
sponsored by the National Retail 
Lumber Dealers Association. 


The results of the contest, which 
was judged by trade magazine 
editors, were announced by Donald 
L. Moore, editor, Southern Build- 
ing Supplies, at the semi-annual 
meeting of the NRLDA board of 
directors in Washington, D. C., 
May “3-8. 


Although fewer entries were re- 
ceived in the 1953 contest, a total 
of 39 of the 86 dealers participat- 
ing were awarded certificates 
which will be sent to the managing 
officers of the state and regional 
associations for presentation. 


The 10 top dealers and a suni- 
mary cof their entries follows: 


John W. Fisher Lumber Co., 
Santa Monica, Calif. Public offices 
held by staff for civic betterment. 
Provided free lumber for outdoor 
Nativity scene at Christmas. Don- 
ated booth for Exchange Club for 
Mile of Dimes. Contributed lum- 
ber which assisted in remodeling 
of building to meet the needs of 
wheel-chair workers. Provided 
room and free materials for local 
Rotary Club. 


Potomac Supply Corp., Kinsale, 
Va. Helped acquire gymnasium for 
school—prepared all plans and es- 
timates; supplied materials at 
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cost; firm’s stenographers wrote 
200-300 letters at no charge; fur- 
nished trucks for variows fund- 
raising events. (Firm’s name was 
never used in this promotion.) Also 
helped in building civic center and 
fire house. Furnished plans at no 
charge; materials at cost; em- 
ployes donated several hundred 
hours of actual labor; firm donat- 
ed truck and equipment. 


Hamar-Quandt Co., Houghton, 
Mich. Boys’ and girls’ summer 
camp project; gave money to send 
students to Boys’ State to learn 
government procedure. 


Stein Lumber Co., Fredericks- 
burg, Tex. Took readers of two 
country weeklies on a pictorial trip 
through their lumber yard; con- 
tributed money, materials, trucks 


and drivers to civic organizations; 


participated for two months in 
“Get Out and Vote Campaign.” 
Employes active in civic affairs. 


Edward Hines Lumber Co., Chi- 
cago. Bags -of-wood program 
whereby neat, clean bags of wood 
scraps and cut-offs were given to 
organizations which provide off- 
the-street activities for youngsters. 


C. Starkweather & Sons, Inc., 
Beaver Dam, Wis. Firm’s treas- 
urer helped all employes and cus- 
tomers make out income tax re- 
turns (300 last year). Distributes 
song books to schools. Took col- 


ored pictures, later shown before 
schools and civic groups, of YMCA 
circus. 


The A. W. Burritt Co., Bridge- 
port, Conn. Entry showed details 
of comprehensive employe, com- 
munity and industrial relations 
program. 


Davis Lumber & Hardware Co., 
Hutchinson, Kan. Donated mate- 
rials to Cub and Boy Scouts for 
construction of their housing proj- 
ects. Members of many civic 
groups to which materials were 
denated. 


Melvin Lumber Co., Norwalk, 
Iowa. Furnishes meeting place for 
many organizations. Sponsored 
corn exhibit and festival; furnished 
new saddle club with paint for 
their arena, also horse and buggy 
for their queen to ride in; fur- 
nishes truck to take children to 
Christmas party. 


Gloucester (Mass.) Coal & Lum- 
ber Co. Supplied materials for 
four-room house project construct- 
ed in yard of the Gloucester High 
School. Profits from house sold at 
year end given to the school tool 
fund for more equipment. Spon- 
sored model home exhibit and gave 
prizes for winners. Grammar 
school students built model homes 
which later were exhibited in town 
store. 
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TEST YOUR SALES ABILITY: 


Which 4 words sell the most 
Rilco buildings? | :x:cr in. rorins 


selling Rilco glued-laminated rafters, 
but if you guessed ‘‘c’’, you’re on the 
ee o rT ball! * Finished-cost figures on Rilco 
a. Erect in one day farm buildings compare favorably 
with ordinary construction because 
(tps of ge ” F : 
b. Rilco buildings last longer erection costs are cut to the bone. 
This is your strongest selling point in 
ee — ” ing spects. Use it *n— 
C. Compare the finished cost talking to prospec ts Use it often 
and remember, with Rilco’s packaged 


e selling plan you sell a whole building 
d. “Engineered clear-span * 


. one that could have been lost to 


construction” competition. 


*If you chose any other phrase, you may still 
prosper ... they're all powerful sales arguments 
for Rilco rafters. 


e 
Laoninated PRODUCTS, INC. 
eee 2521 FIRST NATIONAL BANK BUILDING, ST. PAUL 1, MINNESOTA 











~DARGAN 


“SUPERIOR PINE FINISH 


Add to fine textured lumber . . . (1) Careful stacking for dry 
kilns . . . (2) Precise regulation of temperatures and humidi- 
ties during drying . . . (3) Storage in the rough before dress- 
ing .. . (4) Smooth and accurate sizing on modern high speed 
planers, and . . . (5) Strict final grading. The result is a 


product that richly deserves its name, “Dargan Superior fine 
Finish”. 


Available in straight or mixed cars or trucks. Write Drawer 769-C. 


DARGAN LUMBER MFG. CO. 


Gang Mill — Dry Kilns — Planing Mill 
CONWAY, SOUTH CAROLINA 
A Section in the Dargan Dry Stock Sheds 


FINISH » CEILING * FLOORING +» SIDING’ * BOARDS D=DADCAR =< MOULDINGS * -RESAWN BOX & CRATING STOCK 
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AT GEE'S BIG SHOW ... SURGES TOWARD ... 


Home Show 
Pushes 
Do-it-Yourself 





An estimated 30,000 people re- 
cently jammed the entrance doors 
of the Gee Lumber Co. on Chi- 
cago's southwest side. The three- 
day attraction was Gee’s second EXHIBIT HALL... 
annual home show and 27th anni- 
versary sale. 

About 70 exhibitors were on 
hand to greet the crowds and to 
demonstrate power tools, materials 
and to advise on home mainten- 
ance problems. 


Promotion for the event includ- 
ed a movie on TV from last year’s 
show, six full-page ads in a local 
naper, plus various direct mail 
pieces. 
Sales: not yet tabulated but 
well ahead of average. 
Given away: 11,000 hot dogs, 
12,000 soft drinks, 12,000 cups of 
ice cream SEES POWER RABBETING ... AND PAINT ROLLING... 


LINGERS OVER LANDSCAPING... TAKES HOME BAMBOO SHADES... OR CLOSET POLE... 
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/ 
ROSEBURG’S 
ADJOINING (4 
PLYWOOD PLANT 


_ AND - 
- SAWMILL 


You enjoy the finest manufacturing and ship- 
ping facilities if you put your lumber needs to 
Roseburg! Roseburg’s adjoining plywood plant 
and sawmill give the fastest possible service 
your exact requirements are loaded into 
your car simultaneously from both plants. And 
both plants are new and efficient for precision 
production at high volume of Roseburg’s choice 
old-growth timber. 
There’s no better combination for quality and 
service. Call on Roseburg today! 


MIXED CARS 7O SUIT YOUR NEEDS 
Kiln-Dried Douglas Fir Dimension, 
Boards and Bundled Uppers 
a 
Fir Plywood, Both Interior and 
Exterior Grades 


Dealers! Roseburg’s timber comes 
from the Umpqua Valley in the 
heart of Douglas County. Douglas 
County has the largest stand of 
virgin timber in the U.S. today 

further assurance that Roseburg 
products will please you and your 
customers through the years. 


ROSEBURG 


LUMBER CO. 


Gen'l. Offices & Sales 
ROSEBURG, OREGON 
Sawmill, Plywood Plants 
DILLARD, OREGON 
PHONE: 3-5561 
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For once 


*/ THE EASY WAY 


pays off best 





OLOR PLAN 


...makes it easy for you to stock stained red cedar 
sidewall shakes, sell them faster, and wind up with 
a bigger profit figure. 


You stock only ONE item... Creo- 
Dipt Pryme-Shakes which are fac- 
tory stained in one prime color. No 
large inventory of assorted colors 
necessary. No need for segregcting 
shipments. No more inconvenient 
and costly “special order” trips for 
out-of-stock colors 


You sell on the basis of TWENTY 
finish colors...Creo-Dipt Fynal 
Kolor for the finishing coat can be 
shipped on your order direct to 
customer. 


A small stock of Pryme-Shakes starts many jobs. Balance can be 
delivered as needed without worry about customer color match 
complaints. Returns are no longer a bother since they can be re 
sold on the next order 


Handling stained shakes in factory finish color or as a specialty 
item increases your costs, often loses sales because of delays 


Use the easy Optional Kolor Plan way to build a better stained 
shake business 


FREE counter cards, color charts 
and data sheets for stocking dealers. 


CREQ-DIPT CO., INC.—Dept. AL-63 
North Tonawanda, New York 

Please send me full information on how easily | can increase 
my stained shake busiress with the Creo-Dipt Cptional Kolor 
Plan. Also send name of my nearest Creo-Dipt Distributor 











AMONG THE DEALERS 





MARTIN Ube (o - MONNESOUA ter » 


14 Firms in Nine Day Show 


Fourteen St. Paul metropolitan 
lumber dealers, all subscribers to 
St. Paul’s Lumber Service Bureau, 
were represented in one _ booth 
when the city held its annual 
Home Show, April 4-12. 

The booth was planned and set 
up by the Lumber Service Bureau 
under the direction of W. E. Gits. 
The Bureau offers its services to 
dealers who are interested in ob- 
taining better public relations, es- 
pecially of the home show vari- 
ety. 

Ideas for remodeling, 
expansion and alteration were 
stressed by the booth. Materials 
from various yards included wall- 
board, acoustical tile, plywood, in- 
sulation plank, combed 


repair, 


redwood 


Club to Hold August 
Woodsmen’s Carnival 


A newly formed organization 
comprised of lumbermen from up- 
per Pennsylvania and lower New 
York has scheduled its First An- 
nual Carnival for August 15-16 at 
Cherry Springs Park, Coudersport, 
Penna. 

The carnival is being sponsored 
by the Penn-York Lumbermen’s 
Club, a grup of retailers, whole- 
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and knotty pine and spruce. 

In addition, the Service Bureau 
set up an adjacent booth for the 
purpose of showing some 20,000 
nieces of literature supplied by na- 
fional building material associa- 
tions. Because of the multiplicity 
of manufacturers that would have 
been involved, the Bureau felt it 
more practical to use association 
material. 

To give each of the 14 yards a 
chance to do its own promoting, 
the Bureau used rotating shifts 
an afternoon and evening shift 
each day, with two men from two 
yards at each session. 

Thus all yards got a crack at 
promoting the remodeling and re- 
pair market to the public. 


salers, mill owners, lumber in- 
spectors, furniture and wood prod- 
uct manufacturers. President of 
the club is Harold McFarland, 
Black Forest Hardwood Co., Cou- 
dersport, Penna. 

Two-man chain sawing, two-man 
crosscut sawing, log rolling, log 
chopping and _ horse-pulling are 
among the featured contests of the 
two-day outing. Winding up the 
carnival will be a woodsmen’s ball 


at the Coudersport Country Club. 

Since its inception three years 
ago the Penn-York Lumbermen’s 
Club has grown steadily. Anyone 
may join it for a membership fee 
of $5.00. It now numbers well over 
a hundred members. 

The Club was formed to pro- 
mote the Pennsylvania and New 
York lumbering industry and to 
point the way for the “small man”’ 
in the industry. 

Pennsylvania ranks fourth in the 
nation in the number of active saw- 
mills. sixth in the total number of 
hardwood lumber sawed. 


Leggingwell Leads 
Kansas Dealers 


W. O. Leffingwell, Manhattan. 
Kan. dealer, was elected president 
of the Kansas Lumbermen’s Assro- 
ciation at its two-day convention 
in Salina, April 22, 23. Leffingwell 
succeeds Dean Newbury of Nor- 
ton, who becomes ex-officio mem- 
ber of the board. 

Henry Wildgen, Hoisington, was 
elected first vice-president and 
Loren Wolf, Mankato, was named 
second vice-president. 

Directors named were George 
Fullington, Clay Center; Dwayne 
Larson, Salina; William Birkey- 
bile, Ellsworth, and Carl Edwards 
McPherson. Hold-over directors 
are Nick Wasinger, Hays, and A. 
E. Nickelson, Emporia. 

Among the three speakers fea- 
tured on the program was Gordon 
Lawler, managing editor of the 
American Lumberman, who _ dis- 
cussed the dealer possibilities in 
the new _ do-it-yourself market 
sweeping the country. 


That Old Debil 
Freight Rates 


A letter from Cecil M Gibson, 
dealer in Sapulpa, Okla, has a fa- 
miliar ring to dealers everywhere: 


We received a car of fir dimen- 
sion from Coos Bay, Oregon, on 
which the freight is deductible from 
the invoice. 


The freight bill came to us at 
$1.356.56 which would leave only 
$475.44 to the industry or manufac- 
turer for growing it, buying it, saw- 
ing, planing, loading in car and 
costs of office expense. 


On checking the freight bill we 
found the RR had overcharged us 
$173.79, but after correcting this 
we find the seller getting only 
$649.23 for all his efforts on this 
car. 
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Now we say (TAINT) right that 
we and the whole industry should 
shoulder the blame of the high 
prices of lumber when all that is 
high is the hauling. 


Show this to your customers 
when they complain about prices. 


Californians Hear 
Crack Salesman 


Los Angeles’ Hotel Statler was 
convention headquarters for the 
36th Annual Lumbermen’s Meeting 
and Trade Show, April 7-9. Fea- 
tured speaker on the second day’s 
program was Robert A. Whitney, 
president of National Sales Execu- 
tives, Inc., New York, who spoke 
on selling and developing markets 
for building products. 

Everett C. Parker, president 
Patten Blinn Lumber Co., Los An- 
geles, spoke on business stabiliza- 
tion and related problems. 


Cape Girardeau Host 
To Missouri Dealers 

The Missouri Retail Lumber 
Dealers Association held its forty- 
fifth annual convention at the Mar- 
quette Hotel in Cape Girardeau, 
March 27. Well over 100 dealers, 


sales representatives and 
wives were represented. 

Former president John Kiefner, 
Perryville, was succeeded ' by 
Charles Conn, Sikeston. Other of- 
ficers were John Sturm, St. Clair, 
vice-president; W. T. Nethery, 
Hayti, secretary-treasurer. Direc- 
tors elected for three years: Floyd 
Buckner, Flat River, and Jewel 
Marsh, St. Louis. Paul Moreau, 
St. Genevieve, was elected for one 
year. 


their 


Texas Firm Fights Fires 
With Airplanes, Radio 


The Southern Pine Lumber Co., 
an affiliate of the Texas Lumber 
Company, is building a radio con- 
trol system to coordinate fire-fight- 
ing in the eastern Texas 
around Diboll. 

Last year fires destroyed 315,- 
000 acres of valuable timber land 
in Texas, or the equivalent of 
78,750 frame houses. 

The company now has a fleet of 
giant tractors, firelane plows, trou- 
ble-shooting jeeps and airplanes 
or about 50 mobile air and ground 
units. 

These will be dispatched and co- 


area 


ordinated from the 500-watt, 290- 
foot tower at Diboll. The station, 
the only one of its kind in Texas, 
will have a range of 75 miles. 


Arkansas Elects Howlett 


Byron Howlett of Monticello, 
Ark., was elected president of the 
Arkansas Association of Lumber 
Dealers at its 49th annual conven- 
tion in Little Rock. Also elected 
were the following officers: Robert 
R. Stair, Little Rock, first vice- 
president; Frank D. More, New- 
port, second vice-president; and 
Peter P. Hiegel, Conway, third 
vice-president. 

Elected directors for the coming 
year were H. E. Manning, West 
Memphis; John Paul Hammer- 
schmidt, Harrison; Lara Hitt, Pine 
Bluff, and W. R. Comer, El Dor- 
ado. 

R. L. Sweet of the Sweet Lum- 
ber Co., Kansas City, was one of 
the featured speakers on the pro- 
gram for the second day. His topic 
was “Selling Contractors.” 

At the concluding session a total 
attendance of over 350 dealers and 
sales representatives was reported. 





WEST COAST 
UPLAND HEMLOCK 
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v=, 4 OREGON-AMERICAN 
. . ies J iJ 2 
: pactlities are complete 
Behind each order placed with Oregon-American stands the great, modern 


O-A plant—producing 300,000 feet daily of the finest lumber available. 
Everything you need in Kiln Dried West Coast Upland Hemlock and 


old-growth Douglas Fir is here—qual- 
ity manufactured and carefully in- 
spected in every production phase. 


Tell us your requirements. We know 
Oregon-American lumber will please you. 





Flooring, Dimensions, Boards, etc, 


OREGON-AMERICAN LUMBER CORPORATION Vernonia, Oregon 
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WITH MANUFACTURERS AND WHOLESALERS 


LUDMAN'S NEW MIAMI PLANT 
production of aluminum windows 


uses jalousies, has 1,250-ton extrusion 


press foi 


MAX HOFFMAN 


World’s Biggest Jalousie Plant by Ludman 


The booming demands for Lud- 
man windows and jalousies has al- 
ways been greater than the supply, 
but this month the Ludman Corp. 
moves into what is believed to be 
the world’s largest manufacturing 
plant devoted 100% to the man- 
facture and production of awning 
windows and jalousies. This ultra- 
modern, streamlined one-story 
structure of masonry, steel and 
glass is located on the mainline of 
the Seaboard railroad in North 
Miami. 


Materials Handling Chart 

The Kornylak Engineering Corp. 
is offering a Materials Handling 

Mquipment Reference Chart de- 
scribing its full line of materials 
handling equipment. 

The chart is prepared in a handy 
to use form suitable for either wall 
mounting or folding to 8x11 for 
easy filing. 

For quick reference its 50 illus- 
trations of materials handling 
equipment are classified into ““Pack- 
age Handling,” “Bulk Handling,” 
“Roller and Wheel Conveyor,” 
“Monorail,” “Storage Equipment,” 
“Power and Hand Trucks,” “Truck 
Accessories,’ “Cranes and Hoists” 
and “Chain and Cable Conveyors.” 


Furnishes Lumber for 
Cricket Crates 


The Hoge Lumber Co. of New 
Knoxville, Ohio, has a business that 
sometimes causes anxiety to its 
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A continuous wall of Ludman’s 
Auto-Lok windows on all four sides 
of the plant give plant workers and 
other employes control of maxi- 
mum natural light and ventilation. 
Specially designed by Ludman’s 
own staff of window engineers, the 
windows will provide an excellent 
example of Auto-Lok installation 
for builders, contractors and arch- 
itects alike. 

Another unique feature of the 
plant structure is in the use of a 


two-level roof design. Originally 
planned for skylights, the second 
roof level is to contain a continu- 
ous strip of clerestory jalousie win- 
dows for better control of lighting 
and ventilation. 

According to Max Hoffman, Lud- 
man’s president, the new plant will 
enable the company to step up its 
production, expand its hardware 
line and assume greater leadership 
in window research and engineer- 
ing. 





owners. They never know what to 
expect, it seems from their current 
orders. 

One day it’s ship timbers. An- 
other day it’s boxes. 

The most recent unusual order 
to come is for cricket crates. A 
customer has a going business of 
his own supplying crickets to fish- 
ermen. 


New Upson Process 
Stops Swelling 


Dr. W. P. Ericks, research di- 
rector for the Upson Co., makers 
of wallboard products, recently an- 
nounced that his company has de- 
veloped a _ process for treating 
wood and other cellulose to elimi- 
nate expansion and contraction. 

The process involves treating the 
material with a by-product of alkyd 
resin manufacture formerly 
thought to have little or no com- 


mercial value. The compound doer 
not change the structure or ap- 
pearance of the cellulose in any 
way, Ericks advised. 

The result of five years of re- 
search, the process is said to be a 
“basic development of far-reaching 
importance” to those industries 
which depend on wood and wood 
products, Ericks said. It will give 
dimensional stability to these prod- 
ucts and put them on a par with 
other engineered materials. 


Electric Heating Cuts 
Installation Costs 50% 


A new forced warm air heating 
system for the home is being mar- 
keted by Electrend Products, St. 
Joseph, Mich. Consisting of one 
7-foot wall heater per room, the 
Electrend system can be installed 
in a basementless five-room house 
for approximately $775, according 
to the latest tests made at the 
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With the Electrend system the 
layer of warm air near the ceiling 
is drawn into the upper grille of 
the unit by @& suction fan. The air 
is then passed over a heating ele- 
ment and is forced out of the low- 
er grille along the floor of the 
room. The heat loss through the 
ceiling is reduced, and no heat 
goes up a chimney or is otherwise 
iost through long ducts. 

In the St. Joseph model house, both single-axle and dual-axle 
EKiectrend units require a total oi drive. The single-axle type has a 
4,400 watts for ali the rooms in 25-foot deck length with a turning 
the house, or the equivalent of an Wheelbase of only 14 feet 11 inches 
electric range in the kitchen. giving it an extremely high ratio 


! 


d 
oly of maneuverability for the length 
— —< | New Flat-Top Truck pt: 
? 1e dual truck has a _ 30-foot 
NY ? Has 30-Foot Deck deck and a 17-foot wheelbase. Pay 
, A heavy-duty cargo truck that loads are 10 tons for the single- 
company’s model home in St. Jo- looks like a highway-borne air- axle and 15 tons for the dual-axle. 
seph. craft carrier is now being manu- The engine, a_ 150-horsepower 
Electrend units are specially de- factured by Murty Brothers, Port- White, is mounted under the cab. 
signed for basementless ition land, Ore. The truck, which has a The cab itself is 32 inches wide, 5 
They are also suited to cottages, huge steei deck broken only by the feet deep, and has an intercity bus- 
motels. cabins and similar struc- “island” formed by the cab in the type seat with four adjustments, 
tures. They eliminate the expense left front corner, is designed for accommodating the biggest drivers. 
of complicated ducts, a chimney, carrying pipe, lumber, structural The steel deck plates are mount- 
furnace or fuel tank. steel and other long, bulky cargo ed over a heavy wood bed, which 
One or two of these units are that would otherwise require a is carried on heavy steel frame 
all that is needed to heat a newly tractor and _ semi-trailer. rails running the full length of the 
remodeled attic or recreation room. The Murty flat-top is made with truck. 
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HANDLING “IN THE ROUGH’? © MAXIMUM FLOTATION with 
CHECK THESE 6 ADVANTAGES OF Oversize Tractor Tires. 


TRA T LI FT @ GREATER TRACTION. 
Cc O- u " @ INCREASED UNDERNEATH 


TRACTO-LIFT combines the power of a heavy duty industrial CLEARANCE. 
tractor with the efficiency of a fork lift. The results? A versatile e MORE RUGGEDLY BUILT than 
unit that literally “Goes Anywhere and Does Anything!” any other Fork Lift. 
Concrete block, slabs, stone, © CLIMBS INCLINES up to 20%, 
regardless of load or the —_— 7 © MORE POWER and PICK-UP. 
terrain Tracto-Lift can handle 
it faster, easier and better. } 
Yet for all its advantages, j 
this unit costs less than any §& | 
other fork lift of equal size , itd 
and capacity. <a 
Lifting capacities—3,600 to 15,000 Ibs. 
Fork lengths—30-108” in 6” variations. 
Lifting. height—10’ to 25’. 
Parts and service for Tracto-Lift available throughout 
the world. 
Complete line of versatile attachments. 
WRITE TODAY FOR COMPLETE SPECIFICATIONS 
AND ILLUSTRATED FOLDER. 


i 
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Heavy Florida 
Pine Reforestation 


Florida is making giant strides 
in reforesting. Consider this figure: 
33,691,243. That’s the number of 
pine seedlings grown in state nur- 
series last year and distributed for 
planting by woodland owners. 

Yet the total was barely half the 
67,000,000 seedlings ordered from 
the Florida Forest Service. The 
supply had to be rationed. So now 
the Forest Service is planning to 
raise 50,000,000 trees next year. 
Even that quantity probably won't 
be enough to fill the demand. 

The 33,691,243 seedlings set out 
last year do not include several 
million grown and planted by pri- 
vate concerns. 

All this spells a sure increase in 
the present $273,000,000 annual 
income to Floridans from wood- 
lands. It also proves that progres- 
sive Floridans are looking to the 
future. Pine trees don’t grow in a 
day, but forest-minded landowners 
have their eyes on the years ahead. 


Douglas Fir 
Production Up 


Aided by an open winter, Doug- 
las fir sawmills report production 
for the first four months of the 
year is up more than 200 million 
feet over the same four months of 
last year. 

Lumber inventories have been 
rising in recent months, according 
to Harris E. Smith, secretary, 
West Coast Lumbermen’s Associa- 
tion. They are up some 40 million 
feet since the first of the year, and 
110 million feet since May 1 of last 
year. The inventory increase about 
eauals the total of production over 
shipments. 

Weekly production in April av- 
eraged 218,524,000 board feet, 
which was five million feet below 
weekly averages for March, Smith 
said. 

The weekly average of West 
Coast lumber production in April 
was 218,524,000 b.f. or 115.1% of 
the 1948-1952 average. Orders 
averaged 234,444,000 b.f.; Ship- 
ments 226,028,000 b.f.; Weekly av- 
erages for March were: Production 
223,146,000 b.f., 117.5% of the 
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- New Rental Housing in Declining Volume 
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1948-1952 average; 
658,000 b.f.; Shipments 219,716,- 
000 b.f. 


Orders 220,- 


Orders Off 
In Tacoma Area 


Logging and lumbering weather 
has been good throughout the Pa- 
cific Northwest for the past fort- 
night and operators are continuing 
to take advantage of the situation 
to make hay while the sun shines, 
but not too hotly. In other words, 
they are building their reserves 
against unfavorable producing 
weather that may not be too far 
around the corner. 


Orders for outside delivery have 
not been running high for this sea- 
son of the year, dealers apparently 
still being reluctant to build up 
their stocks in the face of an un- 
certain market. In contrast, local 
business has been somewhat better 
than usual as far as the Tacoma 
market is concerned as local con- 
struction is maintaining a good 
volume, particularly in rural areas. 

There seems to be better than 
average interest in parcels of gov- 
ernment owned timber that will be 
offered for sale at public auctions 
to be held early in June. 

State Land Commissioner Otto 
Case announced this week that 
more than 37,000,000 feet of state 
owned timber will be sold June 2. 
This timber, he said, is valued at 
approximately $609,000. The state 





Source of Data: United States Bureau of Labor Statis 
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has fixed a minimum appraisal on 
one of these blocs of $263,162. 

The timber will be sold on a 
scale basis, where the buyer pays 
the state a certain amount per 
thousand board feet cut, the first 
sale of state school timber by this 
method. Formerly such sales were 
made on prices fixed prior to cut- 
ting. <A total of 5,687,000 board 
feet of timber in the Olympic Na- 
tional forest will be offered to the 
highest bidder at a salvage sale at 
Quinault June 8. 


Disturbed Market 
In Seattle Area 


The fir market is weak with 
green dimension quoted $1.50 low- 
er. Shingles and cedar siding are 
“up or down from day to day.” 
Pines are steady and firm. Spruce 
is steady with good demand for 
low grade boards. Plywood is much 
in demand. 

Business placed continues to de- 
pend on the order fitting. Conces- 
sions are made for desirable or- 
ders. It is hard to pin-point prices 
due to the many fluctuations. 

Shop items have the largest call 
in the pine markets and in addi- 
tion to boards there is more activ- 
ity in spruce dimension due to 
more plentiful stocks. In the shin- 
gle market curtailment has put 
the mills in a more independent 
position. No. 2 5x are firming. 
Royals are scarce. In both the 
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shingle and siding markets the 
trade will take cars if loaded. 

Log prices are steady and un- 
changed. Significant is the virtual 
disappearance of No. 1 fir logs 
from the open market. In 1952 one- 
half of one percent of the total 
fir was graded No. 1 and of this 
percentage 39.5% was used as 
peelers in the three peeler grades. 

Plywood orders are running at 
the rate of 70 million feet a month. 
In the first 18 weeks of 1953 one 
billion 200 million was placed and 
it is estimated here that the year 
will show over three billion and 
may reach three and a half. More 
and more plywood is being used in 
place of common boards and ship- 
lap. 

Inventory of logs shows a de- 
crease for the month of April due 
partly to reiuctance to start oper- 
ation on the part of Cascade high 
camps in the face of the large in- 
ventory of February and March. 
Puget Sound on May 1 reported 
386 million feet or 24 million less 
than on April 1. A year ago the 
total stood at 394. Grays Harbor 
with 87 million went down four 
million. A year ago the inventory 
was higher with 91. Columbia 
river, reporting 411 million feet, 
made the same drop as Puget 
Sound, namely 24 million. A year 
ago the river area had 417 million 
feet on hand. 


Kansas City Market 
Reflects Rainy Weather 


Business in yellow pine lumber 
in the Southwest in the last few 
weeks has been very slow for this 
time of the year, but observers are 
inclined to believe that an improve- 
ment will take place shortly. Work- 
ing against a faster movement of 
lumber to consumers has been the 
weather. Heavy rains have cut 
deeply into home construction and 
also have reduced logging opera- 
tions to a minimum. 

Reports from _ some interior 
points in the district are to the 
effect that mills will have to cur- 
tail operations unless the weather 
takes a turn for the better and 
logs can be shipped to the mills. 
Partly because of the low inven- 
tory condition throughout the 
area, prices have been able to hold 
firm and have not been reduced. 
Normally a slow market, such as 
experienced in recent days, would 
bring about price cuts. 

Mills in the Southwest are some- 
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what disturbed by the increased 
competition offered by the west 
coast mills, which have been sell- 
ing a considerable amount of No. 
3 and No. 4 fir to yards normally 
buying No. 2 yellow pine. There 
has been more than usual interest 
in lower grades of fir boards in 
the Southwest because of the price 
differential between fir and yellow 
pine. 

Lumber yards are beginning to 
make more inquiries for stock, re- 
flecting inquiries on the part of 
contractors who expect to step up 
home building now that the financ- 


















































































NOW you can offer your prospects a wide 







increase in interest rates permit- 
ted on FHA homes. 

Statistically, the southern mar- 
ket is in good shape. Order files 
generally are for a two-week pe- 
riod. It is significant that buying 
is for immediate need and, when 
mills cannot make prompt ship- 
ment, the order is lost. Some can- 
cellations are reported where mills 
cannot ship promptly. This indi- 
cates that lumber is moving direct- 
ly to the job and is not going into 
stock. 

The real spring buying has not 
opened up as yet, so say lumber 
officials of mills here. 











range of plywoods ... a choice of AETNA- 


PLY products from mills all over the world 


. a sure-fire way to increase sales. 


With AETNA as your supplier you never 


AETNAPLY PRODUCTS 
7, 


Plywood 
Hardwood and 
Fir in all sizes 
and grades 


Over 50 species of 
Plywoods and Veneers 
Foreign and Domestic 


Cupboard and mane 


Flush Doors 


miss a sale for lack of variety in species, 
grades or sizes (standard, odd sizes, cut to 
—— size}. Whether you want Decorative or 
Utility plywoods — Interior or Exterior — 
if it’s plywood you can bet AETNA has it! 
You can sell plywood from all over the 


world and still keep your inventory low. 
AETNA’S 24-hour Shipping Service is 


Glues and , 
Sealers veared to fill orders fast . . . quicken your 
rd turnover... EXPAND YOUR SALES. 


24-hour shipping 
| service 


Write for Aetna’s New Price Lists TODAY! 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue * Chicago 22, Ill. 


ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


Call AETNA for PLUS VALUE in PLYWOOD 






























Lumber Orders lent to 53 days’ production. Southern Pine 






















For the year-to-date, shipments 

6.6% Below Output of reporting identical mills were The 122 mills belonging to the 

Lumber shipments of 496 mills 1.0°, above production; new or- Southern Pine Asosciation report- ‘ 
reporting to the National Lumber ders were 6.8°7 above production. ed that orders totaled 19,320,000 
Trade Barometer were 0.5% he- Compared to the average cor- feet for the week ending May 9. 
low production for the week end- responding week in 1935-1939, pro- Orders were some 2.48% above 
ing May 9, 1953. In the same week duction of reporting mills was production for the week. Produc- 
new orders of these mills were 57.7% above; shipments were tion was 18,853,000 feet, some ; 
6.6% below production. Unfilled 18.7°; above; new orders were 10.70% below the three year aver- 
orders of the reporting mills 10.1°7 above. Compared to the age. Shipments ran to 18,897,000 
amounted to 45% of stocks. For corresponding week in 1952, pro- feet, down 3% from the same week 
the reporting softwood mills un- duction of reporting mills was in 1952. Orders on hand totaled 
filled orders were equivalent to 25 26.9 above; shipments’ were 54,892,000 feet, up slightly from i 
days’ production at the current 26.47 above; and new orders were the previous week. 
rate, and gross stocks were equiva- 5.9°7 above. 


Western Pine 






The 108 mills belonging to the 

Western Pine Association for the 

LARGE week ending May 9 reported ship- 

oe — eT ee ee ments that totaled 73,044,000 feet, 
17.7% above production. Last year 


at the same period shipments came 
to 63,643,000 feet. Production was 
mark means on redwood 62,034,000 feet, compared to 50,- 
735,000 feet last year. Orders for 
the week ran to 69,733,000 feet 


°Or 


compared to 73,625,000 feet in 
1952. 
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reliably GRADE-MARKED 
proudly TRADE-MARKED Your Treasurer's Report! 


Some weeks ago, American Lumber- 
man offered to analyze the 1952 finan- 
cial and operating statements for lum- 
ber dealers who chose to send them 
to us, 















Frankly, we were a little embarrassed 


? 

' 
by the number of dealers who were 
interested enough to send their state- 
ments to us. This has delayed the reply 


to each dealer's statement. However, 
every statement will be completed with- 
in two weeks. 







We will soon publish an article show- 
ing the composite operating figures of 
these dealers. The article will also in- 
clude an analytical breakdown cover- 











T ie dealer who features CRA Redwood has no worries about dissatisfied customers. 







For grade-marked, trade-marked, Certified Dry CRA Redwood is uniformly graded, milled and ing such points as: 

seasoned to assure top quality and dependable performance on the job. That's why far-sighted - spree financial mea 

dealers everywhere feature CRA Redwood—the dependable Redwood processed by the - "-Reta rey pecans Aap : 
e@ Sales and delivery cost compari 

reputable member firms of the sons 


CALIFORNIA REDWOOD ASSOCIATION 576 sacramento st. san Francisco 11 @ What operating management takes 


out of the business for itself. 
Eureka Redwood Lumber Co * Hammond Lumber Co + Holmes Eureka Lumber Co + Northern Redwood Lumber Co 


Watch for this informative report. 
It will be another American Lumber- 
man exclusive! 


Pacitic Lumber Co * Rockport Redwood Co + Simpson Logging Co * Union Lumber Co + Warm Springs Redwood Co 
Willits Redwood Products Co + Wolf Creek Timber Co, inc * Arcata Redwood Co « Coastal Plywood & Timber Co 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. 
a compilation and average of mill prices at press time and should not be con- 


sidered as current on the day the magazine is rec eived. 


The prices shou 


It is 


Id be 


useful in following market trends and as a check on purchases made approxi- 


days before receipt of 


mately ten 


DOUGLAS FIR 


KF ee 
3& Btr - D 
155 ) 105.00 


Vertical Grain 


Ix4 ss 7an o00 
Flat Grain Flooring 
] 


1x4 a 135.00 
1x6 155.00 


93.00 
105.00 


130,00 
150.00 


Drop Siding 
1x6 (Pat 
1x6 (Vat 


2106) 0.00 


=116) 


155.00 1 
155.00 150.00 


110.00 
105.00 


Celling _ 
y4ax4 125.00 


-115-125 


80.00 
80.00 


123.00 
120.00 


Boards and Sh'plap and 2” (Green) 
1x6 1x8 1x10 
65.00 67.00 67.00 
8.00 900 59.00 
51.00 53.00 51.00 


No. 1 
No, 2 


Dimension 
12° 14 16s TRs 
TO.00 T0O.00° 70.00 
GS.00 67.00 70.00 
67.00 65.00 67.00 
G6S.00 67.00) 67.00 
65.00 65.00 67.00 


TO 


67.00 
6. OO 65.00 
63.00 
64.00 
64.00 
64.00 


65.00 
63.00 
63.00 
64,00 
61,00 


64.00 
61.00 64.00 
61.00 64.00 


R/L Only 


61.00 


Dimension 
50.00 
46.00 
43.00 
10.00 
7.00 
» dollars for lumber) 


dry 


RED CEDAR SHINGLES 


Royals 
No 


No. 2 

No. 3 
Perfections 

o 
No : 
No 3 
VXXXNX 
No 1 
No > 
No. 3 


WESTERN RED CEDAR 


Prices for red cedar siding tn mixed 
cars, new dling, @ to 10’ are: 


Ue eled Siding, '5 Inch 
Clear 
80.00 
85.00 
105.00 
135.00 
Clear Bungalow Siding, 
8 inch 170.00 
10) ineh 195.00 190.00 155.00 
12 inch 195.00 140.00 150.00 
Finish Boand Btr. S2 or 48, 
to 10 er Rough 


“ay “Re 
75.00 50.00 
80.00 60.00 
100.00 85.00 

130.00 90.00 

“% Inch 

165.00 125.00 


inch 
inch 
inch 
x8 inch 


x4 
Mmxh 
mx6 
v3 


Celling or Flooring, B and Btr, 
B&Btr [ 
1x2 : 120.00 100.00 
1x4 120.90 115.00 
Dise mouldings 620” 
length 
Series 8.000 
TAstine under 
cent 
Listing 


ount on 


4.00—list plus 


$00 and ove 
per cent 
Clear Lattice, 5/16" x 3/41"°—2' to 18” 
100 11 ft 1.50 


BuitbiInG Propuctrs MERCHANDISER 


the 
market price changes since the last issue 


magazine. 


the Editors. 


WESTERN PINES 


Ponderosa Pine 
5/4 RW 
Selects and 
S2 or 48 Vv4RW 6/4 RW 8 
C&Btr RL 230.00 255.00 
Shop, S28 No, 1 
5/4 ’ errr tT. 
6/4 142.00 


Commons, S2 or 48 
?&Btr. No, 3 


84.00 


84.00 


8S 00 


ix 8 RIL 
1x12 RL 128.00 
Idaho White Pine 
Selects S2 or 48 
1x4 1x6 
0.00 271.00 
39.00 239.00 


Commons, 82 or 48 No. 1 No 
8 157.00 145.00 
1x12 188.00 151.00 


Sugar Pine 

Selects 

S2 or 48 {Ww 5/4RW 8 
3&Btr. | 27 280.00 
Oe testes .00 
DRL.. 5 245.00 


Shop, S28 No. 2 
5/4 : 


1x8 
271.006 
239.00 


” 


os 125.00 
6/4 » o SBT. 125.00 


Bold face listings denote 


4rw 


265.00 


No, 2 


110.00 
110.00 


No. 4 
65.00 


118.00 


118.00 


Rw 
285.00 
280.00 
245.00 
No. 3 
85.00 
85.00 





OAK FLOORING 


Clear Pin 122% x1 a 
White ..18 165.0 1 
Red “188,00 160,00 1 


Sel. Plain 
White 162,00 
Red ....172.00 

#1 Com, 

Pin. White 

& Red ..153.00 
#2 Com, 

Pin. White 

& Red 95.00 


135.00 167.00 
140.00 167.00 


123.00 135.00 


60.00 


#1 Com, 
& Btr 
Shorts 
1%” 


105.00 75.00 97.00 





SOUTHERN PINE 


Vertical Grain Flooring 
t& Ber. 
. 175.00 
Flooring 
160,00 
.190.00 


Flat Grain 
1x4 
1x6 
Drop Siding 
1x6 (Pat. #106) .170.00 
1x6 (Pat. #116).170.00 
Boards & Shiplap 
1x6 
100.00 
No, 2 75.00 
No. 3 60.00 
No. 1 Dimension 
12° 14 16 18+ 
89.00 $2.00 102.00 
85.00 86.00 96.00 
88.00 90.00 96.00 
98.00 99.00 99.00 107.00 
2x1? 104.00 104.00 104.00 115.00 
No. 2 Dimension 
2x 4 82.00 88.00 85.00 
9 6 78.00 79.00 80.00 
2x § 7800 79.00 80.00 
2x19 82.00 83.00 83.00 
2x12 $82.00 83.00 832.00 
No. 3 Dimension R/L Only 
2x 4 Ss.00 
57.00 
56.00 
56.00 
56.00 


160.00 


1x8 
105.00 

77.00 

65.00 


1x10 

115.00 
77.00 
65.00 


No, 1 


90.00 
85.00 
£8.00 


"x 4 
2x 6 
2x 8 
2x10 


95.00 
89.00 
89.00 
89.00 
89.00 


to ee 6s 


162.00 


152.00 


152.00 


77.00 


97.00 


D 
145.00 


110.00 
140.00 
130.00 
130.00 


1x12 

140.00 
80.00 
70.00 


20" 
102.00 
96.00 
98.00 
110.00 
120.00 


95.00 
91.00 
$1.00 
91.00 
91.00 


REDWOOD 


Bevel Siding 

. Clear £ Heart 

. Clear / Heart. 
Clear / Heart... 

. Clear / Heart 
.G. Clear Heart... 
3. Clear / Heart... 
Clear Heart. . 

. Clear Heart. 
Clear 
Clear 


154. 00 
184.00 
207.00 
Hleart 211.00 
\ grade V.G. Redwood 
$5.00 less for ‘4, % and % in above 
Anzne Siding 


Clear All Heart ... 240.00 
Clear All Heart........ 250.00 


Deduct $15.00 for A Grade. 


Siding 
S1Zes 


1x10 V.G. 
1x12 V.G 
Note: 


Finish 


Ix 4 Clear Heart S48 
1x 6 Clear Heart S48 
Ix 8 Clear Heart S48 
1x10 Clear Heart SiS 
1x12 Clear Heart S4S 

Note: A Grade 1x4, 1x8 deduet 
1x6, 1x10 and 1x12 deduct $15. 


165.00 
185.00 
200.00 
215.00 


$10, 





WESTERN HEMLOCK 


Vertical Grain Flooring 
Pa ed 
150.00 


3 ID 
140.00 100.00 


Flat Grain 
1x4 ‘ 
1x6 ‘ ] 

Drop Siding 
Ix6 (Pat 
Ixh «lat 


Flooring 
130.00 25.00 


2 93.00 
55.00 50.00 


100.00 


T5000 
150.00 


145.00 
145.00 


105.00 
105.00 


1g) 
116) 


Ceiling 
5ax4 
1x4 


105.00 100.00 


; 70.00 
.110-120 105 


96.00 


Boards and Shiplap and 

2” (Dry) 
1x8 1x12 
82.00 8&3 00 
77.00 i 60 
56.00 ; 5.00 


1x6 
No. ; . 80.00 
No, : - 77,00 
No. 3 ...... 64.00 
No. 1 Dimension 
16s 
A 
a 
0 
0 
ao 


ol 


z 


sanestenst 

= 
asegsdenes 
05 15 eed st — 
‘= ‘os ? 
E+ 


77a 


Dimension 
7.00 67.00 
67.00 67.00 
69.08 60.00 
“a7.00 60.00 
67.00 67.00 


70.00 
72.400 
69.00 
7.00 
O7.00 


rele 70.00 
o7.00 
Co.00 
O7.00 
67.00 


66.00 
55.00 
53.00 
52.00 
62.06 





ENGLEMANN SPRUCE 


Boards and Shiplap 


(dry) 1xti 
No 2ahRter 110.00 
No s&s $2.00 


No, 


1x8 1x10 
110.00 110060 
82.00 &2 


1xl2 
en On 
84.06 


1 Dimension 
12° 14° 1s 
£0.00 80.00 
50 
50 
50 
50 


No. 2 Dimension 
2x 4 74.50 74.5 50 
2x 6 74.50 74.5 74.50 
2x 8 74.560 74 74.50 
2x10 74.50 4f 74.50 
2x12 74.50 4 74.50 
(Boards graded No. 1, 2, 
price; no price for straig ht 
do not grade out No. 3 dimension sep- 
arately as in fir.) 
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Changing picture 


In the last five years, tremendous changes have been 
taking place which are radically changing the wants, 
needs and buying habits of your customers. If you 
are out to meet and beat stiffening competition, it is 
essential to understand what these changes are-—and 
how they are influencing the lives, preferences and 
decisions of today’s prospects. 

Increasing birth rates all over the country are cre- 
ating a much greater need for larger new homes and 
expandable designs. And a much greater demand for 
adding extra rooms to old dwellings. 

Due to the fastest medical progress in centuries, 
millions of Americans are now living longer, more pro- 
ductive lives than past generations. Result: an even 
greater demand for larger homes and expandable 
plans to accommodate younger and older families who 
prefer living together. This also means an increasing 
demand for a very special type of small home the 
kind that is much easier to maintain financially and 
physically for older people who prefer to live apart 
from their children. 

Enormous advances in insurance plans of all kinds 
are also creating much wider markets for you among 
people looking forward to retirement soon, plus those 
already in semi or total retirement. More and more 
these prospects want small homes planned for safe, 
healthful living from an older couples’ viewpoint. 
Homes that offer maximum convenience and mini- 
mum upkeep in case of prolonged illness. And plans 
which help protect older people from bad falls, from 
unnecessary heart strain and heavy fatigue. 

Another tremendous change influencing today’s 
customers is the return of so many families to spir- 
itual values. Besides creating a much deeper appre- 
ciation of real home and family living, it means a 
much more sober outlook . . . more careful planning 
for family needs and a more intelligent attitude 
toward spending instead of the frenzied grabbing and 
short-sighted buying of a few years ago. 


. . outsell competition 


The tougher competition is, the more imperative 
it is to appeal to your customers’ strongest self-in- 
terest. To feature the things your prospects want 
most from their own viewpoint. In today’s market, 
this can be done in only one way. Because consumer 
tastes and buying habits are constantly changing, it 
is necessary to keep chanjing your advertising and 
merchandising appeals. 

How about you? Are your promotional angles 
really timely? Or are you using the same old appeals 
you used one year ago... or even five years avo? 

Ads and sales letters that merely talk about prod- 
ucts and services in general don’t pull nearly the re- 
turns that timely “Problem Copy” does. Highly per- 


by Norm Advertising, Inc 
New York, N. Y. 
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sonalized copy based on the individual needs of a very 
specialized prospect group like newly-weds — couples 
with small, growing children — or older folks. 

More than ever this is the time to run newspaper 
ads and send out promotional material that drama- 
tizes Family Problems. For example, begin each ad 
with a live-wire, human interest angle such as this 
one: 

“Going mad trying to pack the new baby, 
Gramp and Grandma into your house? For 
only §$........ a month, you can add a ....x 

room to your home. Includes all materials, 
expert plans and labor. We arrange every- 
thing at no extra cost. See us right away.” 

Notice how carefully this copy reaches out and 
selects your best prospects for an additional room 
the overcrowded family, with several generations get- 
ting in each other’s way! Note, too, how fast this 
copy starts off—how quickly it comes to the point- 
and how much it says in small, low-cost space! Im- 
mediately it puts an extra room within the realm of 
real possibility—offers your readers something worth 
investigating. 


. . . extra pulling power 


In a seller’s market, it’s easy to make a good profit 
merely by using straight product promotions. But in 
a buyer’s market—with top-quality materials plenti- 
ful everywhere—this is not enough. Today, it is more 
important than ever before to sell people on your 
organization as a whole. Not only on your contact 
men, but on your planning and financing experts and 
other important members of your team. 

Here is how you can make your yard stand out 
from competition and give the public much stronger 
personal reasons for choosing your vard. In your 
newspaper advertising, publicity, mailing pieces and 
window display cards, start putting much greater 
emphasis on your staff's qualifications to help with 
any building, modernization or redecorating problem 

For example, have your staff members taken any 
new courses in planning recently —- presented any 
papers at important conventions — presided at any 
regional conferences on planning and financing? Are 
you continually adding new talent and new experi- 
ence to your staff? Often the first in your commu- 
nity to offer new services and conveniences to the 
buying public? 

These are just a few of the confidence-building. 
prestige-making points that help to establish you 
as an authority in the public’s mind . . . the kind of 
points that should appear constantly in your news- 
paper publicity and other promotional material. Few 
people realize how well-qualified lumber dealers are 
to hel» them turn first to the architect, banker, 
contractor or speculative builder for service and 
service. 

Nor do they realize how versatile your staff is— 
that your people are qualified to adapt stock plans 
to indiviudal needs and render important inspection 
service during construction, for example. The tougher 
competition, the more important it is to advertise 
and publicize these points —- to make the most of 
everything you have to give! 
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Spraying by Plane 
Our Future Crop of Timber 


INSURANCE 
FOR YOUR FUTURE NEEDS OF 


@ HARDWOODS 
@ WHITE PINE 
@ HEMLOCK 


DEFEND YOUR TRADE with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 





Air-dried QUALITY LUMBER  Kiln-dried 








You'll find it 
profitable 


to Sell Stewart 
Nationally Advertised 
Products 


Stewart products are 
good selling items for 
building supply dealers 
because they are al- 
ways in demand. If you 
are not getting your share of this 
business, write for literature and 
get acquainted with the Stewart 
line. Dealers everywhere are mak- 





Chain Link Wire Fence 











ing extra profits through the sale 
of Stewart products. Write for 
catalogs today. 










































































Lz ’ 
Iron Picket Fence 
Other Settees, Flagpoles tits tat ts Fititet, 


Steel Folding 
Stewart Gotes 
Money ye ya 
Makers Bronze Plaques, 


Wire Mesh 


THE STEWART IRON WORKS CO., INC. Partitions 


2051 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 


IRON ana WIRE 
) Bh oF 
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PUT 

IDLE 
FLOOR 
SPACE 

TO WORK 


... With this “Silent Salesman” 
demonstrator which has proved its 
amazing selling power for many dealers 
all over the country. 


You don't have to pay this ‘Silent Salesman” 


| one cent for the extra volume, either! It makes 


sales of Gate City Windows EASIER, 


| QUICKER and MORE PROFITABLE! 


Now you can easily DEMONSTRATE the features 
that have made Gate City the MAJOR wood 


| awning window in the field. 
| ACT NOW...mail the coupon for full 


information! 


Gate City 


Perma-Treated 


“woop AWNING WINDOWS 


Send Coupon for Dealer Information 


i GATE CITY SASH & DOOR CO. 
"Wood Window Craftsmen Since 1910” AL-6 
P.O. Box 901, Fort Lauderdale, Florida 


Please send me Dealer literature and information 
on Silent Salesmen"’ demonstrator units. 


Nome 


Address 


! City — iene icasectshasidiiican 


Lewes eee ee eee ool 
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HIGH SPEED STEEL 
$1218 12X¥aX025X18T 


Since 1880 a 
BETTER BLADE 


Lata ell 


SHARPFLEX 


GRIFFIN 


: Hand Hack Saw Blades 





: 
: 
G 


G. W. GRIFFIN CO. 


Franklin, New Hampshire 


Sales Representatives: 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N.Y. 








Ju ne 


What's YOUR Answer? 


1—-Plain, embossed and cross 
crimped are three types of alumi- 
num roofing offered by what ad- 
vertiser ? 

2—What’s one of the best ways 
to compensate for gross mark- 
downs? 

3—Palletized flooring ‘‘to save 
time, money and space”’ is adver- 
tised by what manufacturer? 

4—-Among the latest to use 
American Lumberman’s banners 
and ad mats is what Salina, Kan., 
firm? 

5-——-What advertiser now makes 
it possible for you to carry a small 
stock of shakes and one _ finish 
color? 

6—-As compared to 1952, how 
well are this year’s FHA applica- 
tions running? 

7—Levelall is a simple device 
designed to take the place of what 
expensive engineering instrument, 
according to the advertiser? 

8—What are the four words 
that are most likely to sell Rilco 
buildings, to quote the Rilco ad? 

9-—The University of Illinois 
was recently host to the Lumber 
Dealers Research Council for what 
important reason? 

10—For a tool to bring success- 
ful returns as a rental item, how 
many days per year should it go 
out? 

Answers on Page 126 
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WHAT’S NEW 


Products .... Sales Aids... . Literature 
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New Aluminum Ladder Line 

Oro-Lite is the new line of alu- 
minum ladders said to _ provide 
amazing safety, durability and 
portability for roofers, painters, 
contractors, homeowners, etc. The 
Oro-Lite aluminum extension lad- 
der, shown here, is made of 61 ST 
aluminum throughout. Side rails 
are 2!.”"x","x.065” wall - tubing, 
rectangular extruded and drawn. 
Rungs are 1” in diameter, ribbed 
for safety and added strength. 
Joints are of special design (patent 
applied for) and have no bolts, 
rivets or welds. Slide Guides 
two sets for added strength and 
rigidity. Bottom brackets are 
heavy duty extrusions. Safety 
shoes are optional at slight extra 
cost. This extension model is also 
available with hooks. Write Oro 
Manufacturing Company, Dept. 
AL, 20 N. Wacker Drive, Chicago 
é, Til. 





Budget-Friced National Locks 


“Series 440 National Lockset is 
the oustanding new budget-nriced 
lock for every home in the block,”’ 
says the Nativual Lock Company, 
in describing the newest addition 
to its line of “Distinctive Hard- 
ware ... All From One Source.” 
This new reasonably-priced series, 
together with the popular deluxe 
Series 410 National Lockset, gives 
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t':e dealer an excellent opportunity 
to supply every customer need. Ac- 
cording to the manufacturer, ‘‘440” 
is engineered with the same skill 
and precision craftsmanship that 
have made Series 410 such an ag- 
gressive sales leader. Key locks, 
curnbutton locks, pushbutton locks, 
privacy locks and knob latches are 
all available in the new series. 
"nob and rose are made of brass 
bronze or aluminum. A!'l working 
parts are rust-proof, selected co!d 
roiled steel. Write National Lock 
Company, Dept. AL, Rockford, Il. 
pera 
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New Garage Door Hardware 

Track-type hardware for over- 
head garage doors using new engi- 
neering features to make it noise- 
less and space-saving has been 
announced by the Tavart Com- 
pany. A factory lubricated roller 
bearing at the main pivot and 
double-row ball bearing spring sus- 
pension, are among the new engi- 
neering features. Now in produc- 
tion, Model No. 521 is the first size 
produced in the new “500” series 
which is intended for either one- 
piece prefabricated, or custom- 
made overhead doors. Genera! 
manager, Glenn Varley said the 
firm has designed its new track 
series so that not even measure- 
ments are required for installation 
Extra heavy springs are said to 
be an important factor in the gen- 
eral efficiency of the hardware 
They are made of oil-tempered 
wire, coiled and normaiized. A 
novel sliding pressure clamp per- 
mits fine adjustments not believed 
possible with customary fixed posi- 
tion adjustments. The spring ten- 
sion adjustment nut is placed so 
that it can be turned with ordinary 
pliers while the operator is in a 
standing position. Write Tavert 
Company, Dept. AL, Paramount, 
Calif. 


Ferguson facilities and the 
“know-how” gained by 60 
years’ experience are your 
assurance of quality prod- 
ucts . . . accurate grades 
... honest value. 


Our 17 mills give you 
prompt, efficient service 
and the diversified prod- 
ucts of these mills mean 
your special needs are in 
stock now. 





QuAUTY LUMSEp 
wire 
today! 













FERGUSON 
LUMBER COMPANY 


Phone Chestnut 8646 


St. Louis, Missouri 


New Snap- of ¢ Cover 


Introduced to appeal to women, 
the new paint rollers offered by 


The Wooster Brush Company in 


its DeLuxe and Scotty lines, fea- 


ture covers with a snap-off, snap- 
on action that enables users to 
actually make cover’ changes 
without touching the cover being 
removed. New nylon end caps of 
special design make this possible. 
A press of the thumb against the 
inside end cap releases both end 
caps from their locked positions 
and permits the cover to slide 
from the rod. Positioning of the 
end caps into a new cover is sim- 
ple and easy, allowing the replace- 
ment cover to be snapped into 
place without use of nuts, bolts 
or screws. In addition to provid- 
ing this convenience, Wooster 
nylon end caps act as smoothly- 





TWX 461 





TOP QUALITY 
SOUTHERN 


PINE AND 
HARDWOOD 


LUMBER 


When you make Anthony Brothers your per- 
manent source of supply you have every 
assurance of always getting consistently fine 
lumber. We have an excellent supply of 
good timber. Our three mills, cutting over 
40,000,000 feet annually, are equipped 
with the most modern equipment. Years of 
experience is another advantage. But you 
will never know until you try a car. 








operating bearings which last in- 
definitely. They are guaranteed 
by Wooster, to be replaced with- 
out charge if they ever wear out. 
The Wooster Brush Company, 
Dept. AL, Wooster, Ohio. 


The Ambassador 

The National Steel Cabinet Com- 
pany manufacturers of bathroom 
medicine cabinets has come up 
with a new model for homes 
“where quality and good design 
are desired.”’ This new model, the 
Ambassador 1000, has many feat- 
ures—-plate glass mirror, beauti- 
fully mounted fluorescent lights 
for shaving and make-up, tooth 
brush holder, piano hinges, chrome 
hardware, bulb-edge adjustable 
shelves and razor-blade disposal. 
The chrome plated recess located 
just below the cabinet recess, pro- 
vides a tumbler holder, soap dish, 
and for the woman of the house a 
recess which feeds automatically 
standard-size cleansing tissues. All 
of these features fit into one re- 
cess—-not several. The mirror 
measures 26x24 and the cabinet 
requires a 23!2x29!. wall open- 
ing; the plate glass mirror carries 
a five year guarantee. Write Na- 
tional Steel Cabinet Co., Dept. AL, 
2415 N. Crawford Ave., Chicago 
39, Il. 


Lawn Sprinkler 

The “Little Giant” Lawn Sprin- 
kler, Model No. 10, is a stream- 
lined, rustproof unit with no work- 
ing parts. Produces an extremely 
fine, soft uniform spray over a 
30-foot area. Ideal for new lawns 
and gardens. Will not wash away 
seedlings or soil. Works at any 
pressure. Will last a lifetime 
nothing to get out of order. Furn- 
ished in three baked enamel finish- 
es: brass, copper or green. Write 
Yoder Manufacturing Company, 
Dept. AL, Little Rock, Ark. 
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Gunnison Homes 
HAR-VE HARDWARE 
. sities durability 


WHY WASTE $ MOVING RR CARS 
BY YESTERDAY'S METHODS ! 











Takes only one man— 
any man — with a 
SILENT HOIST Electric- 

Driven Capstan Car! 
Puller, to move 1 to 20 
cars bulging with build- 
ing supplies! No groan- 
ing, no sweating, no 
back-breaking...no in- 
juries, no truck break- 
downs, no downtime 
losses! Engineered to 
work in the worst 
weather, heat, or cold, 
it serves for years and 
years without oiling or other attention... and it 

















— 





With the nation’s finest to 


ar re - 


costs so little! You'll be amazed how it boosts choose from, Gunnison 
production and profits. You'll wonder how you Homes, Inc. uses Har-Vey as 
ever got along without it. Join the hundreds of the best all-around hardware 
users who swear by the SILENT HOIST Car Puller. for rolling door installations. 
Write today for Bulletin No. 64A, Har-Vey’s rust-free aluminum 












track, self-lubricating bear- 

ings, and other quality features practical Har-Vey design makes 

offer home-owners a lifetime — N2neine of doors a simple task 
4 - in a Gunnison Home 

of smooth rolling without 

maintenance. 





SILENT Hoist & CRANE CO., 86063rd°ST., BROOKLYN 20, N.Y: 








Also, its practical design sim- 
plifies construction work and 
saves builders time and 
trouble on the site. 










MEANS NEW SALES 


with these 


HAWKINS PRODUCTS 









Compare Har-Vey's quality fea- 
tures and its amazingly Low Cost! 






















































A For details see your supplier now or write Hardware Division L 





SCREEN DOOR GRILLES ; —Completely packaged set of 
of unusual beauty hardware, track and accessories 
for Fy poc ket door only $2.70 List Owners enjoy extra space and 
Individually cast, hand finished silhouettes Page jt — Fob Destination! pa convonience — and a lifetime 
that win any housewife’s heart! Wrought- heey aie oe. i of smooth rolling 
iron construction. Adjustable to fit all single signs. \ 
TU ‘ : i | your needs 
panel screen doors from 2’8” to 3’ wide, any A complete line for all y 
standard height. Easily installed—pre-drilled; screws CHALLENGER SERIES i oo nam ey . 
furnished. White enameled for lasting beauty —tor doors to 70 Ibs MIE | sD derabie nvLON Rollers 
CHAMPION SERIES "sta —— 
—for doors to 100 Ibs 2 cami pated for quick, 
accurate hanging 
HAR-VEY HEAVYWEIGHT 
DISTINCTIVE WROUGHT IRON and ~ ey Kaa ae 200 J QUSTPROSS ALUMeNUN TRACE 
NEW ORLEANS CAST COLUMNS 


Add new grace to porch, balcony or canopy in new 





homes or remodeling jobs. Adjust from 8’ high to 6'10 pecseamares ( 

merely by cutting off bottom to desired length. Avail PRODUCT ETAL RODUCTS ORPORATION 
able in a variety of sales-proved designs in flat or 23 . P : 

corner posts. With or without matching valances. Prime 807 N. W. 20th St. Miami, Florida 

coat only or white enameled 















Please send me your free folder on rolling doors & Har-Vey Hardware 
NAME 





Moderately priced for volume sales! 
Write today for free catalog and price list! 


COMPANY _ 
STREET s Nee Pee 
CITY ___ STATE 






















HAWKINS IRON COMPANY, INC. 


315 North 4th St. Dept. Al Birmingham 4, Ala. 


| 
| 





Western Div. (Calmetco. Inc }* 609 S. Anderson, Los Angeles 
«» Mid West Div (Plymouth Metal Products) * 505 W Harrison, Plymouth, Indiana.. 
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FIR-TEX Sheathing 


_MOVES QUICKLY...BECAUSE THE 
ADVANTAGES ARE THERE 






















































Stock Op. ee ON 


FIR-TEX Asphalt impregnated 
INSULATING SHEATHING 


Your customers save—you profit—with Fir-Tex Asphalt Im- 
pregnated Insulated Sheathing. 


BUILDERS AND CONTRACTORS save time and labor because 
Fir-Tex Sheathing goes on quickly... covers large areas fast. 

















HOME OWNERS save on fuel bills and maintenance costs 
because Fir-Tex insulates as it builds. 





YOU profit more because Fir-Tex has all the advantages your 
customers want and need. 






@ It insulates and builds simultane- @ It furnishes greater bracing 
ously — at only one cost. strength than lumber. 


@ it seals buildings against heat, @ It is clean, light, easy to handle. 
cold, wind, dust, and noise. 










@ it is termite proof. 


The large sheet type, 25/32” thickness, is certified to comply with 
FHA Circular No. 12. No corner bracing required. 


INTERIOR FINISH 


For adding that extra 
room within the home, 
for finishing the attic 
or basement, for all 
remodeling jobs—rec 












ommend Fir.Tex Color 
Panels and Tile. It 
insulates as it builds 
is easy to use. Fits in 
ideally with the spec- 
tacular present doy 
do it yourself’ trend 






BACKER BOARD 
Fir-Tex Backer Board 
eliminates the slow, 
time consuming job of 
under course shingling 
and building paper 
application tt odds 
insulation, cuts build 
ing costs, gives a 
smoother, neater op- 
peorance. It adds 
beauty with uniform, 
deep shodow lines; is 
asphalt impregnated. 







Exclusive 





Sales Distributors 


DANT & RUSSELL, Inc. 
Portland, Oregon 


































Portable Display Units 

The Wil-Mil Company has just 
announced 10 new All Wil-Mil 
portable units. They are built of 
lightweight, very strong plywood, 
shaped to get maximum display 
area from precious floor space; 
designed so anyone can assemble 
or disassemble in approximately 
three minutes. without nails, 
screws, clamps, bolts, or the use 
of tools. Packed in comparatively 
small flat cartons for easy low 
cost shipping and handling, these 
units offer an unlimited number 
of store layout arrangements. 
They can be stored away in a 
very small space when not in use 
The new models consist of a wall 
unit, two attractive corner units 
five new shapes in island units, 
one table merchandiser and one 
pagoda-type island unit consist- 
ing of four large bins in pyramidal 
shape. For actual photos and 
complete specifications write the 
Wil-Mil Comnany, Dent. AL, 42 
Fairbanks Ave., N. W., Grand 
Rapids 2, Mich. 


Schlage Promotion Materials 
Together with the re-introduc- 
tion of the Schlage G-300 Screen 
Door lock, Schlage Lock Company 
has prepared a complete set of 
sales promotion materials to do a 
self-selling display job. Theme of 






June 1, 1953, AMertcan LUMBERMAN & 


os 





———— 


cman ntl tance wate, sean ntl ae” Tile Wai EE ALL, TTT, 


eet Sea 


















A.L. Promotion Kit Helps Kankakee, Ill. 
Dealer Stimulate Handyman Sales 
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Bill Troup, manager H. H. Troup & Co., said “the kit is everything 
it is advertised to be . . . colors are attractive .. . sales messages 
have a lot of punch.” 


“Do It Yourself” is BIG Business 
Are You Getting Your Share? 


nett etnies i cenpuent ny, allel a ® Til 


Millions of home owners are saving money and having fun 
doing their own remodeling, decorating, repairing, building. 
The U.S. Bureau of Labor Statistics estimates that the “Do 
It Yourself’ home owner represents 30% of the building 
products market. He's a big buyer of both hand and power 
tools, of lumber, plywood, wallboard, roofina, insulation, 
paint, builders’ hardware—every kind of building product. 
It is estimated that over 250 million sq. ft. of plywood is 
consumer installed, that 75% of the paint and 60% of the 
wallpaper are put on by amateurs. 


Jump on the Bandwaaon, Order 
Your “Do It Yourself” Kit Now! 


Each kit includes . . 100 8-page, 2-color folders to mail 
or hand to customers * 3 direct mail letters * 12 radio 
and TV spot announcements * 6 publicity releases * Manual 
that tells how, when and where to use each item * 6 sample 
newspaper ads and proofs of the campaian slogan for which 
mats are available at nominal additional charge * 300 2 
color gummed campaign stickers * 19x37” 3-color banner 
for window or store use * 21x34" 3-color poster for out 
door use on trucks, etc.—has space for local imprinting of 
your firm name * Two 10x20” 3-color streamers for gen- 
eral showroom use. 


Complete kit is supplied for $7 . . . additional quantities of 
any or all items may be ordered at low-cost prices. 





AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill 


Please send me, AL “Do It Yourself’’ merchandising kit(s) 


at $7.00 per kit. Attached find $ in check or money ordar 
NAME 
COMPANY 


ADDRESS 


CITY ZONE STATE 
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your cupboard doors 
with a breakproof catch! 





PATS. PENDING 


The “WASHINGTON 1125” 
Friction Catch 


Breakproof and silent with 
adjustable holding power. 


Easy to install and low in cost. 


Meets any door condition* 
and holds. 


Made of Polyethylene. 


*Warping etc. 


Samples available 


WASHINGTON LINE 


Ask your jobber or write to: 
WASHINGTON STEEL PRODUCTS, INC. 
Dept. AL-6, Tacoma 2, Washington 




















































































































the promotional program is to build 
consumer familiarity with the ease 
of installation, durability and the 
unique side-to-side operation of the 
lock. Each lock is individually 
packaged in attractive cartons that 
illustrate operation and ease of in- 
stallation. Each case of 20 screen 
door locks contains two brilliantly 
colored pop-up display boxes that 
hold 10 locks each. As a powerful 
in-store demonstrator, Schlage has 
developed a lock mount that has 
been completely redesigned, yet in- 
corporates all of the advantages of 
the mount previously supplied. On 
a section of a dummy screen door 
there is an actual operating sam- 
ple of the G-300. The company also 
has developed es a part of this pro- 
gram an all-purpose folder that will 
serve as counter literature or en- 
velope stuffers. Write Schlage Lock 
Company, Dept. AL, 2201 Bayshore 
Blvd., San Francisco, Calif. 
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Hole in bottom tip ae 
for easy pin removal _ 
— an exclusive ss “| 
Stanley feature. ¥ 






Neat, modern appearance and sim- 
plified pin removal have created such 
a fast-growing preference for Flat 
Button Tips that they have been 
made standard on all Stanley Hinges 
—even No. 241, the “Standard of 
the World”’. 

Class numbers which formerly 
identified ball tip hinges now will 
identify Flat Button Tip hinges. 
Ball Tip hinges must be specified 
on orders by using the symboi “BT” 
after the class number and size (as 
241F — 3'% x 3’ — BT). 

This move marks still another 
step in Stanley’s continuing efforts 
to supply the best in hardware today, 
while anticipating tomorrow’s needs. 
Stock Stanley and be sure of giving 
your customers utmost satisfaction. 




















The Stanley Works, New Britain, Conn, 






Remember . . . Three Hinges to a Door 


L STANLEY ] 


Reg. U.S. Pat. Off. 


HARDWARE * TOOLS * ELECTRIC TOOLS 
STEEL STRAPPING * STEEL 




















Sanded Form Board 


Newest member of the insulating 
product line of Owen's-Corning Fi- 
berglas Corporation is sanded form 
board, designed for use in low ex- 
posed ceilings where maximum at- 


tractiveness is desired. Manufac- 
tured from Fiberglas PF (pre- 
formed) insulation, the sanded 


board als provides an integral part 
of “poured-in-place’ gypsum and 
lightweight concrete roof decks. 
The sanded board is said to combine 
the advantages of the unsanded Fi- 
berglas form board, of economy, 
light weight, fire safety, low heat 
transmission and excellent noise ab- 
sorption, with a more pleasing ap- 
pearance. The older product is de- 
signed primarily for high ceiling ap- 
plications. The newer product pre- 
sents a smooth, sanded appearance 
as sanding removes any surface 
roughness, provides a more attrac- 
tive unpainted ceiling and also af- 
fords a surface better adapted to 
painting. The product becomes a 
permanent form for the roof deck. 
Standard size of the board is 32’ 
by 48” by 11,” thick. The sanded 
board is expected to be popular in 
construction of schools and office 
buildings for light industrial plants. 
Write Owens-Corning Fiberglas 
Corporation, Dept. AL, Toledo 1, 
Ohio. 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill con- 
tacts, knowledge of mill's specialties, resources, 
manufacturing and shipping facilities and a 
thorough understanding of buyer's require- 
ments, the leading Western Wholesalers below 
can help you take the worry out of your lum- 
ber buying. Tell them your needs. Let them 


supply your complete requirements. 





Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns 





Morrill & Sturgeon 


Lumber Co. Tmt wane OF uaLiTY 
YEON BLDG., PORTLAND, ORE. 





NORTH PACIFIC LUMBER CO. 
Only The Best Northwest Lumber 
P. O. Box 7764, Portland 3, Ore. 
Phone: Murdock 2126 Teletype PD 570 





WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 


SPOKANE - - - WASHINGTON 
Our 32nd Year 





| 564 Market S$t., San Francisco 4, Calif. 





Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lbr. Co., Inc. 
1120 Old Nat'l Bk. Bldg., Spokane 8, Wash. 
PINE SPECIALISTS 

Teletype SP-175 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 





TEmple 1448 











If you're going to vacation in the South, stop in and visit 
our plant at Harriman, Tennessee. It's conveniently located at 
the junction of U. S. Highways 27 and 70 on the main route 
to Florida and other points south 


We welcome the opportunity to become personally acquainted 
with you and will be happy to show both old and new 
friends Wells’ extensive facilities, and the methods of opera 
tion and manufacture that have made Wells Flooring ‘‘The 
Floor Layer's Choice.”’ 


We believe you will find a tour through our plan? an interest 
ing sidelight to your vacation. Coming or going, drop in on 
us; you're assured a friendly reception 


J. W. WELLS LUMBER COMPANY 


Sales Office NOFMA Sales Offce ond Plont 
Montgomery. Ala (rent) Horrimog, Tenn 
Hoomy 
‘ 











J. NEILS LUMBER 
COMPANY 


Since 1895 


Manufacturers of Highest Quality 
Forest Products 


IDAHO WHITE PINE 
PONDEROSA PINE - DOUGLAS FIR 
LARCH » ENGELMANN SPRUCE 


MILLS: Libby and Troy, Montana; Klickitat, Washington 
SALES OFFICES: New York, Chicago, Minneapolis 
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SWINGS IN 


UP 


SLIDES ano 


DOWN 














HOUSEWIVES ° 
Qlean.-° Air 
“9's Easy 70 


No other window can 
compare in convenience. Just press a 
tab and outside glass is at your finger- 
tips. Open or closed, sash slide up and 
down, hang suspended. 


UILDERS ‘Sutra That Sells Homes 
- 4 Sure- Fre 
More and more builders 
are profiting through Etling Window 
sales appeal. They know it possesses 
the ultra-modern convenience home 
buyers want. 


CONTRACTORS 
* Slashes Building “ 
A complete unit that 
saves construction time. Just place it, 


square it, nail it. Factory primed and 
glazed. 





A SIZE AND STYLE FOR EVERY HOME 
PUT THE 

== ies adam 
eS Gs a es eee 


om: EM Gm em 


FOR YOU 








WRITE TODAY: Please send catalog, 


specifications. 


Address 
City—State 


ETLING WINDOW 


mm DEPT. AL-536 BARBERTON, O. 



















Inc. Known as the Plattina Self- steel near Solingen in western 
Adjusting Wrench, the tool should Germany. Write Fuller & Hellman, 
be a welcome addition for use in Inc., Dept. AL, Moro, Ore. 

the home, on the farm, by mechan- 
ics and many others. Its jaws will 
handle any nut from ',-inch to 
1!,-inches and in tight places a Pa, 
rachet-like action allows the jaws ‘S "Nog 
to be slipped quickly and easily #5 
for new gripping. The head of the 






‘ 
yQuntEL! - HOagy | 


































a wrench rotates approximately 130 
Self-Adjusting Wrench degrees on the bs of the handle, ’ 
An open end wrench which auto- the knurled jaws opening or clos- 
matically adjusts its jaw size and ing depending on the direction of 
takes the place of a whole set of turn. Accordingly, the harder the 
ordinary wrenches is being intro- wrench is turned the tighter it 
duced for the first time in the grips. Plattina wrenches are drop 
United States by Fuller & Hellman, forged from fine chrome vanadium 


ay: \ (@OM:) 01. ome). ai ikele) dinict 


Compact Counter Unit 


This new self-serve, each-within- 
reach, tool department is a com- 
pact counter unit that has been 
pre-tested for eye and buy appeal. 
Shoppers can easily find the neces- 
sary repair tools for their particu- 
lar needs. Only a small amount of 









HARCO oak floor- 
ing is manufactured from 





a 
snes nasi -naennenns teagan nin i TT ED. — 


slow-growth timber, originating in space is required for the sales mer- 
the Great Smoky Region of the chandiser: size 153,” wide, 12” 
Appalachian Mountains — a guar- deep, and 13” high. The unit is 
antce of fine, even grain and uni- packaged complete with the follow- 
form texture. ing do-it-yourself home repair 








items: 9 putty knives and 6 scrap- 
ers from the Hyde Blue Diamond 
Line; 9 Speedster Wood Scrapers 
with extra two-edge blades and 6 
Exacting care in blade sharpeners; 24 new No. 25 


























bux 
nena iT ne OT 


seasoning and manufac- | Razor Blade Scrapers, assorted 

ture results in a precision product | colors--blue, yellow, green, and 

° ° ‘ , “lace ‘ : 
with maximum surface smoothness. | red; 12 new No. 1 Glass Cutters. + 


Attractive wood sales merchandiser 
is given with the home assortment 
Write Hyde Manufacturing Com- 
pany, Dept. AL, Southbridge, 
Mass. 


HARCO flooring lays up tight — 
assuring perfect matching with a 
minimum of labor. 


5 
yureant gandt 


Every piece of HARCO 

Oak Flooring is trade-marked, 
and grade-marked in strict accord- 
ance with NOFMA grading rules 
.»» Make your next car “HARCO” 
—the flooring that will back up in 
service every claim you make for it! 
























SAVE MONEY on unloading 
















and warehousing your oak New Steel Basement Window ~ 
flooring. Buy it in HARCO Brand new and completely rede- 
Palletized Units and cut PALLETIZED signed, Copco’s steel basement win- 


handling costs as much as 75 FLOORING 3 dow recently made its bow to the 
per cent. With fork lift or | building industry. Built with an 
hand pallet truck, you reduce eye to both the builder and the 
overhead and increase profits. homeowner, it incorporates fea- 
tures that make it easier to install, 
easier to glaze, easier to operate, 
EACH- MAY- WILSON, INC. easier to maintain. And the Copco 
window offers greater security 

ALCOA , TENWMNE i. through a new patented cam-type 
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CORBIN is cookin’ up =9s > 


MORE PADLOCK BUSINESS 
for you in'53/ 


with HEAVY NATIONAL 
ADVERTISING 


CORI 7% Sics 


BOOSTERS 
like 
wh wae 1 this 


ct 
Pra\ ds 
cs 
porutle wt Sees 
ae ~ ee 
i\ 
ech 





You'll sell mor — adlocks this 


a year if you cash in on Corbin’s 
my, CHOOSE THE ONE continuing peer campaign 


you weep 7 n POPULAR SCIENCE, 
. P OP ULAR MECHANICS, and 
_— MECHANIX ILLUSTRATED. 
“ry Pama Here’s how to do it. Display the 


Corbin Lock Shop up front. 
== | an iG " 


Put one on your counter... 


another in your windows. 
“RE =~ \\< \\t It's design ae 


A Paap Athenee 


ints cee = «a> Corbin’s nation amen rtising. 


Call you Ges bin jobber now. 


b ax] om BE SURE OF 


FASTER TURNOVER 
iN 


ame CORA 


alee A Ne / 
153s mer + oa ~ ye 
i, 14 hi 
ad CORBIN CABINET LOCK 


[Jprock sHopgd|D i= 


e Corporation 
New Britain, Connecticut, U.S.A. 
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OZARK 


OAK FLOORING 


ele 


é 


UNUSUALLY STRONG — made 


from Missouri altitude-grown 
Oak stock 


LAYS FASTER and EASIER — 
takes minimum sanding and 
finishing 


HAS LASTING BEAUTY—Praised 


by homeowners and floor lay. 
ers 


For flooring that’s certain to 
please, check Ozark Brand! It's 
properly seasoned . . accu 
rately milled precisely 
graded te NOFMA standards. It 
has won the emphatic approval 
of floor layers for its strength 
and easy laying qualities, and 
its beauty and long-run econ 


omy have proven sales appeal 


There's no better buy than 


Ozark Brand! Let us have your 


= 


orders and inquiries 


y) \, “FINE FLOORING 
\ yj SINCE 1927” 


Prompt shipment of most sizes 
and grades. Bundled for easy 
handling and safe, clean ar- 
rival. 


7 bit) // 
oy 4 N44 
OAK FLOORING COMPANY 


BISMARCK, 
MISSOURI 





catch with positive locking action. 
Builders’ needs have been recog- 
nized in the long window leg for an- 
choring, which makes installation 
fast and simple. Easily removed 
ventilators for off-the-job glazing 
are another time-saving feature. 
The window is Duranized and fin- 
ished with an oven-baked coat of 
rust resistant paint. Sturdy all- 
steel construction means long life 
and trouble-free operation. Rigid 
handle permits the window to be 
opened easily from floor level, and 
maximum ventilation is provided by 
full 45-degree opening. The new 
window comes in three standard 
sizes in both the regular and E-Z 
Glaze (puttyless) type. Write Cop- 
co Steel & Engineering Co., Dept. 
AL, 14035 Grand River Ave., De- 
troit 27, Mich. 


Pattern for Display Cabinet 


The Easi-Bild Pattern Company 
recently made a display - cabinet 
pattern available to its dealers. 
This cabinet, shown above, enables 
the lumber dealer to merchandise 
and stock patterns in the same 
manner stationery stores handle 
greeting cards. A large counter 
catalog, placed on the top of the 
cabinet, attracts customers. Four 
drawers provide ample room for 
stocking the patterns. Since all 
patterns are packed in numerical 
order, it is a simple matter for the 
clerk to find any pattern the cus- 
tomer selects from the catalog. To 
further promote sales of Easi- 
Bild “Build It Yourself” patterns, 
a completely original line of news- 
paper mats is available. In actual 
tests these mats have created a 
considerable volume of store traffic 
and calls. Newspaper mats are also 
available featuring the house 
shown in the February issue of 
Country Gentleman .. . the house 
that can be built by following a 
pattern. Write Easi-Bild Pattern 
Company, Dept. AL, P. O. Box 215, 
Pleasantville, N. Y. 


Ju ne 


INSTRUCTIONS 


HOW TO ASSEMBLE AND FINISH 
YOUR KO. KITCHEN 


The mervet sen canted here woe the fartery proven methad ane shewkd 


tre tthewed caehaihy to enue mmmaiomiom rapids one eons of amementihy 


WALL CABINET 


How to Assemble K.D. Kitchen 

This instruction sheet is the 
first page of a_ well-illustrated 
folder showing how to assemble 
and finish your K.D. kitchen. It 
is available from the I-XL Furni- 
ture Company. Before you start 
assembling, you are told to check 
the cabinets received against your 
order. Also recheck wall dimen- 
sions. You will need nine mate- 
rials to complete the kitchen. 
Easv-to-follow drawings show the 
wall cabinet, corner wall cabinet 
and bottom base assembly of all 
base cabinets. Instructions for in- 
stallation hardware cover hinges, 
pulls, latches, finishing, enamel 
and natural finish. Three pages. 
complete with drawings, are de- 
voted to the base cabinets and 
drawers. Write I-XL Furniture 
Company, Inc., Dept. AL, Gosken, 
Ind. 


Bruce Doozit Redesigned 

The Bruce Doozit, now in over a 
million homes as a device for use 
with Bruce Floor Cleaner or Bruce 
Cleaning Wax to clean and wax 
floors standing up, has been rede- 
signed. The new model has a re- 
movable head which can be re- 
placed with a fluffy cotton mitt to 
become a superior dust mop called 
the Bruce Double-Duster. The 
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‘De Warr ic unmatched 


ae 


“Yes, and for speed and safety, too. In fact, the 
De Walt® is easily the finest all-around power 
saw I’ve ever used. 

“We own five De Walts, and each of these is De Walt Inc. 
used at all times for one specialized cutting pur- 
pose. Three are used for cross-cutting, one for 
mitering, one for dadoing. 

“De Walt performs these cuts as well as a 
man could ask. Besides De Walt can be used to POWER SAWS 
rip, bevel, shape, plough, rout—and make many Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY, New York 
other cuts. So it’s ideal—whether used for one 
cutting purpose or many. Mail this Coupon TODAY! 

“Our five De Walts have been run 45 hours Hae eee 5 
a week, continuously, for 4 years. We use them r : ih eeiteaes. 
for production runs, lumber and mill work. You De Walt inc. Dept. AL-6, Lancaster, Pa. 
just couldn’t ask for better performance than Please send full details on the De Walt Radial 
they’ve given—perfect in every way.” Power Saw line. 

De Walt’s unmatched speed, versatility, pre- 
cision and safety can bring new efficiency to your 
operations, too. Find out how today. See your 
De Walt dealer or mail coupon at right. 


Lancaster, Pa. 


NAME 


ADDRESS 


city ZONE STATE 
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Wouldn t you RATHER 
have a 


PACKAGED UNIT? 











The Ready Hung Door 
A door and frame packaged unit 


fal MO 2egne2® 


@ Ready Hung Door units are now available to 
speed home construction and solve finish carpentry 
problems. These units serve the same purpose for 
hinged doors as the window unit does for windows. 

Just what the name implies, the Ready Hung Door 
i, @ door and frame packaged unit having the door 
hinged, the lock installed and the frame trimmed 
both sides, ready to install in any inside wall open- 
ing. The jamb, with trim or casing attached, is made 
in two parts which slip apart for installation from 
opposite sides of the wall opening. Jambs are adjust- 
able for wall thicknesses from 414° to 542". 

One semi-skilled man can install 24 units in 8 hours 
since nail driving only is required to install it, The 
unit, while assuring high quality workmanship, looks 
identical to conventional frames when installed 


SOLD THROUGH LUMBER DEALERS 
For further information write the mill nearest you. 
BIRM IM CHAM, ALA. Sige” 

SuReaae Calif Ddicte 4 

CHARLOTTE, # Can? 


wtwreoek.anyr 

SAM ANTONIO, TEXAS $5: 

SHOUK FALLS, S. BAK. seve worn te 

TORONTO, CAMABA S.VUANI ie 
Ready Hong Boor Sorp., Fert Werte 2, teres 

10 ma 000 6 PAT OFF 
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Doozit can be used with steel wool 
pads for cleaning, waxing and buff- 
ing and with lambs wool pads for 
applying self-polishing wax. Write 
E. L. Bruce Co., Dept. AL, Mem- 
phis, Tenn. 


New Combination Unit 


Shown above is the new, low- 
cost Challenger Combination 
Screen and Storm Window that has 
recently been placed on the market. 
This model features a_ sturdy, 
“house-time” aluminum frame and 
stainless steel triple tracks. Write 
Challenger Products, Inc., Dept. 
AL, Pittsburgh 22, Pa. 


New Swimming Pool Plan 
Landon, Inc., pioneer builder of 
modern California-style, residen- 
tial swimming pools, recently an- 
nounced a new “packaged” con- 
struction system. Keystone of the 
plan is a revolutionary new filter 
plant and self-skimming pool over- 
flow developed specifically for 
residential swimming pools. In- 
stead of the conventional filter 
assembly requiring from 8 to 10 
valves, this foolproof plant has 
just 1 dial-type valve. It controls 
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filtration, backwashing and over- 
flow. The Landon filter assembly 
includes an_ integrally - mounted 
motor and self-priming pump, au- 
tomatic air relief valve and an ex- 
clusive Latex-coated disc under- 
drain. In addition to the filter 
system, Landon provides _ engi- 
neered plans, specifications, labor 
and material estimating forms. 
With the aid of this complete 
portfolio, the homeowner can build 
the pool himself or have it done 
by a local contractor. Cost of 
portfolio is $1.00. Write Landon, 
Inc., Dept. AL, 5920 Sepulveda 
Blvd., Van Nuys, Calif. 








All-Aluminum Jalousie Door 


Union Machine Co. announces 
that the “Silver-Jalousie’’ Door is 
now in production. This all-alumi- 
num 1” thick door is a natural out- 
growth of “Silver-Door,” an alu- 
minum combination door which has 
been distributed in the metropoli- 
tan area since 1949. Encompassing 
all of the top quality features of 
Union Machine’s aluminum door 
plus the comparatively new glass 
louvre feature, ‘‘Silver-Jalousie”’ 
door offers the ideal combination 
for replacement of conventional 
storm doors, as well as a unit that 
can be utilized in the construction 
of porches, breezeways, etc. Some 
of the features of the “Silver Ja- 
lousie’’ Door are as follows: con- 
cealed hinges; butt-type corners 
for maximum strength; stainless 
steel fastenings; aluminum door 
knob, lock and key; heavy duty 
roto operator; recessed aluminum 
screens that are interchangeable 
with storm sash inserts; and a 
choice of opaque, clear or solex 
glass louvres. For descriptive bro- 
chure write Union Machine Co., 
Dept. AL, 75 Michigan Ave., Kenil- 
worth, N. J. 
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Special Jobs Too-- 


DEPEND 
on CROSSETT! 


Here’s adequate capacity and widest 





assortment to give you top service. Supe- 
rior quality signified by registered 
trade-marks, certified by official grade- 
marks ... standards maintained and 
confirmed by more than 50 years of 
dependable deliveries to discriminat- 


ing dealers. 


CROSSETT aaa 


LUMBER a. 


COMPANY 


CROSSETT, ARKANSAS 


*REG. 
U. S. PAT. OFF. 


fOnqpan? 
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New Bookkeeping Machine 


Lumber and building products 
dealers will welcome the new Rem- 
ington Rand low-cost Bookkeepinz 
Machine as the key to economical 


sig 


mechanization of customer ac- 
counts receivable. The machine 
will produce, simultaneously or in 
dividually, sales and income anal- 
yses, vendors accounts payable 
with purchase and expense analy- 
ses, and payroll with cost records 
and minimum labor analysis. The 
fully descriptive low-cost machine 
is designed for small or large busi- 
ness. The low-cost machine is not 
merely a poster, but a complete 
bookkeeping machine that matches 
those in the $4-5000 bracket by 
producing multiple records with 
mechanical proof for every entry, 
instantly-computed account bal- 
ances, and automatically accumu- 


door 


that ually wrk 
ennattach 


Sliding door 


Kennatrack ‘Buyer's 

Guide.” The most informative catalog 
in the field. Takes the guesswork out of 
sliding door installations. Illustrates and 
describes the most complete quality line 
available. Scaled detail drawings for 
convenience of builders and architects 


See your supplier or write 


04 


77 


~~ hardware 


KENNATRACK CORPORATION 


ELKHART INDIANA 


W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 


Dixie Brand Oak Flooring — Oak Dimension Stair Treads 
Oak Trim and Moulding 
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lated accounting control figures. 
All computations are made step- 
by-step within the registers. Write 
Remington Rand Inc., Dept. AL, 
315 Fourth Ave., New York 0, 


J 


Two New Items for the Home 
Crak-Seal and Adjusta-Float 
have just been announced by The 
Leonard Company. Crak-Seal is a 
flexible plastic strip that seals the 
space between the wall and any 
tub, sink or similar plumbirg fix- 
ture. In addition to providing this 
neat edge trim, Crak-Seal has the 
exclusive advantage of pre-formed 
corners and end-pieces. Adjusta- 
Float is the product that solves 
the common household problem 
leaky toilets. In the life of near'y 
every toilet valve, there comes a 
time when it is worn just enough 
so that the normal position of the 
float will not quite close it. Ad- 
justa-Float provides a method of 
increasing pressure by adjusting 
the float level sufficiently to close 
this valve. Simply attach Adjusta- 
Float and turn to the proper set- 
ting. It can be quickly installed, 
without special tools. Write The 
Leonard Company, Dept. AL, 506 
Third St., Des Moines, Iowa. 


More Glamour for Glass 

The glass block has been brought 
into the home for a wide variety 
of decorative and utility uses. Ar- 
tistically styled, these Shober 
bases and covers convert glass 
blocks into many attractive furn- 
ishing items. When used as an 
aquarium, terrarium or flower vase, 
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Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Spruce, Norway Pine, Jack Pine 


Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bidg. 
CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 








Manvfacturers and Wholesalers of 


¥ 

We manufacture and sell ér 
all types of wooden 
fences. Rusticraft Fences 
are the choice of discrim- 
inating home owners 
everywhere—this means 
more sales, better profits 
for you. Lumberyards all 
over the country buy 
wholesale direct from us. 





Manufacturers of 


@ IMPORTED FRENCH 
WOVEN PICKET 
FENCES 

@ WOVEN CEDAR 
PICKET FENCES 

@ ENGLISH HURDLE 
FENCES 

@ POST AND RAIL 
FENCES 


v 
‘ty Fences, ™O 
4 mony widths ovollable 


usticraft rence co 


avis TEMDOLER: Est. 1918-12 MING RO, MALVERM, PA 
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EQUIPMENT AND 

CARPENTER-BUILT DOORS 

@ You can furnish 

Frantz Door Equipment 

for practically any size 

or type of door... mill 

made or carpenter built. 

Doors can be architect- 

designed to harmonize ... a real advantage for the homes with 
attached garages. On remodelling jobs old swinging type doors 
can easily be converted at modest cost, 


SECTIONAL TYPE 
| @ Frantz, the leading 
manufacturer of  one- 
piece garage doors now 
offers sectional - type 
doors in more than 20 
popular models for res- 
idential and commercial 
openings. “Glide -O- 
Matic” action, which takes the effort out of opening and closing 
is but one of the famous 14 features that make Frantz sectional 
doors a best seller everywhere. 


| 
\ 


EQUIPMENT AND 
DOOR COMPLETE 
e@ Frantz One-Piece or 
Rigid-Type doors fea- 
ture “Powermatic” ac- 
tion. The springs do all 
the lifting and assure 
smooth effortless opera. 
tion—for easy opening 
and easy closing. Pre-bored bolt holes and simplified design cut 
time and labor costs. Only 2” headroom required. 


SELL FRANTZ - AMERICA’S BEST ENGINEERED OVERHEAD DOOR 


FRANTZ 


GARAGE DOORS AND HARDWARE 


@ FRANTZ MANUFACTURING CO, 


FRANTZ MANUFACTURING CO., STERLING, ILL. 
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the bases prevent possible water 
drip or condensation damage to 
the finest furniture finish. A pair 
of glass blocks in Shober bases 
make beautiful book-ends or table 
and mantel ornaments when used 
as a container for plants or cut 
flowers They are made _ into 
matched sets of candy, food or 
snack dishes, cigar or cigarette 
boxes and ash trays. Convenient 
for cocktail hour, television party 
or out-door grill, they hold either 
hot or cold foods at original tem- 
peratures longer than _ ordinary 
dishes. The cover can also be used 
as a base for table top protection. 
Write Shober Industries, Dept. AL, 
1322 Georgia Court, Cincinnati 23, 


RenTools Add Profits 


Lumber dealers in any location 
can add a highly profitable line to 
their business and pick up income 
on related items by establishing ; 
popular rent-a-tool service. A re- 
cently established national firm, 
the Allied RenTool Service, has an- 
nounced that dealers now can qual- 
ify for an exclusive franchise in 
their areas. Every homeowner and 
professional builder is a steady po- 
tential customer. High labor and 
material costs make it increasingly 
necessary that every homeowner 
become his own handyman. Tool 


rentals is one of the few enter- 
prises that offers such a high ra- 
tio of gross profit to invested cap- 
ital. Customers for the rental ma- 
chinery also become immediate 
customers for paint, lumber, hand 
tools or any one of hundreds of 
products that they need to finish 
the jobs started with rental tools. 
‘How to Rent Tools Profitably,” a 
manual—and a variety of catalogs, 
advertising literature and_ bro- 
chures are offered by the service 
to help familiarize dealers with the 
rental operation. Write Allied Ren- 
Tool Service, Afton Supply Com- 
pany Subsidiary, S. Main St., Yard- 
ley, Penna. 


Now Factory Mitred 


A new convenience and time- 
saver for the mechanic in the in- 
stallation of steel plaster grounds 
for doors and windows has just 
been announced by Casings, Inc. 
It is the added feature, at no extra 
cost, of ready-made mitres (right 


hand at one end, left hand at other 
end) in the No. 50 short flange in 
1%", 3,” and 7%” grounds. This pre- 
cision die-cutting is available for 
immediate shipment in 7 ft. and 
10 ft. stock lengths. In addition 

perfect, coped joints become a 
simple operation. All that is re- 
quired is to snip off a portion of 
the back nailing flange and then 
overlap to form a perfect cope. 
Four other styles in steel plaster 
grounds with standard square-cut 
ends are produced by the same 
manufacturer. Write Casings, Inc., 
Dept. AL, 2408 N. Farwell Ave., 
Milwaukee 11, Wis. 


Gas Fired Indoor Incinerator 
This new automatic gas-fired in- 
cinerator, said to be the latest of 
work-saving household appliances, 
incinerates all wet and dry garbage 
and trash-burner waste. The house- 
wife simply loads the unit with the 
daily accumulation of household 
refuse, and when it is full, sets the 
burner control and forgets it. And 
no special preparation of the gar- 
bage or trash is necessary before 
putting it into the unit. Garbage is 
just drained and wrapped in the 
usual way and dropped into the in- 
cinerator. The new approved unit 
has been designed to harmonize 


Some of the uses for NOYO 
CONSTRUCTION HEART REDWOOD 


All Heart wood insures maximum durability—minimum shrinkage, warping or 
checking. Some of the many valuable uses for which it can serve your trade are: 


POSTS AND FENCE BOARDS + EXTERIOR BOARD & BATTEN 
FACIA AND CEILING » EXPOSED BEAMS 
LOG CABIN SIDING * RUSTIC AND DROPSIDING 
MUDSILLS * BULKHEADS - CURBING - CULVERTS » ARBORS 


GARDEN BENCHES AND STEPS + SEPTIC TANKS » KNOTTY PANELING 


Construction Heart items may be included in mixed cars with Noyo Sidings, 
Finish, Mouldings, Shop and all other Noyo products. 








A REDWOOD ASSOCIATION — ; 


DEPENDABLE QUALIT 


write or phone nearest office 


UNION LUMBER COMPANY 


Manufacturers 
620 Market Street, San Francisco 
NEW YORK CHICAGO 


Mills at Fort Bragg, California 


LOS ANGELES 
2735 Grand Cent. Term. 228.N. La Salle St. 117 W. 9th Street 
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If ever a truck was designed 
with the driver in mind... 


New easy handling saves work and time getting around in tight spots. These and 


many other TIME-SAVING features in the all-new Ford Trucks help get jobs done fast. 


Time is money! Today’s truck 
owners know it. Ford Truck engi- 
neers know it. That’s why TIME- 
SAVING was a major goal in de- 
signing the completely new Ford 
Trucks for 1953. With scores of 
new TIME-SAVING features, the 
new Ford Trucks are made-to- 
order for your work. 


New “DRIVERIZED” Cabs provide 
living room comfort, cut driver 
fatigue. They help save time by 
making driving easier and more 
efficient in many ways: 


Better visibility for instance. Al- 
though the new curved one-piece 
windshield is the most obvious im- 
provement, bigger windows at the 
sides plus a 4-ft.-wide window at 
the rear, offer an amazing increase 
in all-around visibility. 


The new Ford Truck seat is some- 
thing special. Wider, of course. 
Non-sag seat springs. Adjustable 
seat cushion and separate adjust- 
able back-rest. Most interesting 
new Ford exclusive feature is that 
every seat now has a built-in shock 
snubber to help level out the ride. 


For easier maneuvering in tight 


New Forp “Driverizep” Cass cut driver 
fatigue. Both Standard and Deluxe Cab 
(shown) have new curved one-piece wind- 
shield, 55% bigger; new wider adjustable 
seat; new seat shock snubber; new push- 
button door handles. 


BuiLpinc Propucts MERCHANDISER 


COMPLETELY NEW Ford Pickup with 6'9-ft. box features new bolted 
construction, new clamp-tight tailgate. Choice of V-8 or Six. Five trans- 
missions including ForpoMATIC Drive and OverprRiveE (extra cost). 


quarters, between buildings, or in 
loading and unloading, turning 
diameter has been considerably re- 
duced. This was done by “setting 
back”’ the front axle, widening the 
front tread, and by improving the 
steering geometry. 


Synchro-Silent type transmissions 
are now standard on all of the new 
truck models and at no extra cost. 
This means faster shifting and less 
truck momentum lost. The shift 
lever on all 3-speed transmissions 
is mounted on the steering column, 
where it is easy to reach. 


Fully automatic drive is now avail- 
able in Ford Series F-100 half-ton 
trucks at extra cost. FORDOMATIC 
is a great time-saving convenience. 
A gas-saving, engine-saving OVER- 
DRIVE transmission is also avail- 
able at extra cost in these models. 


Only Ford gives you a choice of 
V-8 or Six in five different engines. 
For light-duty trucking, choose the 


new 101-h.p. overhead-valve ‘Cost 
Clipper Six’”’ featuring high-com- 
pression performance and Low- 
FRICTION design, or, the famous 
106-h.p. Ford V-8, proved by 
billions of service miles. New Ford 
service accessibility makes engines 
much easier to get at. 


And for ’53, you have many more 
Ford Truck models to choose from 
in order to get the one right truck 
for your job. 


FOR COMPLETE INFORMATION on all or 
any of the new Ford Trucks, write: 
ForpD Division of Forp Moror Com- 
PANY, P.O. Box 658, Dearborn, 
Michigan. State your work and what 
type and size of truck interests you. 


Fifty Years Forward 


, ) on the American Road 








FORD <cowomy TRUCKS 


SAVE TIME! SAVE MONEY! LAST LONGER! 
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with other household appliances in 
basement, utility room, or kitchen. 
Write The Majestic Company, Inc., 
Dept. AL, Huntington, Ind. 


Screen for Metal Casements 


A tension screen to fit all stand- 
ard and modular steel or alumi- 
num casements equipped with un- 
der-screen operators is now being 
produced by Rudiger-Lang Co. The 
new Tension-tite Type TC screen is 
attached to the window frame with 
four pieces of hardware which con- 


tain pre-assembled,  self-tapping 
screws. The two top clips are ad- 
justable, and control the amount 
of tension on the screen. Two lever 
brackets at the bottom of the 
frame are equipped with rollers. 
A lever draws the bottom bar of 
the screen toward the roller, and 
then tucks the bar into locked po- 
sition. When the lever is raised it 
ejects the bottom bar smoothly and 
easily. The screen may then be 
lifted off the top clips for window 
washing. Installation is done from 
inside. The screen introduces a new 
type of wire cloth with a ribbon 
of metal woven into the selvage. 
Write Rudiger-Lang Co., Dept. AL, 
2701 Eighth St., Berkeley 10, Calif. 
or International Trade Mart, New 
Orleans, La. 


“Safety-Sealed” Wall Heater 
The redesigned line of Stewart- 
Warner Saf-Aire ‘“Safety-Sealed”’ 
wall heaters, which has been sup- 
plemented with a new 30,000 BTU 
hr. input model, was shown in Chi- 
cago during the annual show of 
the National Association of Home 
Builders. Also shown for the 
first time was a recessed wall fur- 
nace with a 70,000 BTU/hr. input. 
which burns either gas or oil 
fuels. An attractive, modernistic, 
neutral-colored two-tone room 


panel is featured on this rede- 
signed heater, so that it will soft- 
ly blend with—-and greatly en- 
hance any decorating scheme. 
Write U.S. Machine Division, AL, 
Stewart-Warner Corporation, Le- 
banon, Ind. 


New Ajax Display Board 


Enthusiastic dealer response is 
reported on the new 4-D display 
board pictured here recently 
brought out by Ajax Hardware 
Manufacturing Corp. This new 
point-of-sale “Sales Booster” fea- 








VANCOUVER, B.C. 


ESB 


THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LIMITED - 


E'BURNE SAWMILLS DIvIsION 








Ju Ne 
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Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 
sign. Capacity 1 million feet per 
charge. 

DRY SHEDS—Ample Storage Adjacent to Car- 
line Means Dry Lumber for you. 

DRY LOADING DOCK—Can Load 19 Cars 


Under Roof. Assures you quick 
Shipment Regardless of Weather. 


THERE 1S NEVER A LET DOWN 
IN OUR QUALITY- 
PRECISION MANUFACTURE 


The Ralph L. 


SMITH 


Lumber Company 


Mills at Anderson & Canby, California 
Sales Office: Anderson, California 











Keeps your paint in perfect condition 

always ‘Factory Fresh’’ re 
gardiess of age. For a sound invest 
ment, give your customers 
convenience of pre mixed 
ecuip ° store with the new 
MILLER 1953 PAINT MIXERS Keep 
your customers satisfied and com 
ing back for more. For 16 years 
the original horizontal motion” 
MILLER PAINT MIXERS have been 
outstanding — for 
operation, and 


PAINT MIXER! 


the extra 
paint 


quiet smooth 
minimum vibra 
tion. NO BOLTING DOWN. NO 
CREEPING Available in 
or double can models 
portable Operates anywhere 
from 110 volt outlet. Easily takes 
any size can from quarter pints 
to gallons without any lost mo 


tion GUARANTEED 2 YEARS 


single 
Entirely 


TAKES ANY SIZE . . ROUND OR | 


SQUARE . . CANS OR JARS 
GET THE FACTS NOW! 


Write for this FREE Catalog 


illustrated 


Fully 
Exolains 
every feature and ex 
clusive advantage, 
and why MILLER’S is 
still the best Write 
today! 


Serving Industry Since 1927 





monufacturing company 


9435 SEYMOUR ST SHILLER PARK, ILL Gledstone 5-3343 


ButtpInc Propucts MERCHANDISER 








as 
Nterli ng) 


HARDWARE 


USE STANDARD 
DOOR FRAME. No specia 
Construction needed APRON CONCEALS 
WANGERS and can be 


Plan sliding — . ONLY ONE INCH 
doors in your [}, ’ DROOM required t 
homes. They 
are quick and 
easy to install 
and save space. 





ALUMINUM 
“DOUBLE TRACK g 


attached t ade 


NYLON ROLLERS 
Wardrobes and are quiet a 
cabinets are 
better lighted 
and contents are 


more accessible. 


No crowded 
passageways 
with sliding 
doors on 
Sterling 
Hardware. 


WO TRACK ON 
FLOOR to catch dust 


and 4 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson Street - Chicago 18, Illinois 
Send Catalog and more information to: 


NAME 





ADDRESS 





) — 





C) Builder () Architect (C) Dealer 
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tures the Ajax complete line of 
Batétfroy Pine Mill Troy, Oregon drawer knobs (concave and con- 
vex—1,)," to 24"), drawer pulls 
and back plates. Hardware dealers 
who are already featuring this new 
Ajax display board on their coun- 
ters have noted a sharp increase in 
sales on the Ajax items shown. 
There is no charge for the display, 
you merely pay your net cost of 
board. The display is 11”x16” 
the hardware mounted on the 
hardware is mounted on an attrac- 
tive, hand-rubbed mahogany board 
with special easel stand, so that 
display can be hung on wall or put 
on counter. Products are shown and 
are available in the five standard 
Ponderosa Pine | finishes. Write Ajax Hardware 
. | Manufacturing Corp., Dept. AL, 
The Bate formula: good timber, Sone ow 


4351 Valley Blvd., Los Angeles 32, 
carefully harvested, well manufac- Yellow Pine | Calif. 


tured into lumber in modern effi- Spruce— 

cient mills results in ‘Bate Quality” — 
lumber. That’s why we say “Better B., -ra 
Lumber from Better Mills.” 


How can you be sure of quality? 


Cypress 
WPA ¢ SPA © WCLA Hardwood Flooring 








J. HERBERT (BATE) COo., INC. 
30 Church St., New York 8, N. Y. 
Western Office: The Bate Lumber Co., Public Service Bldg., Portland, Ore. 








Simplify Your Lumber Buying 
New 1953 Edition 
CROW’S BUYER'S i 
& SELLER’S GUIDE recut ik ace alee, 


As a result of a year and a half 

h research into the problem of mate- 

of the | rial handling and warehousing 

— (with both dealers and jobbers) as 

Western Lumber Industry Available July 1 well as a study of product identi- 
fication, Wood Conversion Com- 

The basic book for lumber buyers, Crow’s 11th annual Buyer’s & | pany, has adopted a new type of 
Seller’s Guide puts on your desk the most complete list of wholesalers package for Balsam-Wool 
and lumber and plywood manufacturers in the industry ... helps you tion. 
do a better, quicker purchasing job. 


Insula- 
The new package, which is 
actually a bag, is flat and rectang- 
More than 3000 U.S. wholesalers and 1300 western mills listed and — ek ee or aes ce 
cross-listed under 25 subdivisions by products, location, kiln facilities, = ae on ee ned - os — 
specialties, etc. Over 500 letter-size pages durably bound in tough, package. Estimates ry a 
flexible covers and plastic binding for flat opening. one et ee, ed i 
You'll better your buying, reduce your inventory problems through onesnamninel handling. A na i 
Crow’s Buyer's & Seller's Guide. Mail the coupon — do it today — in the new package is a cinch to 
for complete information. handle on conveyors, simplifies un- 
loading of cars, facilitates truck 
| loading. With home remodeling on 
Crow's Pacific Coast Eee So ra the increase, the new small pack- 
Lumber Digest, Dept. G-66 age of Balsam-Wool is a “natural” 
08 S.W. 15th Ave for pick-up sales in the home- 
oe ; Address_— none - aaeemes | owners’ car. Write Wood Conver- 
a ee | sion Company, Dept. AL, First Na- 
Send Guide information to: City-State 3 casa : oe Bank Building, St. Paul 1, 
Minn. 
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With farm customers insisting more and more 
on steel products built for longer, better service, 
Continental quality will boost sales for hundreds 





of dealers. Here’s a complete line of steel prod- 


*, : . . ¥ i 
an CO ' CE ucts to help you capture a large part of this 
NTINEN : FEN | growing farm market. It includes Continental 

Mild Ylame Sealed an} 3 Flame-Sealed Fence, posts and gates, nails, 


A S Hi} ew barbed wire, bale ties, automatic baler wire, 
Py na hg ie a Tyl-Lyke and corrugated roofing and siding 
_ mh - sheets and other steel products for making farm 
improvements. It will pay you to investigate the 
Continental line. Ask your jobber or write Con- 
tinental at Kokomo, Ind. 





*Trade Mrks, Reg. U. S, Pat. Off. 


} ENTAL 
1} “ni, CONTINENTAL 
Ame, STEEL CORPORATION 


ENERAL OFFICES 























15 Types of Farm Fence, 14 Styles of Steel Roofing Nails, Staples, Lown 
PRODUCERS OF — Posts, Gotes, Barb Wire end Siding, and Fittings Fence, Wire Products 


PV SOEs 


Serving our loyal friends of the trade |} 
today, just as we did 50 years ago, and 
will be doing 50 years from now —because: 


— GOOD ONES! 
¢ 1 ; or. ! f a te ie “ 
be : - 170 , 


4 ai 
mY 


BuILpING Propucts MERCHANDISER 
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New Gas-Fired Incinerator 
The new Cole automatic gas- 
fired home model incinerator in- 
corporates the newest, exclusive 
Cole patent of air-jet combustion 
with a rust-proof, clog-proof and 
burn-proof refractory tile lining. 
The air-jets are cast in the lining 
itself .. . placed at various levels 
of the burning chamber and 
slanted down into the chamber. 


These jets supply an abundance of 
heated oxygen for complete com- 
bustion of refuse at every level 
without smoke or odor. This Cole 
unit will ourn anything that is 
combustible food, however 
wet; shoes; bones; corn cobs; etc. 
The air-jet design of the incinera- 
tor is said to make it clog-proof. 
The air is jet-streamed down into 
the burning chamber . . . the re- 
sult, “complete and odorless com- 
bustion.”” Write Cole Hot Blast 
Mfg. Co., Dept. AL, 3817-35 South 
Racine Ave., Chicago 9, III. 


Window Wall Unit 

A new steel casement window 
comes in two sizes six lights, 
6’ 3593” wide by 6’ 414” high, and 
nine lights, 9’ 444” by 6’ 414” high. 
Lights can be ventilated or fixed, 
and it is possible to have any num- 
ber from one to nine of the lights 
ventilated, or the entire window 
can be fixed. The Fenestra Windo- 
Wall has slender 11,” solid hot- 
rolled sections and the rectangular 
lights run horizontally, giving a 
graceful, expansive appearance 
that harmonizes with any style of 
architecture. The units may easily 
be glazed with 12” insulated glass, 
in stock sizes as provided by glass 
manufacturers. They may also be 
glazed with double strength or 
plate glass. Ventilated units may 


be screened with Fenestra All- 
Metal screens which are installed 
from the inside and top-hinged for 
easy access to the ventilator lock- 
ing handle. The windows are Bon- 
derized and prime-painted at the 
factory. Write Detroit Steel Prod- 
ucts Co., 2244 Grand, Detroit 11, 


Youngstown Promotion 
Youngstown Kitchens dealers 
are featuring a 54” cabinet sink 
at a special price the first half of 
1953, according to C. D. Alder- 
man, general manager of mer- 
chandising. Mr. Alderman said 
the 54” model was chosen as a 
promotional item because of its 
success on two previous occasions. 
The 54” cabinet sink has a por- 
celain enameled top with one 
bowl, two drainboards and stan- 
dard fittings. The undersink cab- 
inet has two drawers and three 
storage compartments, one with a 
shelf. Many dealers are expected 
to follow a step-up selling plan 
suggested by the factory, in which 
the 54” promotional cabinet sink 
is combined with other equipment. 
Each combination will bear a 
“package” price. Dealers are be- 
ing provided with newspaper ad 
mats and direct mail broadsides. 
Write Mullins Manufacturing Cor- 
poration, Dept. AL, Warren, Ohio. 
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Ready Lumber & Plywood Co. 


3903 University Way — EVergreen 2400 — Seattle 5, Wash. 


keep your EYE 
on: clean, 


Liby lo Mens 


PLYWOOD 
ROTARY CUT MAHOGANY 
RIBBON GRAIN MAHOGANY 


SEN WOOD «+ = SHINA = _— BIRCH 
DOOR PANELS 


Write us for samples 











No better door 
af any price! 


Style King is the better valve, all wood flush door that’s 
tailored for handsome profits. its beautiful 3-ply Birch faces 
conceal the finest construction features and materials on the 
market — making it an outstanding buy for your customers 
and an outstanding seller for you. No ‘‘cut-rate’ quality. 
Style King is guaranteed against defects. It's distributed by 
recognized wholesalers everywhere. 


Know the reasons why 
genuine Pressure 
Treated Wolmanized * 
Lumber outsells the 
field two to one. Write 
for this free . 
booklet. 


American Lumber 
& Treating Co. 
1673 McCormick Bidg., Chicago 4, Ill. 
Branch Offices in Boston, New York, Baltimore, 


Jacksonville, Flo., Little Rock, Ark., Los Anceles, 
Sen Francisco, Seattle and Portland, Ore 


Let us send you full profitable dteails. Inquire today. 


STYLE KING DOOR CO., Inc. 


Detroit Office Sale Office and Plunt 








are 


(at *) < Wolmanized is a registered trademark of 9946 GREENFIELD ROAD (27) P.O. Bow 71 
So American Lumber & Treating Co. 


MANSFIELD, OHIO 
VErmont 8-7047 Phone }-1096 
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WOOD KNOBS 


Sizes up to 4 inch 


A COMPLETE SELECTION OF 
WOOD KNOBS AND PULLS FOR 
DRAWERS, CLOSETS, CUPBOARDS, 
ETC. 


WADDELL MFG. CO. 


1117 Taylor Ave.,N.W. Grand Rapids 2, Mich. 

















“ROLLEZY"'—Model! 326 Ove lustrated above) is now 


made in 32 standard sizes { BS x & 6 o 16’ x 7’. Here's a tor 


ty easy win trade and hold 


“GLIDEOVER"——-Made 1 ang t erhead models and sizes 
from 8' x 7’ to 24 x 24 S 


tT 8 


®@ Sawhorse Trestles 

© Scaffold Brackets 

®@ Roof Brackets 

@ Folding Ladder 
Brackets 

®@ Farm Building 
Hardware and 
Specialties 

Ask for Bulletin ALG 53 

WAGNER MANUFACTURING COMPANY 


CEDAR FALLS IOWA UTS. A 


“AUTOMATIC DOORMAN" 


Ask for Garage Door Bulletin 53 AL 


Buttpinc Propucts MERCHANDISER 





Deal yourself a 
winning hand 

in 1953. Back this 
pair of aces 

and rake in the 


Here are wood window units for every building 
purpose. The MALT-A-MASTER is a fully bal- 
anced unit with a new type of built-in foam rubber 
and aluminum weatherstrip and removable sash. 
The MALT-A-MATIC is an adjustable, weather- 
stripped unit with removable sash that’s priced 
within the most modest building budget. 
MALTA wood window units—like MALTA 
frames — cost less per 

year of service. De- 

mand is heavy — deal 

yourself in. 


Supreme Quality 
Since 1901 Manufacturing Company 
MALTA, OHIO 


Member of the 
Ponderosa Pine Woodwork Assn. and the N WMA 





SEP 


[| uP 
ro softs 


IRR 


REN 


EON 


Be profit-wise—sell Keystone Insect 
Wire Screening and build lasting satisfac- 
tion and goodwill among your custom- 
ers! You'll find it’s easy to sell Keystone 
Wire Screening in today’s big market 
for new and replacement work. Keystone 
quality is carefully controlled by modern 
manufacturing methods. This results in 
outstanding strength, durability and eye- 
appeal ... to boost your sales! Aluminum, 
Wire 


Screening available in all standard widths 


Bronze and Galvanized Insect 


and meets U. S. Department of Com- 


merce Commercial Standard 138-49, 


Waite gor FREE catalog loday 
KEYSTONE WIRE CLOTH CO. 


Hanover, Pa. Fostoria, Ohio 





NAMES IN THE NEWS 





Mastic Tile Expands Production Facilities 


An _ additional 
production line 
costing over a 
half million dol- 
lars has been 
installed in 
Mastic Tile Cor- 
poration of 
America’s Long 
Beach, Calif. 
plant. The new 
production equip- 
ment increases 
company’s West 
Coast plant out- 
put by over 90 
million square 
feet a year. 
The warehous- 
ing area of Mas- 
tic’s Long Beach 
plant has also 
been expanded by 
40 thousand 
square feet. 
The youngest 
manufacturing concern in the asphalt 
tile industry, Mastic Tile Corporation 
of America opened its Long Beach 


i 


plant in 1949. The third Mastic 
plant started production last summer 
in Joliet, Tl. 


its BRUCE Pre-finished Ranch Plank FLOORS for RANCH STYLE HOMES 


National Home Show Exhibit—Toronto, Canada 


Bruce Ranch Plank Flooring was 
exhibited by R. Laidlaw Lumber Co., 
Limited this year at the National 
Home Show held in Toronto, April 
10 to April 18. Here, three rooms in 
miniature were shown with each 
room tilted upwards facing the view- 
ers for dramatic effect, placing great- 
er emphasis on this prefinished, ran- 
dom-style oak floor with its beveled 
edge and presunk walnut pegs. This 
exhibit proved itself to be an excel- 
lent attention-getter, attracting a 
large volume of new home builders 
and building contractors. 


This method of exhibiting also 
proved practical from the standpoint 
of keeping the floors fresh and un- 
marred by heavy traffic passing 
through the exhibit booth. In the liv- 
ing room (center) a ranch-style home 
landscaped in full color, could be seen 
through the wall-window at rear, 
suggesting the type of home for 
which this type of nvoring is particul- 
larly adapted. A number of inquiries 
were also received regarding the 
plans for this home. Dimensions of 
the booth were 20’x12’. 
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A NEW ADDITION to the “ALL FROM 1 SOURCE” FAMILY 


. @ he 
ae TH NSTIONAL LOCK se 


Budget-priced Lock...for every home in the block 


NEW...LOW PRICED...to meet | A/QU/ 2 GREAT Lincs 
every competitive situation! NATIONAL LOCK sez 


This completely new line of locksets by NATIONAL LOCK 


ee 99 
: series ‘*410 
opens up the volume market with “class” at a price. Low-cost 


Superlative Lockset Line 
for Discriminating People 


Series 440" features rugged construction with no zinc die cast 
materials; appealing beauty accented by an excellent selection of 
finishes and split finishes; many new mechanical advantages in- 


ee 99 
. : nin : series ‘440 
cluding speed and ease of installation. For all doors in the home. 


Budget-Priced Lockset 
WRITE US FOR CATALOG OR ASK YOUR SUPPLIER " _ 
Line for Every Home 


= NATIONAL LOCK COMPANY 
Hv occrens. NONSTK * Weekend babeee eae 
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The Tmproved Handy” 
ASBESTOS 
SHINGLE CUTTER 


Stace 1927 


Distributed by 
Asbestos Shingle Manufacturers 


Produced in three Models: 
Model "F" 
Model "L” 


| il 
eville " 


For complete information write 


SPECIALTY TOOL MANUFACTURERS 
732 S. WMlinois St. Belleville, Ill. 





( Here's the one that \ 
WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tite, 
wood or plaster. Pays 
dealers a bigger profit. 


WILL NOT SHRINK SELLS BETTER because 





27” —Complete .... $25.55 
32” — Complete .... 27.95 
Model "A-32" 32” —Complete .... 33.40 





AT CLUURIA TT 
' 


it WORKS BETTER. 
—— ee, . 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
ont year after 
_ ” What's more, 
Jurham's Rock- 
Hard Water Putty 
ate you by far the 
st profit-margin on 
any product of this n 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats eo regu- 
larly. Many patching materials may shrink 
fall out or di off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Nowy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. * Packed twelve 1-lb. cans or six 
4-1b cans to case. Keep some of each on dis- 
play Available in 25, 50, 100-lb. drums for_ 
lustrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


COMPANY 
F} Des Moines 4 





Sales Aids for Masonite 


Various sales 
aids useful in 
getting orders for 
Masonite Siding 
are exhibited by 
tobert Mack, Ma- 
sonite Corpora- 
tion salesman. 
Seated and 
Standing at 
right are Leon- 
ard Koenen, pres- 
ident and Robert 
Koenen, vice - 
president of the 
Mayfair Lumber 
Co., Chicago. 
Robert Mack is 
showing a _ por- 
table display of 
lap siding. Oth- 
er sales promo- 
tional tools de- 
livered to the 
yard were the 
counter display shown at left, with a 
descriptive sample and help-yourself 
folders attached; the job sign, at- 
tached to the window, for display on 
property where Masonite Siding is 
being applied; two leaflets (on table) 
one is an application sheet that 
comes with every bundle of siding, 


Clark Equipment Produces 
150,000th Fork-Lift Truck 


Clark Equipment Company, Battle 
Creek, Mich., has announced produc- 
tion of its 150,000th unit -estimated 
to be approximately one-half of the 
output of the entire industry. Here, 
No. 150,000 is being inspected as it 
leaves the assembly line by (left to 
right) R. H. Davies, vice-president in 
charge of production at Battle Creek; 
W. E. Schirmer, vice-president in 
charge of industrial truck sales, and 
George Spatta, president 


Three Lumber Companies 
Receive Management Award 


The Georgia-Pacific Plywood Co. 
Augusta, Ga.; Weyerhauser Timber 
Co., Tacoma, Wash., and United 
States Plywood Corp., New York, 
have been awarded Certificates of 
Management Excellence for the year 
1952 by the American Institute of 
Management, New York Accord- 
ing to Jackson Martindell, president 


] une 


while the other is a direct ma 
piece; and (in the hands of the lum- 
ber company president) a sample of 
Tempered Presdwood to which has 
been nailed a wood shadow strip. The 
latter demonstrates what any lumber 
yard manager can devise as a sales 
aid “plus.” 


of that non-profit foundation, only 
330 companies in the United States 
and Canada, out of the 3,000 leading 
concerns whose methods were stu- 
died by the Institute, were found 
eligible to receive the designation. 
This is the third consecutive year 
in which United States Plywood has 
been so recognized, and the second 
for the others. 


: ee 
L. TO R. Jack Norton, eastern divi- 
sion, Joe Cahill, midwest division, 
and Karl Boehm, sales manager 
Warp Bros 


Warp Bros. Sales Staff 
On Inspection Tour 


“Seeing is believing,” says Karl 
Boehm, sales manager of Warp Bros., 
well-known manufacturer of shatter- 
proof window materials. Mr. Boehm 
is pointing to one of the hundreds of 
test panels at one of the company’s 
many experimental testing stations 
which extend from Florida to Alaska. 

Since 1924, Warp Bros. has felt 
that actual exposure to year-round 
weathering conditions was the only 
fair way to test its own and compet- 
ing window materials. The firm just 
recently developed its versatile new, 
transpartent Flex-O-Glass 
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PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
Tondo Mest High Altitude, Soft Textured Growth 
NV Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


feofneed SUSANVILLE CALIFORNIA 








TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 





Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 








| 








ST in flooring 


Customers come back for more ps ) ~N The iii ‘ 
3 | . 








when you sell “Mt. Vernon” 


flooring. Carefully kiln dried, re - Leslie 


manufactured, and graded, the 


Mt. Vernon brand is your best ee | Fe ADJ USTABLE 
buy insurance. pa He) U VER 


OAK e BEECH & PECAN ae Zz SIX EXCLUSIVE FEATURES: 
Dy © SELF FRAMING DESIGN 
HARDWOOD FLOORING Be ¢ INSTALLS QUICKLY BEHIND FACIA 
i ‘ ¢ LARGE FREE AREA AT EVERY PITCH 
' , ;, % | © 4-POINT REINFORCEMENT ELIMINATES SAGGING OR 
Modern ory kilns, planing mill ane Be» RATTLING VANES 
eak flooring plant mean top quality. ‘ © ADJUSTABLE FLASHING INSTALLS BELOW BOTTOM VANE 
a7 @ RECESSED INSTALLATION GIVES 
BAND SAWN HARDWOODS ee APPEARANCE OF WOODEN LOUVERS 


sateen He ALL THESE FEATURES 
Look for and write to: ee AT LOWER PRICES!! 





Designed by LESLIE, pioneer in “— ae 
the field of attic ventilation, the Leslie Adjustable Renner has 
already been enthusiastically received by your contractor 
customers at the 1953 NAHB Show. This all-aluminum 
Louver fits pitches 4/12 through 12/12, and is supplie d with 
aluminum screen and adjustable flashing. 3 sizes: 5 Vane 
illustrated), 6 Vane and 7 Vane. 





ASK YOUR JOBBER for information on the COMPLETE LESLIE 
LINE of Roof, Cornice and Foundation Vents, Wall and 
Adjustable Louvers TODAY. Write for new 1953 Catalog. 


LESLIE WELDING CO. 
2941 W. Carroll Ave., Chicago, Ill. 


MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabama 
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wallboard drive Screws 


For installing asbestos cement- 
type wallboard use Hassall 
wallboard drive screws. Spe- 
cifically designed with spiral 
threading for better holding 
power. Supplied with nickel- 
plated finish with either cas- 
ing or button heads. Advise 
quantities. Prompt delivery. 


JOHN HASSALL, INC. 


166 Clay Street 
Brooklyn 22, N. Y. 
Established 1850 





SPACKLING COMPOUND 


FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 
For pre-painting preparation—the 
smooth way to “crack-proof” plaster 
walls, seal open joints and cracks in 
woodwork, fill nail and screw holes, 
smooth rough wallboard, cover checks 
“and knots in wood. Can be sand- 
papered to velvet finish. Will not shrink 
or fall out. Available in 1, 5 Ib. cans; 
100 Ib. drums; 300 Ib. drums. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST $7. tOUIS 6. MO 








Street Lumber Corporation Window Display 


Good window 
displays have 
definitely proved 
their sales value 
to progressive 
lumber dealers 
like the Street 
Lumber Corpor- 
ation of So. Had- 
ley Falls, Mass. 

This _interest- 
ing display in 
the window of 
the Street Lum- 
ber Corporation 
shows a pre-fit 
window unit 
completely as- 
sembled. Both 
the double hung 
and casement window 
Around these two major items 
are card posters picturing re- 
lated items by the same manufac- 
turer. Sign posters on the glass 
direct attention to the major items. 


are shown. 


The posters state simplified but im- 
portant facts about the product. 
The people walking by your win- 
dow may be prospective buyers 
good window displays help sell them. 


50th Anniversary Sales Meeting of Hachmeister, Inc. 


Hachmeister, Inc. of Pittsburgh 
recently finished a 3-day sales con- 
ference in the William Penn Hotel. 
With 20 district representatives at- 
tending, the affair highlighted Hach- 
meister’s 50th Anniversary. 

Sparked by M. D. Gladstein, gen- 
eral manager of Hako’s Floor and 
Wail Tile Division, acting chairman, 
and Wes George, Hako advertising 


Sales Help 


Although Bruce _ flooring is 
branded, once installed it loses its 
identity. Assuming that builders 
would like tangible proof to show 
prospects that they have used this 
flooring, the E. L. Bruce Company 
has devised as a sales help an at- 
tractive gold seal certifying that 
Bruce floors have been used. The 
seal should be put inside a closet 
door or some other inconspicuous 
location where the salesman can 
call attention to it. The seals are 
easily applied. By simply removing 
the “cover paper” on the back, the 
seal can be placed firmly on any 


June 


AMONG those at 
tending the re 
cent 50th Anni 
versary sales 
meeting of Hach- 
meister, Inc., 
were Bill Lacey, 
regional mana- 
ger; Ed Cham 
berlain, regional 
manager; Bill 
Grey, assistant 
to the treasurer, 
of Hachmeister; 
Cc. O'Toole, re 
gional manager. 


manager, who showed the group ag- 
gressive plans for advertising and 
promotion of Hako products in 1953, 
the conference was highly successful. 

Among the principal speakers were: 
H. A. Hachmeister, president; King 
Lantz, western division sales man- 
ager, and R. G. Brown, Hachmeister’s 
Plastic Division manager. 


surface and can be removed at any 
time with no damage to paint or 
other coatings. Builders wishing 
to use the seal on jobs where they 
have installed Bruce flooring, can 
obtain them by writing E. L. Bruce 
Co., Dept. AL, Memphis, Tenn. 
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‘ IMMEDIATE 
DELIVERY 


Stock and 


aa . 2 Sell 
NEW Barbecue Grill ee” ; BESSLER 


for ranch-type kitchen, Tea: WAS —_! Disappearing 
: ‘d Stairways 
patio or garden 

. The ORIGINAL i teagpne 

6 stairway — made for over 4 
. py years 

Popular demand for a barbe- , te I = A real stairway—not a tadder 

cue fireplace with a short . Seven well-engineered models 

° , —for every need. 
front-to-back depth is an- , 


: : 4 : Model OF-38 a > % Safety-dosigned in every de- 
swered in this new Majestic . : tail for your protection. 


; : . * . Suitable for the finest homes— 
model. Any masonry design can be built around this all- os tad coe 

metal unit, making it the perfect barbecue for patio or Operates from above and be 
garden — or for the modern ranch-type kitchen. Burns wood : } Full width treade—SAFE fer 
or charcoal. Frame is heavy steel angles; doors and grates 7” ie 9 everyone. 

are ¢ i There's a gold mi f profits for you in this \ Os Seen Oe ey Seer eee 
are cast iron. eres a gold mine © profts for you 1 : * \ . Treads and stringers are made 
model, newly-designed by the leading manufacturer of out- ' of Sitka Spruce. 


door fireplace equipment. 2 , “— ; 4-4 Yor large ebjects. 
Y . Full length SAFE hand rail, 
NEW PORTABLE CHAR-B-Q N '* Steures easy and SAFE 

ALL CAST IRON 
PICNIC GRILL 





° - . an ¢. 
offers quick profits in cash-and-carry . All metal parts are made of 


. ° ° z t . SAFE pressed steel 
impulse sales, Single-unit display re- 1 : Hanae aeeuk Gate 6s 
, ; af New Catalog! 
sults in steady turnover of packaged, 


quick notice for all modete— 
no ‘‘orphans,"’ 


15. Doors made of White Pine and Fir in twe- 
complete line of seven Bess- panel and flush types; hardwood doors in 


ler Disappearing Stairway flush type only. 

low as flimsy sheet metal ones! Desired | Models to meet all your 0 near Cer OF ee Coat Gr Oe 
bade: ‘ : : needs. This new catalog steps. 

by picnickers and backyard chefs alike! should be in your files for 17. Wendrede of thousands in constant dally 

ready reference — write for 18. IMMEDIATE DELIVERY! 

Write for details on these units. your copy now! 19. Meets all building odes 


the Majestic co., inc. | The Bessler Disappearing Stairway Co. 


303-C ERIE ST. . HUNTINGTON, IND. 1900 East Market St., Akron 5, Ohio 


easy-to-assemble, portable charcoal | Illustrates and describes 
grills. All cast iron unit is priced as 





JM. J. 
ae 

tile 

cutters MAPLE e BIRCH e BEECH 


resilient floor tile STRIP @ BLOCK 


HOLT HARDWOOD CO. 


Manufacturers of 


e OAK 
cuts all 


Tools of quality for 


and 
quality workmanship. HERRIN N 
Each J.M.J. cutter is ex- — 


pertly and exactingly FLOORING 


designed for the types 
of tile designated. 





GRADED SAWDUST 
BLADE RESHARPEN- 


ING SERVICE ° 


cuts plastic wall tile DEALER RENTAL High Grade Northern Hardwoods 


PROGRAM ° 
AVAILABLE 


Write for bulletin AL-3 
and nearest distributor e 
TODAY! 


J.MJ. INDUSTRIES 
atsendl “Incorporated OCONTO, WISCONSIN 


bevels metal wail tile Belleville, Il, en 





Custom Kiln Drying 


Members: M.F.M. A. N. HL A. N.H & HMA 
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DEALERS get your share of 








sj, WE DO ALL THE WORK... ° 


All the 
Building Products 
Advertising in 
HOME SELL 
the reader 
for you! 


The 
_House-Plans in 
HOME PRE-SELL 
the reader 
for you! 


“HOME” 
can be your 
Ace Salesman 


baielamelacl lite 


94.6% 
of dealers 
RENEWING THEIR 
CONTRACTS for 
second 
year! 


Let us show you how easily and in- 
expensively you can increase your 
profits. Just llc each—your only cost 
for having us mail HOME Maintenance 
& Improvement magazine, with your 
company’s name on the cover, directly 
to your customers and prospects—this 
even includes our paying the postage. 
Then watch “HOME” go to work for 
you—giving the readers 10] ideas on 


~~ > 


How-To-Build or improve their homes— 
and—telling them to come in and see 
you who are sending them HOME 
Maintenance & Improvement. 1,734 
dealers from coast to coast are happily 
reporting new sales of everything from 
house jobs to hammers as a result of 
our mailing HOME magazine to their 
customers and prospects. Get your 
share now—mail coupon today. 














| 4 q 
‘the rich homeowner market! 


' You GET BIG NEW(PROFITS ) 
, > 


T 134 Dealers like you now making money from 
this proven plan. 


They’re selling house jobs, lumber, tools, paint 
and hardware~=<all as a direct result of HOME. 


The ONLY magazine that covers ALL your 
products and services. 


WE DO ALL THE WORK 


1 We mail HOME 3 We pay all the 
quarterly to postage and 
your list. charges. 


2 We print your 4 We check your 
company’s name list against 
BIG on the front duplication and 
covers. protect your 
mailing area. 


Please rush me a copy of HOME Maintenance & Improvement 
I am interested in increasing my sales and profits. There is no 
obligatian of coures. 


Our present mailing list contains approx. names 
COMPANY 
ADDRESS TELEPHONE 


CITY. = STATE 


MY NAME IS TITLE 


MAIL TO: “HOME” Magazine, Box 4 
139 N. Clark Street, Chicago 2, Illinois. 





Central Woodwork Takes Products to the Dealers 


This photo- 
graph wag taken 
at one of Central 
Woodworks re- 
cent lumber deal- 
er dinner meet- 
ings held at the 
Hotel Negley, 
Florence, Ala. 
Central Wood- 
work, Inc., New 
York City, serves 
about 500 retail 
lumber dealers 
within a 200-mile 
radius of Mem- 
phis, Tenn. The company held a series 
of four meetings in one of its sales- 
men's territory, with attendance 
ranging from over 100 at its Milan, 
Tenn. meeting to approximately 30 
at the Dyersburg, Tenn. gathering 
A meeting was also held in Mayfield, 
Ky : 
Harry Muir, designer of the Bilt- 
Well Nu-Style cabinets for kitchen 
and general household storage, pre- 
sented a movie and sales talk regard- 
ing the outstanding features of this 


new line of cabinets distributed by 
Central Woodwork. Other products 
jobbed by Central Woodwork were 
displayed and their sales features 
were described to the audience by 
Milton Schaefer, secretary-treasurer 
and sales manager of Central Wood- 
work. 

Retail lumber dealers were invited 
to bring contractors and architects. 
The company plans to hold similar 


meetings throughout its entire trade 
area. 


New $1.5 Million Plywood Plant — Evans Products 


This new 
$1,500,000 ply- 
wood plant of the 
Evans Products 
Company, 
Plymouth, Mich., 
is under the di- 
rection of H. B 
Garrison, vice- 
president of the 
Evans company’s 
Western Divi- 
sion. Gene Mo- 
bley is resident 
manager. The 
plant is near 
Roseburg, Ore 
Included on the 
property is a 55- 
acre log pond 
capable of hold- 
ing 50 million 
board feet of 
lumber 

The newly-ac- 
quired plant con 
tains over 83,000 square feet of floor 
space and has facilities for manu- 


facturing both exterior 
grades of plywood. 


Two Mando Officers Advanced 


J. B. Faegre, president of the Min- 
nesota and Ontario Paper Company, 
Minneapolis, recently announced two 
top-level management changes re- 
sulting from action by the board of 
directors. C. T. McMurray, a direc- 
tor and former executive vice-pres 
dent, was made senior vice-president 
and Robert Faegre, fomerly vice- 
president responsible for paper sales, 
was made executive vice-president. 


WS 


MC MURRAY FAEGRE 


Mr. McMurray, a veteran of 35 
years’ service with Mando, 30 of 
them as an executive of the com- 
pany, will now be a consultant and 
advisor to top management. 

The new executve vice-president, 
Robert Faegre, age 37, has played 
an increasingly important role for 
the past few years in planning the 
company’s $33 million moderniza- 
tion and diversification program. The 
broadening of markets for many 
new types and grades of paper has 
developed under his leadership. 

In his new position, Mr. Faegre 
will now be directly responsible to 
the president for all production 
sales, research, industrial relations, 
traffic, advertising and purchasing 
functions. He will also be actively 
concerned with new business develop- 
ment and with long range planning 

In addition to managerial experi- 
ence in the major divisions of M and 
O, Mr. Faegre has been active in 
research. He is currently chairman 
of the executive research committee. 
He also holds office in the Canadian 
Pulp and Paper Association, the 
Newsprint Association of Canada 
and the Pulp and Paper Research 
Institute of Canada. He is presi- 
dent of the U.S. Groundwood Paper 
Manufacturers Association. 





Utilize those odds and ends of lumber. They'll pay their way 
with profits to boot if you make pickets out of them! The 


Schubert Picket Maker points 200 to 250 158” to 35s” width pickets 
per hour with planer-smooth finish. No sanding required. Adjusts to cut any 


degree of sharpness or bluntness of picket point. Light onough to carry te 
stockpile—38 lIbs.—yet strong and durable for year after year use. 24” high. 
30” handle provides easy leverage. Anyone can operate. Seven day delivery. 


Send today for literature! 


ist jaa. 


SCHUBERT 


PICKET CUTTER 


Net Price only $52.50; f.0.b. Wilmette, Illinois 


a 
we 


_ H.A. SCHUBERT €O. Machinists 


1212 Washington Ave. 


Wilmette. Illinois 
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ANACONDA 
COPPER 


MINING COMPANY 


Lumber Department 
BONNER 








MONTANA 








COUNTERBALANCED 


© lower cost 
® installed faster 
* for better styling 


Inexpensive windows 
make an excellent sell- 
ing point when they're 
hung with Pullman Sash 
Balances. Weathertight, 
noiseless, trouble-free op- 
eration. Alert architects 
now specifying them for 
Engineered Balancing homes, schools, hospitals 
6 —all kinds of commercial 
and industrial buildings. 
The Pullman method per- 
mits quick installation (10 
to 15 minutes per window), 
uniform mortise size— 
wide scope in window ¢e- 
sign, maximum light area. 
Write today for full specs: 
Pullman Manufacturing 
Corp., 325 Hollenbeck St., 
Rochester 5, N. Y. 


Never Needs 
Adjusting 
. 


Now Nearing 70 Years 
of Like-New Performance 


LIFETIME GUARANTEE 


Pullman Sash Balances are guaranteed against 
imperfect workmanship or materials for the life of 
the building in which they're installed. 
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SERVICE AND QUALITY THAT SATISFY 


p soe? 


M vas COAST HEMLOCK 


Look to es for your lumber needs! Enjoy the 
satisfaction of knowing you'll get what you want— 
fine products manufactured with strict adherence to 
quality standards. 

Straight or mixed cars to suit your requirements, 
including Lumber, Plywood and Doors. Go Griswold 
today! 


Prompt Dependable 
Shipment Values 


THE GRISWOLD LUMBER Go. 


Vv Le Date 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 
AFFILIATED Caoriton Manufacturing Co. €. H. L. Lumber Corp 


A®\TON OREGON CARLTON OREGON 


MILL INTERESTS 








Gwe 


and money! 
CONVERT TO 


ANCO 


BAG TRUCKS 
and the 
ANCO PALLET SYSTEM 





Palletize your materials and 
move them in unit loads! With 
an Anco Truck you can reduce 
handlin expense 50% and 

B more. The Anco Pallet Plan 
eliminates hand stacking of 
bags and Anco Trucks give you 
the most efficient method ever 
devised for reducing labor costs 

EXCLUSIVE and increasing net profits. It's 
NOSE-PLATE worth investigating . . . inquire 


WHEELS today! 


Just roll Anco Truck under the pallet and . FREE 
tip back. Light pull on handles wil! tilt up TRIAL OFFER! 
to 1200 Ibs. into perfect-balance rolling 
position. No sharp corners to snag bags—a 
precision-built arc-welded single unit. Gives 
years of service and immediate returns. 


Mail coupon, 
for “details. It's 
money-maker ond 


a bock-sover 


ANTHONY TRUCK COMPANY, Paducah, Ky. 
Please send us full information about the Anco Pallet Plan and 
Anco Pallet Trucks that do twice the work with half the effort. 














COMPANIES ANNOUNCE 


J. A. GRIFF- 
ITH, executive 
vice - president of 
Weather - Seal 
Inc., garberton 
Ohio, has been 
named company 
president by the 
board of direc- 
tors. He succeeds 
Harold A. Etling 
who becomes 
chairman of the 
board. Mr. Etling -originator of the 
combination storm-screen window 
founded the company in 1934 and 
built it into a miulti-million-dollar 
organization with a number of sub- 
sidiaries. Weather-Seal manufactures 
the in-swinging Etling house window, 
as well as combination windows and 
doors 

The board chairman will continue 
to serve in an advisory capacity and 
will remain president of two subsidi- 
ary firms Lyman-Hawkins Lumbe 
Co. in Akron, Ohio and Barberton 
Wholesale Lumber Co 

In announcing the promotion, the 
company’s board of directors stated 
that “Mr. Etling requested to be re- 
lieved of his duties as president so 
that he might devote desired time 
to cattle breeding and other inter- 
ests.” 

The new 41-year-old Weather-Seal 
president joined the company in 1942 
as advertising manager. He became 
vice-president in 1944 and executive 
vice-president in 1946 





English Type 
RAIL and HURDLE 


FENCE 


ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 





PROFITS for YOU! 


YOU SELL FENCE 
We Carry Inventory 
Will ship, in your name, from 


our Yards in Toledo and 
West Virginia 


Answers to What's Your Answer? 
Stop! Read questions on page 972. 


1 The Quaker State Metals Co., 
Mounteville, Penna. See ad p. 13. 

2—-Marking up equivalent volume 
of materials and services. See Edi- 
torial, p. 39. 

3D. L. Fair Lumber Co., 
ville, Miss. See ad p. 21 

4.The Larson Lumber Co 
Kan, See story p. 50. 

5--Creo-Dipt Co., Inc., North Ton- 
awanda, N. Y. See ad p. 81. 

6 About 20% above last 
See News Briefs, p. 9 

7—A transit. See ad by Levelall, 
Rockland, Mass., p. 127. 

& See 
p. 79 


Louis- 


, Salina, 
year. 


tilco’s answer (c 
9 To study better office and yard 
layout methods. See story p. 54. 
10--It should rent for at least 50 
days. See story on rental tools, p 
7A. 


OBITUARIES 


WILLIAM ARTHUR HOLT, one 
of the founders of the Northern Hem- 
lock and Hardwood Manufacturers 
Association and the National Lumber 
Manufacturers Association, died at 
his home in Oconto, Wis., May 12 

Mr. Holt served as vice-president 
and president of the Association and 
was a member of the Board of Direc- 
tors and chairman of the Bureau of 
Transportation and Legislation from 


1920 to 1943. He was also a mem- 
ber of the Executive Committee of 
the NHHMA during the depression 
years of 1933 to 1935. He represent- 
ed the northern region on the Hard- 
wood Coordinating Committee and 
the Lumber Code Authority of the 
National Recovery Administration 
during 1933 and 1934 

Mr. Holt rendered outstanding ser- 
vice to the northern group when he 
was in charge of work in freight rate 
cases and in handling legislation. He 
represented the group on the Board 
of Directors of the National Lumber 
Manufacturers Association during 
many years of his active business 
life. He was head of the Holt Lumbe) 
Company which until 1938 had exten- 
sive holdings in Wisconsin and Upper 
Michigan for 91 years and an affili- 
ate, the Holt Hardwood Company of 
Oconto, is still manufacturing north- 
ern hardwood flooring. Mr. Holt was 
mayor of Oconto from 1904 to 1908 
and he also served as a Director of 
the Wisconsin Manufacturers Asso- 
ciation for a number of years 

He was an elder of the Presbyter- 
ian Church of Oconto for 60 years 
and he also served as a trustee for 
the Moody Bible Institute. His wife 
died in 1938. He is survived by two 
sons, Donald R., a shoe manufactur- 
er in Oconto and Alfred H., an author 
now living at Fort Lauderdale, Fla. 
Other survivors include two daugh- 
ters, Jeannette and Mrs. Donald §S 
DeWitt, both of Oconto, and a sister, 
Flilen Holt. There are eight grand- 
children and five great-grandchild- 
dren. Interment was at Lake Forest, 
Il. 





with 








CARPENTER SQUARES 
AMERICA'S FIRST 


CRAFTSMEN 
FOR EVERY USE 


NICHOLLS MANUFACTURING CO., OTTUMWA 


TROWELS 
FLOATS, DARBIES 
CEMENT TOOLS, HAWKS 


FOR THE TRADE 
FOR THE FARMER 
FOR THE HOUSEHOLDER 


“Quality with §conomy” 


IOWA U.S.A 





— a 


SERVING 
LUMBERMEN 


since 1972 


KIRBY 
Lumber Corporation 
@ Yellow Pine 


e substantial cash dividends 

* trained engineers 

e more than 80 branch claim offices 
in U. S. and Canada 


@ Southern Hardwoods 
“A Wood for Every Purpose” 
KIRBY BUILDING HOUSTON, TEXAS 


Operating in New York state as (American) Lumbermens Mutvel Casvelty Compony of Illinois 
james S. Kemper, chairman 4 G. Kemper, president © Mutual Inswrance Building, Chicago 40 





“Is It as Good as Kirby's?” 
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CORRECTION 


Due to error in our printing department several product 
listings for WALLACE MANUFACTURING COM- 
PANY, North Kansas City, Mo., were inadvertently 
omitted in our April Dealer Products File Advertisers’ 
Index. 
Correct 


Listings should have included Wallace 


Mtg. 


under— 
Adhesives ” 
I ileboard * 


Hardboard—Prefinished 


Wall 


Panels—Ceiling, 


American Lumberman 
& Building Products Merchandiser 





Oak Flooring, Southern Pine 
and Southern Hardwoods 











ALIFORNIA 


SUGAR & WESTERN 


- PINE AGENCY, INC. 
#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


eRe ee. Peers tert 
Pi oe E Shop 


California Ponderosa Pine 
ngs and Cut Stock 


Pattern Lumber 


MIXED CARS 
FOR YARD BUYERS 


Urania is an organization you can depend on 
to ship well-manufactured, properly seasoned 
and accurately graded timber. 


Urania's giant tree-farm—source of the logs 
that produce Urania's fine Oak Flooring, South- 
ern Pine and Southern Hardwoods—assures a 


continuous timber supply. All 


manufacturing 


facilities are complete and modern throughout. 


For utmost in satisfaction put your lumber needs 
up to Urania—where dependable service is 
backed by a modern mill with a permanent lum- 
ber supply. Let us know your needs today. 


Posts, poles, piling and creosote timbers pressure 


treated. 


Urania Lumber Co. 


Urania, Louisiana 


Membe 
$.P.A. — $.P.1.8. — $.H.P.1. 








Jeffreys-MeElrath, 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 
Daily Capacity 300,000 feet 


Factory Locations 


Macon, Ga. 
Chase City, Va. 


Milledgeville, Ga. 
Arkwright, Ga. 
Jackson, Ga. 


Keesville, Va. 
Raleigh, N. C. 











Oxford, N. C. 
AUTOMATIC 


TANNEWITZ ort: 


for Swing Saws 
SAVES 


30 Days Free Trial 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIOS 
MICHIGAN 





Buitpinc Propucts MERCHANDISER 











FASTER THAN $100 ENGINEER INSTRUMENTS 


a 
ra ™= {-—_— Up to 50 Feet or more ———» 


The New Improved 
Water Level 
For Simplest 
One Man Operation 
Anything you need level 
Levelall does it 
Dealer inquiries Invited 


Regular 
50 Feet 


39.95. 


A sturdy instrument that can 
be left on the job for any work 
man to use. Cannot be put out 
of adjustment and even with 
the most casual handling its 
principle is so simple anyone 
can level points quickly and 
accurately. 


For footings, forms, batter 
boards, sills, lintels, floors, ceil- 
ings, roads, driveways, lawns, 
piping, farm contouring and all 
general construction work nor- 
mally needing an expensive in- 
strument. 

1 qt. extra Level-Flo Liquid 
shipped with Deluxe Model only. 


a 


Complete with instructions. high 
quality vinal polechloride tubing 
tilled with Level-Flo Liquid, mount- 
ing brackets, and metal case 





LEVELALI_97G Webster St, Rockland, Mass 
Mail me 15’ DeLuxe Levelall @ $12.95 
50° Leveloll instruments @ $ 895 
you guaractee satisfaction of money bock 
upon return of Levelall within ten days 


Mail me 


Name 





Address 


City Zone State 














Send COD. | will pay postman full pur- 
chase price plus delivery charge on arrival 


Full purchase price is enclosed. Send 


postpaid. (Postage prepaid on orders in 
USA. only) 
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Classified 
Advertising 





Terms — Cash With Orde: 
Minimum Charge $2.00 
Rates: 


1 Time — 10c per word for each insertion. 
Minimum charge of S0c per line. 
3 Times — 8c per word tor each insertica. 
Minimum charge of 45c per line 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times — 7c per word tor each insertion. 
Minimum charge of 35c per line. 


For advertisements boaring box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 

When answering box numbers er mailing 
copy for ads address them to: 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 


LUMBER TACKS 6 TILLS TOO: 
Why trust to luck in locating your new posi- 
tion? We either have, or will Eecetep the job 
you want in any section of the U.S. or Canada. 
Qualified persons with qood records spon- 
sored on a “NO JOB NO COST” basis. Tell us 
your wants. Confidential. 

HINES EXECUTIVE SERVICE 
5355 W. North Ave. Chicago 38, Mlinois 








Wanted — Young experienced hardwood in- 
spector to assist In handling hardwood in 
combination concentration a retail lumber 
ard. Must submit references in letter to 
.O. Box 6706, Dallas, Texas. 





EXECUTIVE ASS'STANT SALES MANAGER 
Wanted By 

Large progressive Western Pine Region lum- 

ber operation. Age 30 to 35, preferably col- 





HELP WANTED 


EXECUTIVE MANAGER, will pay good salary 
and bonus to right party, with privilege to 
purchase interest or control in lumber busi- 
ness located in the Calumet Region. Annual 
business approximately $300,000.00, with ca- 
pable management could easily be doubled. 
If interested write for personal interview to 
Box H-60, American Lumberman, Inc. 





LUMBER & DIMENSION WANTED 


Producers wanted who can supply 15,000 to 
20,000 Hardwood Bed Slats per month. Kiln 
dried timber preferred. Slats 212” width 
13/16” thickness. Year-round business of- 
fered by large responsible distributor. _An 
excellent fill-in for some producer. Especially 
advantageous to plant having an abundance 
of narrow lumber available. Reply Box H-63, 
American Lumberman, Inc. 








Competent Hardwood Inspector wanted to su- 
pervise work of several inspectors and crew 
at Central Ohio distributing yard. Must un- 
derstand thoroughly the care of green lum- 
ber dried in sheds and keep accurate inven- 
tory records. Address Box H-47, American 
Lumberman, Inc. 


WANTED — RAILS 


RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Bidg., St. Louis 1, Mo. 











SITUATIONS WANTED 


MILLWORK SUPERINTENDENT 
Detailer-Biller, years of experience, large 
volume detailed millwork. Good expediter. 
References. Address Box H-24, American Lum- 
berman, Inc. 








Lumberman desires new connection with well 
established midwest retail or wholesale firm. 
Twenty years experience as retail manager 
or assistant. Address Box H-61, American 
Lumberman, Inc. 


STEEL RAILS 
Any Quantity—Any Sue 
MIDWEST ST CORPORAYJO 
$18 Dryden St., Charleston. W. Va. 





RAILS 

New Relaying 
Always in market to purchase and sell all 
classes railroad equipment. 

M. K. FRANK 

480 Lexington Ave. Park Bidg. 
New York, N. Y. Pittsburgh, Pa. 

105 Lake St., Reno, Nev. 





Lumberman, 21 years same location. Manager 
10 years. Good sales volume. Box H-41, Amer- 
ican Lumberman, Inc. 





SALES REPRESENTATION 
WANTED 


Wanted—Sales tatives to sell line of 
corner china cabinets and drawer cases to re- 
tail lumber yards. Write giving territory de- 
sired—Harris Products, Inc., Amherst, N.H. 








Wanted — Sales Representatives who are 
familiar with windows and who have a fol- 
lowing among Sash & Door Jobbers and Lum- 
ber Yards. Selling our Sash Balance to Unit 
Manufacturers wiil be very lucrative for you. 
State territory now traveled. Address Box H-40, 
American Lumberman, Inc. 





Representative Wanted 
Representative wanted calling on lumber 
dealers by well known manufacturer of over- 
head garage doors and hardware. Territory 
now open in Southern Michigan. Compensa- 
tion on straight commission basis. State qual- 
ificati 





lege man, experience required in 

trative selling. Excellent opening for right 

party. Give full particulars of training, school- 

ing, personal background, references, and 

starting salary wanted. Address reply to Box 
56, American Lumberman, Inc. 





Established Central Florida Millwork plant 
needs Production Superintendent, also a - 
tailer and Biller. Give age, experience, fam- 
ily status, references, salary expected and 
when available in letter to Box H-57, Amer 
ican Lumberman, Inc. 


WANTED — Hardwood Plywood Sales Man- 
aqer to supervise sales for several Midwest 
Distributing Warehouses. Must have good 
product knowledge, experienced in distribu 
tor sales, under 40, industrious. Good base 
salary plus liberal incentive. Larae we!’ 
established firm that carries qood inventory. 
Give details first letter. Write Box H-58, 
American Lumberman, Inc. 


WANTED.-SALESMAN—To handle millwork 
Jobbing trade (carload buyers) for large mid 
dle west stock millwork manufacturer. State 
experience and _ references. Address Box 
H.59, American Lumberman, Inc. 


HELP WANTED A working foreman to 
operate small mill employing 4 to 5 men 
getting out special millwork. Should have 
experience in estimating special millwork 
from blueprint and to work from blueprint. 
Also can use a machine man to do general 
machine work and operate moulder. In re- 
plving qive exwerience and age. Revly to 
oe LUMBER & SAWMILL CO., Elkhart, 
ndiana. 





in first letter. Address Box H-48, 
American Lumberman, Inc. 





Large Lumber wholesalers with National dis- 
tribution and with buying offices in eve 
major lumber producing area of U. 5S. po | 
Canada, will grant selling arrang t in wa- 
tious territories (on attractive commission 
basis) to experienced lumber sales repre- 
sentatives who would appreciate a profitable 
working arrangement with an excellent source 
of supply for all species of Western, Eastern 
and Southern lumber at competitive prices. 
— fully: Box G-43, Amercan Lumberman, 
ne. 








SALES REPRESENTATIVES 
AVAILABLE 


New Jobber of building materials desires to 
represent manufacturers of asphalt roofing, 
steel products, hardwood plywoods, birch 
doors, and otner associated products. Ad- 
dress Box H-44, American Lumberman, Inc. 








Manufacturers Representative calling on lum- 

ber yards on Long Island can handle one 

additional line. Steady experienced coverage 

assured. Address Box H-62, American Lum- 
rman, Inc. 





LUMBER & DIMENSION WANTED 


We will buy your distressed or rejected cars 
of jumber, millwork, or plywood. We will also 
take them in on a consignment basis. We 
have ample closed storage. The Sanford Lum- 
ber Co., 2831 Woodhill Rd., Cleveland 4, Ohio. 








FOREMAN, for woodworking plant. State 
age, experience, education, salaries received 
and salary exvected. Cavaler Spring Com- 
any. Inc., 670 Henry Street, Detroit 1, 
ichigan. 
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Plywood Shorts Wanted — mostly Fir or can 
use some hardwoods. Write or call us giving 
size and price of same. GEE LUMBER & COAL 
COMPANY, 7600 W. 79th Street, Chicago, Ill. 
Phone Grovehill 6-7400. 


BUSINESSES FOR SALE 


For Sale 


One Concentrating yellow pine lumber plant. 
All electric machinery. 

One unloading device that takes limber off 
of trucks. 


One two saw trimmer. 





One good circle resaw. 
Canveyor chain—100 feet long. 


Lumber taken off conveyor chain stacked di- 
rectly on kiln track with transfer car to put 
lumber direct into dry kiln with a capacity 
of 40M feet. 


Delivered out of kiln to Logan rollers that 
deliver the lumber to the planer. 


One No. 406 Ball bearing planing machine 
with double profile in first class condition. 
We have dual power to pull this machine. 
You can use either that you prefer. 


One 200 h.p. Climax Engine run with butane 
or natural gas. Also steam power connected 
with ample power to pull whole rig with 72x18 
steam boiler which is located far enough from 
the plant where there isn’t any danger of fire 
to planing mills. Connected to this boiler is 
one good Cunningham belt feed sawmill with 
2500 capacity. 30 acres of land owned in fee 
with houses for labor. 


Plenty of small mills that lumber can be 
bought from at reasonable price. 

Lots of timber available for sawmill at plant. 
This plant is ptionally well located at 
Linden, Texas, on Highway 59 in the edge 
of city limits. 





City water, also plenty of spring water on 
premises. High pressure gas line running 
thru the premises. Plenty high voltage elec- 
tricity available. 


J. M. Hampton, Naples, Texas 





FOR SALE: Either control or entire interest 
in Lumber Yard located in the Calumet Re- 
gion. Annual business approximately $300.- 
000.00, with possibility of increasing to $600,- 
000.00 or more with proper management. 
Inventory of approximately $50,000.00: Equip- 
ment of $10,000.00; Rental property. To right 
arty will amortize over a period of years. 
f interested, please contact for personal in- 
terview. Address Box H-68, American Lum. 
berman, Inc. 


RICH TEXAS GULF COAST 
Well established lumber and building mate 
trials yard located between Houston anc 
Corpus Christi, Texas. Annual sales ove 
$300,000.00. Inventory about $45,000.00. Nev 
modern offico and plenty of shed space. Ad 
dress Box G-29. American Lumberman, Inc. 


2 — LUMBER & BUILDER SUPPLY YARDS. 
Northern Michigan's fastest growing resort 
area, building $4000 to $30,000 cottages. 1952 
gross sales 000. Increasing yearly. Net 
profit 6.1%. TlIness forces sale. Price $89,750 
plus inventory. $49,750 plus inven. down. 
Bal. 1% per mo. Busiest season just ahead 
Act cuickly. Write or ph. 2561. KINSEL REAL 
TY CO., Houghton Lake, Michigan. 
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BUSINESSES FOR SALE 


PROMPT SHIPMENT 


USED MACHINERY FOR SALE 





LUMBER YARD FOR SALE 


In Vancouver, Canada. Grosss sales 
1952 $147,000 netting $23,000 including 
owner manager’s remuneration. Two 
trucks, land, building on main street. 
Full price $35,000 plus inventory at 
invoice, approximately $15,000. Reply 
Box H-52, American Lumberman, Inc. 





FOR SALE: Three successful lumber yards in 
prosperous and growin iti ] ted 
in the West. Will sell all er separately. Owner 
wishes to retire. Further information will be 
furnished upon request. Address Box H-53, 
American Lumberman, Inc. 








Retail lumber yard in prosperous Central 
wi i ity. Two twin towns, ap- 

vee org | 2,000 population. No competiticn. 

mplete line of building materials. Making 
good profit. Gross sales approximately $250, 
000 yearly. Call or write: Arvey Ahonen, 
c/o Ahonen Lumber Company, Ironwood, 
Michigan. 








BUILDING PAPER 
Glas-Kraft 
Reflective Insulation 
Asphalt Felt 
R Rosin 


Nail Ba (larger opening) 
Twine Gor tying lumber) 
Waterlox 

Seal-All 

Miracle Adhesives 
Miracle Anchor Nails 


SLIDING DOOR HARDWARE 


Joist Hangers (in boxes) 
“Miter Fast’ Corners 
Aluminum Siding Nails 
7” Wal es — Areawalls 
Adjustable Shelf Supports 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Ill. 


LUMBER & DIMENSION 
FOR SALE 








YARD FOR SALE 
RETAIL LUMBER, hardware and coal yard. 
Excellent location. Coal unloading to dump 
truck equipment on the L4SN R.R. Co. Fift 
miles south of Cincinnati, Ohio, between Fal- 
mouth and Cynthiana, Ky. Good profitable 
yard and can be increased. Been in business 
for 40 years. Will sell with inventory or 
without. T. L. Hardy, Berry, Ky. 





For Sale: Lumber and Building Supply Busi- 
ness in Denver Suburban Area. Real Estate 
and Buildings caft be leased. Good reason 
for selling. Address Box H-65, American 
Lumberman, Inc. 





For Sale: Old established retail lumber yard 
and grain elevator. Only yard and elevator 
in small town 20 miles south of Ioliet, I"! 
Doing good business. 10 good buildings on 
railroad siding. All good trucks and equip 
ment. Good reason for selling. Defense plant 
within one mile and located in excellent grain 
farming territory. Priced $68,00000 plus in 
ventory (approximately $15,000.00! Address 
ox H-66, American Lumberman, Inc. 





Modern Yard in Ozark Fishing & Hunting 
Country. Between Poplar Bluff and Memprhi« 
on Highway 67. Nice community of 4,000. 
Near railroad. Modern office and vlertv of 
shed space. Inventory about $25,000. Priced 


to sell now. Address Box H-67, American 
Lumberman, Inc. 





8 RETAIL YARDS FOR SALE 


You may select from any of our 8 different 
midwestern retail yards. If you can answer 
these questions, we can help you enter or 


expand your lumber and building material 
business. 


1. Approximately what cash invest t? 


Kiln Dried Doug Fir Industrial Clears, al! 
sizes, from ovr plant. 


Millwork wy Cut Stock 
Ladder Rails & Parts Mouldings 
Your inquiries answered promptly. 
Al Clements Lumber Co. 
PO Box 908 
Eugene, Oregon 


TWX EG 049 Tele. 5-3317 





AHOSKIE 
FABRICATION CO., INC. 
P. O. Box 188 Phone 3183 
AHOSKIE, NORTH CAROLINA 
Specialty: C & Btr. KD Yellow Pine Roug 
1,000 ft. 2x6 RL Air Dried No. 2 Com. 
Btr. Cypress 84S or S2SCM at 894.00 M’ FOB 
A e, N. C. Ready for t diate shi 


h. 
é 








West Coast Kijn Dried D. F. ustrial Clears 
in all standard rough singe ARs shippea 
on [ame weights wi! inspection 


cer 


DIAN COMP ° — 
ugene. Oregon. Phone 5-6312 


Box 14, 





FOR HARDWOOD PALLETS, industrial crating 

dimension, radio eabinet skids and similar 
educts send us inquiries. th 
ardwood Co., Bristol, Tenn. 





FOR SALE: 2,000,000 L Ft. %4" x %” White 
Pine Glass Bead, Lengths 6 to 16 ft. bundled 
$5.00 per M Lin. Ft. 250 Pair Garage Doors 
‘0 x 70’, 6 Lites, 3 Vertical Flat Panels, 
1%” Thick, Glazed. (Solid Knotty Pine Stiles) 
$30.00 per = F.O.B. Mt. Vernon 

L. Gass: 


Herman man, P.O. Box 395, Tuckahoe 
7, N. Y. 





2. Intend to manage business yourself? 


3. Location or any other preferences? 


With this information, we can direct you to 
a business a --™ best fits your needs. 

tite now to BY REALTY (LUMBER 
BUSINESS SPECIALISTS), 210 Westport Road, 
Kansas City 11, Missouri. 


FOR SALE: Profitable combination lumber, 
building material and hardware store in West- 
ern Oregon's fertile Willamette Valley. Pro- 
gressive Danish community ef 3,000; diverse 
industries; excellent schools; terms to respons- 
ible rties. Requires three people to oper- 


=. ddress Box F-51, American Lumberman, 
ne. 


FOR SALE — Small yard in Northern Ari- 
zona. Annual sales $85,000. Can be very prof- 
itable for an owner. Present absentee owner 
wishes to withdraw from business. Yor fur- 


ther information write Box H-64, American 
Lumberman, Inc. 





BUSINESS OPPORTUNITIES 





MISCELLANEOUS 
FOR SALE 


CARPENTERS APRONS 
Write tor prices and informatica. 


THE MINNESOTA SPECIALTY CO.., inc. 
Minneapolis. Minn. 








Advertising Yardsticks 


Basswood, 2-coies. Same price gs l1-celor. 
Also Paint Paddles. | bh i 


R. |. DYMONT CO. 

491 Stevens bn , a] mi. 
3 days shipment, billheads, statements, let- 
ter heads, 514x814, 2M—$8.95, 4M—815.25, 


postpaid. Free samples. Community Press, 
East Aurora, N. Y. 


USED MACHINERY FOR SALE 











WE ARE CHANGING TO A 60x60” CARRIER 
and Lift Truck package and have the follow- 
ing 54x54" equipment for sale: 


Two Series 70 Model 6657 Ross Straddle 
Carriers, 54x54", each with operator's cab 
and steering wheel guards and F-6209 Con 
tinental motor and Two Model 16 HT Ross 
Lift Trucks with 24’ lift, 54° forks, adjust- 
able side-shifting carriage, operator's guard 
with all standard equipment otherwise 
added. Models 1948 te 1950. 


Machines in splendid shape—now being used 
regularly, available b of our switchi 
of stacking package standards. 


HUSS LUMBER COMPANY 
2301 N. Racine Avenue, Chicago 14, Illinols 








Triumph 24” 2 sides Planer, Moulder and 
Matcher with 20 H.P. Excellent condition, 
$1100.00, cost over $4000.00. 


American 36” Bandsaw with 1! H.P. Good 
condition, $200.00. 


Standard Supply Co., Inc. 
Route No. 
Neptune, N. J. 


MACHINERY FOR SALE 

AT NEW YORK STATE MILL 
1 Log Cleaner, very useful while logs are 
covered with snow, ice and mud, savin 
wear on saws. Also 1 Sheave, 26” 8D—Wil 
quote attractive price. 

WAYNE LUMBER COMPANY 

208 Greenpoint Ave., Brooklyn °2, N. Y. 


REBUILT FORK LIFT TRUCKS 
Gerlinger PH 862-130 
Capacity 16,000 Ibs. 
Lift 17 ft. 6 in. 


Hyster RT 150 
Capacity 15,000 Ibs. 
Lift 12 ft. 


Ross 15 SH 
Capacity 15,000 Ibs. 
Lift 15 ft. 

Slope Piler 

Cab 


Ross Model 12 
Capacity 18,000 Ibs. 
Lift 17 ft. 6 in. 
Cab 


HARVARD EQUIPMENT CO., INC 
295 CAMBRIDGE STREET 
ALLSTON 34, MASS. 

ST - 2-0826 


BOOKS FOR SALE 


90% OF THE RETAIL LUMBER DEALERS 
who have purchased the K-Way price book 
like it. It is loose-leaf, with 32 subject tabs, 
plus a general index of over 700 items, with 
provisions for additions. Form sheets are 
8'%4xll. The price is $25.00 On receipt of 
your check, we will forward for 5 days 
examination, and if for any reason after in 
spection, you do not like the system, we 
will promptly refund your money upon re- 
turn of the book in good condition. 
Address: K-Way Price Finder 
P. O. Box 1102 
c/o Kocher !wmber Co. 
Lima, Ohio 











HANDY LUMBER CALCULATOK. A usetui 
cket size manual including a lumber cal 
culator for standard sizes. log rules, esti- 
mated weights of lumber and useful miscel- 
laneous lumber tabulations. Price 50 cents 


PLYWOODS. By A. D. Wood and T. G 
Linn. The development, manulacture and ap- 





ELECTRICAL MACHINERY 
Motors and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of New 
and Rebuilt motors on hand at all times. Ex- 
ee Repair service. Send us your inquiries. 
. M. NUSSBAUM & CO., Fort Wayne, Ind. 





CONTACT OWNER DIRECT 
THROUGH REO 
Lumber Company—Mill. Nationwide whole- 
sale; retail. One of largest operations in 
south. Priced right with liberal terms—or 
will lease to cualified party. REO, 6 W. 10th, 
Kansas City, Missouri. 


ButLtpInGc Propucts MERCHANDISER 


S. A. Woods 404-B, 15’x6" fast feed planer 
and matcher, with automatic feed table and 
125 H.P., 3 ph. 60 cy. 440 volt motor. Im- 
mediate shipment. 
BOSHCO, 


INC. 
200 Boston Ave. Medford 55, Mass. 


plicati of plywoods. Over 100 illustrations. 
Applications of the use of plywoods in furni 
ture, housing. ee: airplane con 
struction and other related fields. Price $4.00 


THE PROPERTIES AND USES OF WOOD. 
By A. Koehler. Thie book presents in non- 
technical manner the more important tacts 
concerning the properties of wood and how 
these .* r- ect its utilization. Bound 
in cloth. S4 pages. Price $4.00 

AMERICAN LUMBERMAN 6& 

BUILDING PRODUCTS MERCHANDISER 

139 N. Clark St., Chicago 2, Ml. 
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McCloud Lumber Co. 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co. 
McCloud, Calif. 
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PONDEROSA PINE 
SUGAR (Genuine White) 
DOUGLAS FIP, WHITE FR 


Reduce Delivery Costs 
and Speed up Deliveries 


TRUCK BODY 


Load or Unload a Load 
or Half Load ata Time 
Complete Beds Shipped KD 


Easy Assembly & Mounting 
Write, wire or phone for Catalog ond Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MQ. 
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Milcor 
No, 66 Expansion 
Casing Bead 


Handsome Misericordia Hospital lobby made permanently 


Milcor Metal Lath construction. 


Hine & 
Wis. @ Architects Brust & Br 


d Steigerwald & Sons @ Plastering Contractor Michael Iglinsk 


Note details at right and construction photo below. 
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MitcoR Casing Bead provides 


clean, protective separation between plaster and other materials 


i this hospital lobby, Milcor Casing Bead 
has a double function: (1) It provides a 
sharp, permanent line of separation between 
the finished acoustical plaster and the acous- 
tical ceiling tile, which is applied over a metal 
lath and plaster base; (2) During construc- 
tion, it served as a screed, for a smooth, clean 
job at the point where the plaster adjoins the 
acoustical-tile ceiling. 

This application of No, 66 Milcor Casing 
Bead is typical, wherever plaster abuts a ma- 
terial with a different co-efficient of expansion 
and contraction. It often eliminates the need 


4027 WEST BURNH 


BALTIMORE 5, MD. - 
430) 
OHIO — I541 E 


5300 


38th St 


P.O. Box 918 © LOS ANGELES 58, CALIF 
— 4215 Clayton Ave 


ST. LOUIS 10, MO 


Another populor Milcor Casing bead — | 


No. 4 creates interior 


foce is exposed. (2.) 
_ ed wing provides 


S. Western Avenue Blvd 


for covering trim, batten strip or cove mould 
over the joint. 

These advantages of Milcor Casing Bead, 
however, are in addition to its basic ones of 
providing the beauty and simplicity of flush 
door and window openings — with the per- 
manence of steel. 

A variety of Milcor Casing Bead is avail- 
able — solid and expansion-wing types, For 
further details on all types, turn to the handy 
Milcor Manual in Sweet's, Or, if you want 
your own copy for convenient reference, write 
us for it — no obligation, of course. 


*Reg. U. S. Pot. Off 


AM STREET ° 


Pulaski Highway @ BUFFALO 11 
@ CINCINNATI 25, OHIO 
@ DETROIT 2, MICH 


MILWAUKEE 1, 


a F 64 Rapin St 
3240 Spring Grove 
690 Amsterdam Ave 
4807 E. 49th St 


® CHICAGO 9 
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@ KANSAS CITY 4) 
@ NEW YORK 17,N.Y 
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plaster reinforcement. 
Milcor No. 657 
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It's in the bag 


for bigger Screen Cloth Sales! 
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] 
NEWSPAPER MAT SERVICE 


Ads | and 2 columns wide by 

1” to 7” deep to help you tie- 
in with the biggest campaign in 
the industry. 


2 
PRICE CALCULATOR 
Quickly figures total selling 
price on any width or length 
of Lumite screening. Only 
958” x 1042”, 


3 
WINDOW DECAL 


2-color, 5” x 6” all-purpose 
decal to identify your store 
as headquarters for Lumite 
screening. 


These 6 free sales aids tie you in with 
the hardest-hitting advertising campaign 
behind any screen cloth! 


SEND FOR YOURS—TODAY! 
e _ 


“Registered Trade-mark «sana seth UOT | 


» , « 
* Guaranteed by ” 
Good Housekeeping 

ea i 


4 
ENVELOPE STUFFER 


2-color, 3” x 6” folder for use as 
bill stuffer or handout. Six pages 
of hard sell with space for your 
own name. 
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RADIO COMMERCIALS 
Written by top radio writers, 
these 20 and 30-second an- 
nouncements come ready for 
delivery on your local station. 


6 
SWATCH SAMPLES 
3” x 7” swatches let customers 
feel and handle Lumite screen- 
ing. Available in Chicopee 
green or Chicopee grey. 





ADVERTISING DEPT., LUMITE DIVISION 


Chicopee Mills, Inc., 47 Worth Street, N. Y. 13, N.Y. 
Gentlemen: Please send me free of charge the following LUMITE 
screening sales aids in the quantities indicated: 
.. Newspaper Mat Service 
.... Price Calculator 
.... Window Decal 


Envelope Stuffer 
.... Radio Commercials 
.... Swatch Samples 
[ ( hicopee Green [ Chicopee Grey 


Your Name 
Store Name 


Address 


SCREENING SALES AIDS 
Speolutely free TO ALL LUMITE DEALERS! 


bene e eee mmm mm eww een eeeeeeeeee== 





